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Cost-Protection Prices Continue 





NRA BOARD PROMISES 
ENFORCEMENT 
Washington, D. C., Oct. 2, 1934. 
Code Authority for Lumber and Tim- 
ber Products Industries, 
Chicago, Illinois: 
The National Industrial 
Board today interrupted its analysis 


Recovery 


of general policy and organizational 
problems to give attention to the prob- 
lems of the lumber industry. A com- 
prehensive report of the major issues 
was presented and _ considered at 
length. The Board realizing the grav- 
ity of the current situation will sym- 
pathetically co-operate in all reason- 
able efforts to support the purposes 
of the Act knowing that it will receive 
co-operation on the part of the in- 
dustry. For your information amend- 
ments fifty-three and ninety provid- 
ing remedies for the present unsatis- 
factory plan for transfer of allotment 
and inter-manufacturer transactions 
are in final form and action may be 
expected almost immediately. The 
Board considered today draft of rules 
and regulations prepared by NRA and 
your executive officer, secretary-treas- 
urer and attorney to regulate sales by 
wholesalers. Copy of this draft being 
sent tonight for your consideration. 
The Board is prepared forthwith to 
announce such rules and regulations 
for hearing and sympathetic action 
unless we hear from you to the con- 
trary before conclusion of your meet- 
ings. The Board is considering favor- 
ably a proposal for co-operative study 
and planning to meet the problems 
of your industry and other leading 
and board will welcome 
any further proposals from your meet- 
ings looking toward solution of im- 
long range problems. 
Whatever difficulties or shortcomings 
may exist in your present code should 
be treated constructively and of 
course you are not overlooking the 
provisions in your code which in prac- 
tice are proving both practicable and 
the industry and the 


industries 


mediate or 


of value to 

publie. 
NATIONAL INDUSTRIAL 
Recovery Boarp. 








Chicago Meeting Shows Large 
Majority of Lumber Industry 
Demands Prompt Enforcement 


At the most completely representative conference 
that the American lumber industry has ever held— 
a special called meeting of the Lumber Code Au- 
thority at the Stevens Hotel in Chicago, Oct. 3-5, 
in which anyone and everyone in the industry 
was invited to take part—the value, practicability 
and enforceability of the Lumber Code in general 
and of cost-protection prices in particular were 
given searching examination by many speakers for 
and against; then on Oct. 5, after every man pres- 
ent had been offered an opportunity to speak and 
no more remarks were offered, the Authority 
went into executive session and after about three 
hours of further deliberation decided to “stand pat” 
on cost protection. As is indicated by the resolu- 
tion printed at the right, which was adopted by a 
vote of 34 to 1, the Authority relies upon those 
in favor of the Code to support it by voluntary 
compliance and places faith in the National In- 
dustial Recovery Board’s promise to legally en- 
force compliance upon those who will not give 
voluntary aid in making the Code effective. 

The recovery board, which held its first meeting 
Oct. 2 in Washington, made this promise in the 
telegraphic message printed at thie left, which was 
read by David T. Mason, executive officer of the 
Authority, at the opening session Oct. 3. The 
“draft of rules and regulations to regulate 
sales by wholesalers” referred to in the telegram 
is printed in full (as corrected, and approved by 
the Authority) on pages 26-27; briefly it provides 
that mills may allow wholesale discounts to only 
those who sign contracts to resell the specific 
shipments at no than the cost-protection 
prices, and by signing these contracts the whole- 
salers agree to pay up to one-fourth of the value 
of the respective shipments (but not to exceed 
$500 on each transaction) as liquidated damages 
if sales are made below Code prices. 

The only other action by the Authority was 
the granting of an appeal taken by the board of 


less 


_ trustees of the Washington-Oregon Shingle Asso- 


ciation (LCA agency in the Red Cedar Shingle 
Division) against action of the National Control 
Committee in changing the method of allocating 
production allotments; the Control Committee's 
decision was at least temporarily reversed, making 
the method of the third quarter applicable to al- 
location of allotments in the fourth quarter, and 
the association was given until Dec. 1 to submit 
an allocation plan to which most of the producers 
would agree. 

“This is the first truly representative meeting 
of the lumber industry that I ever attended,” 
was the pleased comment of John D. Tennant, 

(Continued on Page 20) 




















AUTHORITY VOTES TO 
SUSTAIN CODE 


Wuereas: The Lumber Code Au- 
thority at a joint meeting of the sev- 
eral Division and Subdivision agen- 
cies, to which members of the indus- 
try also were invited, held in Chicago 
on Oct. 3, 4 and 5, 1934, has received 
from all Divisions and Subdivisions 
of the industry detailed reports and 
recommendations which evidence that 
the Lumber and Timber Products In- 
dustries desire, by an overwhelming 
majority, to continue the minimum 
prices established by the adminis- 
trator and that the opposing minor- 
ity’s opposition to such continuance 
has arisen principally from difficul- 
ties and delays encountered in secur- 
ing compliance and in organizing for 
and establishing effective and aggres- 
sive measures of enforcement, and 
arisen from substantial 
objection to the principle invelved: 
be it 


Resolved, That the Lumber Code 
Authority affirms its faith in the sin- 
cerity of the National Recovery Ad- 
ministration and in its assurances to 
the Lumber Code Authority that all 
provisions of the Code, including the 
price and trade practice provisions, 
will forthwith be vigorously enforced 
against all violators and affirms its 
faith in the early success of the pres- 
ent campaign of the National Recov- 
ery Administration to enforce com- 
pliance; and be it further 


Resolved, that the Lumber Code 
Authority reaffirms its belief that the 
principle of minimum prices estab- 
lished by the Administrator must be 
maintained during the present emer- 
gency and calls on all members of the 
industries to give their earnest sup- 
port to the maintenance thereof. The 
executive officer, the staff, and the sev- 
eral administrative agencies are di- 
rected to use every means to secure 
the fullest measure of voluntary com- 
pliance, and to lend every assistance 
within their powers to the efforts to 
enforce compliance against violators 
of the National Recovery Act. 
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Making an odd hall room into a 


BOY’S ROOM... 


Every boy thrills at the thought of a 
“oom of his own. A place where he 
may steal away for silent meditation or 
model some idea of his own. It gives 
him a sense of ownership—of possession 
—something that is his very own. Sell 
the boys on this room which has been 
remodeled from an odd hall room and 
they will sell their parents. Point out 
to them that the shelves and lockers and 
all trim should be shaped and built with 
“NEARWHITE," that soft-textured short- 
leaf which may so easily be finished in 
all of the modern enamels and lacquers. 
It will add to those remodeling jobs 
that are developing in your community. 


It has always been the established policy 
of Sumter Lumber Company, Inc. to 
sell their stock through only the estab- 
lished retail and legitimate wholesale 
trade as recognized and approved by 
the Retail Associations and we reaffirm 
this principle of fair trade practice, re- 
gardless of any privilege that may now 
exist or that may be established in the 
future under any code or amendments 
thereto. 


SUMTER LUMBER COMPANY, INC. 


ELECTRIC MILLS, MISS. 
a ” 


EXTURED SHORTLEAF 
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Are You Ready for > 
More Business 








The Housing Act is stimulating building aetivity, and the 
movement is gaining momentum each day. Alert dealers are 
preparing to share in the greatly increased demand for lum- 
ber products. Alderman’s speedy, dependable Mixed Car 
Service can help in giving you just the quantities you 
need of: 

Genuine Coastal Type Tidewater Red Cypress 

Kiln Dried, End Matched Oak, Gum, Pine Flooring 

Kiln Dried Pine and Air Dried Cypress, Finish, Roofers, 
Ceiling, Partition, Casing, Stepping, Plowed Jambs, Sheath- 
ing, Siding, Base, Mouldings, etc. 

Air Dried or Air and Kiln Dried Tupelo Gum, Poplar, Soft 
Maple, Red Gum and Steamed Sap Gum 

You ean rely on Alderman’s quality standards, maintained 
by careful manufacture and scientific kiln drying. Alder- 
man has been satisfying customers for 50 years. Shipments 
are carefully loaded and promptly forwarded. 


Write TODAY for quotations—be prepared! 


D. W. ALDERMAN & SONS CO. 
ALCOLU, SO. CAROLINA 
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QUALITY 


Users of 600 Moore CROSS- 
CIRCULATION Kilns are 
enthusiastic about the fine 
quality of lumber which 
low-temperatures and fast, 
reversible circulation pro- 
duce. 





But Quality is only ONE of 
MANY advantages of the 
Moore System. There’s 30% 
to 50% greater kiln capac- 
ity due to tight stacking. 
(See illustration.) Lower 
stacking and handling cost. 
Reduced degrade. 





Let us send you complete 
information about the 
Moore Cross - Circulation 
System—for new kilns or 
modernizing your old kilns. 
No obligation. 
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MooRE DRYKILNCOMPANY 


World's Largest Manufacturers of Dry Kilns and Equipment 


JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 
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Modernizing and Repair Program Holds 
Center of Stage 


HE COUNTRY is hearing a good 

deal these days about the desir- 

ability of modernizing and re- 
pairing old homes, and other buildings, 
which unquestionably is a good thing 
for the lumber industry in all its 
branches, and for many other indus- 
tries as well. To the extent that the 
people of this country develop “home 
consciousness” those who manufacture 
and deal in home building materials, 
equipment and furnishings will pros- 
per and profit—always provided, of 
course, that the people possess the 
means for transforming their hopes and 
wishes into solid reality. “Ay, there’s 
the rub”—a “rub” which the NHA 
seeks to remove through its loan pro- 
visions. Many loans have already 
been made by banks and other lend- 
ing institutions—and it is gratifying to 
note that one large bank reports that 
of 103 loans of this character outstand- 
ing each borrower had promptly met 
his first monthly payment—a 100 per- 
cent record. While only a “straw,” 
this indicates that well selected loans 
of this character afford opportunity for 
banks to put some of their idle funds 
at work, thereby also putting idle men 
at work, and benefiting the whole com- 
munity. 

Another encouraging development is 
the entry of private capital, as distin- 
guished from Federal-insured loans 
under the NHA, into the modernizing, 
repair and new construction fields. A 
single example: As related in a news 
story elsewhere in this issue, one of 
the largest and oldest banks on the 

acific Coast this week makes what it 

terms one of the most important an- 
nouncements it has ever put forth; 
namely, nothing less than the offer of 
ten-year home loans, payable in easy 
monthly instalments, for the purchase, 
construction, modernization or  re- 
financing of homes. To what extent, 
if any, this new loan policy has been 
influenced, or inspired, by the National 
Housing Act and the nationwide cam- 
paign for modernization and construc- 
tion, is not known, but at all events 
the announcement is in line with that 
movement. In the same connection 
might also be cited the funds set up 
by a number of large manufacturers 
of building materials for the financing 
of modernizing and repair jobs. 

Moreover, it has been asserted, after 
careful surveys, that in many com- 
munities the amount of modernizing 
that will be done without borrowing 
from any source will exceed the 
amount that will have to be financed. 
In other words, that once the mod- 
ernizing movement gets fully under 
way, there will be more owners who 
are able and willing to finance their 





own improvements than there will be 
of those who will need to have loans 
granted them for that purpose. While 
this perhaps is in the nature of an op- 
timistic forecast, developments already 
noted seem to give ground for the 
opinion. 

For the first time in history the lum- 
berman, and that means the manufac- 
turer as well as the distributor, has 
about everybody —including Uncle 
Sam—working for him. One dealer 
was recently quoted as saying some- 
thing to that effect. He was refer- 


Shall Cost Protection Continue? The | 
Industry Votes Yes 


HILE THE sentiment as ex- 

pressed by organizations and by 

individuals at the great lum- 
ber industry meeting in Chicago last 
week was overwhelmingly in favor of 
sustaining the lumber Code and con- 
tinuing minimum cost protection 
prices, it was not unanimous, by any 
means, and unless this minority, most 
of whom are sincere in their belief that 
control of prices is detrimental to the 
best interests of the industry, are wil- 
ling to voluntarily comply and give 
this section of the Code a fair trial, en- 
forcement of the Code will be made 
much more difficult, to say the least. 
The great need in the industry right 
now is stability and the removal of 
uncertainty. While NRA has given 
assurance of more vigorous enforce- 
ment measures, the fact is that the 
needed stability and certainty can be 
assured only through general volun- 
tary compliance, and this the Lumber 
Code Authority has pledged its earnest 
endeavor to secure. 

Notwithstanding the preponderance 
of sentiment expressed at this meeting 
in favor of retaining cost protection 
prices in the Code, one can not lightly 
dismiss as inconsequential the influ- 
ence of those opposed to this section. 
Most, if not all, of them desire to do 
the things that will be best for not only 
their own enterprises, but for the en- 
tire lumber industry. None of them 
really wish to see the industry go back 
to the dark days of ’32 and ’33 when 
competition was rampant and prices 
reached the lowest point touched in 
more than half a century. If they 
thought removal of the cost protection 
feature from the Code would develop 
that result, they would demand its re- 
tention. 

On the other hand, those who be- 
lieve that cost protection is essential 
to the very life of the industry are just 
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civic clubs and organizations are co B ing did 
operating in making canvasses to dis. plete co- 
cover modernizing and repair prospects § js so ess 
and to educate the owners of properties B gustry i 
as to the economic desirability of hay.) pave m 
ing the work started now. » cleavage 

Altogether, the progress reported ty § thought 
date, reflected in part by news stories B tion in 
appearing elsewhere in this issue, js § should | 
most encouraging. Lumbermen and § be) som 
dealers in building materials, as well a; § differen 
merchants in all lines that will Prosper The s 
in proportion to the volume of con. | py the’ 
struction and repair work undertaken, § referred 
will do well to make promotion of the F this was 
modernization campaigns in their com. — ment s 
munities their “first order of business,” F taken o 

is one 
minded 
who ha 
operati’ 
industr 
of every 
“Tf \ 
as sincere and just as anxious to? even a 
maintain the gains that have been ing to 
made and to bring the industry) yery Iz 
back to prosperity. Many of those © |ymber 
favoring maintenance of cost pro- in viol 
tection in the Code frankly stated other h 
their belief that this is not possible or whatso 
desirable unless there is more complete § tempt : 
compliance. They feel, though, that § has bee 
without cost protection present wage F trict ju 
rates can not be maintained and that | week, 
removal of the price section quickly | means 
would annul other desirable features | great n 
of the Code and result in chaos such | their 
as has not hitherto been seen in the F join th 
industry. mulgat 

No matter what the opinion of any | tion cl 
person may be as to the merits of the of wh« 
cost protection feature of the Code, it) Lumbe 
is certain that only through practically | and af 
complete compliance can it be made J actual! 
really helpful to the industry, and as | some 
long as it remains in the Code every | things 
lumberman should endeavor not only was si 
to comply himself, but to urge his> men v 
friends and neighbors to do likewise. | the Li 
There is one thing that should be re- Just 
membered—the industry can not hand | ture o 
its Code back to the Government and § definit 
say it will have nothing more to dof sale t: 
with it. It is law and the Administra} a dist 
tion is invested with power to enforce F spect | 
compliance with the Code. It is well 7 lict. — 
to bear this in mind. y ning 

Enforcement, voluntary or othert- — which 
wise, has not been made any easier | ber in 
by the two court decisions, reported F cord, 
in this issue, one in a Tennessee f refere 
United States District Court, the § avoid 
other in a similar court in Mississippi. § onstrz 
both of which uphold the contentions B docun 
of those opposed to minimum cost pro- F this 1i 
tection prices under the Code. These § erence 
decisions naturally will be appealed to § will n 
the higher courts, but, pending a final Al 
ruling the trade will continue to be § the A: 
upset and buyers may be hesitant § a det: 
about placing orders. Authe 











, 1934 


aigns 
‘ts of 
er of 
e co- 
> dis. 
Pects 
erties 
hay. 


ed to 
tories 
1€, is 

and 
ell as 
OSper 
con- 
aken, 
f the 
com- 
less,’ 


1e 


is to 
been 
ustry 
those 
pro- 
tated 
le or 
plete 
that 
wage 
that 


ickly 


tures 
such 
1 the 


f any 
f the 


de, it | 


ically 
made 
id as 
every 
only 
2 his 
wise. 
e re- 
hand 
t and 
0 do 
istra- 


force | 


well 


ther- 
‘asier 
orted 
essee 

the 
sippl. 
tions 
' pro- 
“hese 
ed to 
final 
o be 
itant 


eee = 


ome 














october 13, 1934 


The lumber industry has faced many 
critical situations, but never one more 
critical than this. The Chicago meet- 
ing did not develop that more com- 
plete co-operation hoped for and which 
is so essential to the welfare of the in- 
dustry in all its branches. It seems to 
have more clearly defined the line of 
cleavage between the two schools of 
thought with reference to self-regula- 
tion in the matter of prices. There 
should have been (perhaps later will 
be) some action to bring together the 
different factors. 

The situation has not been improved 
by the two court decisions previously 
referred to. A letter received just as 
this was being written contains a state- 
ment so apropos that the liberty is 
taken of quoting it here. The writer 
is one of the most sincere and high- 
minded lumbermen in the South, one 
who has always been a leader in co- 
operative efforts for the good of the 
industry, and who holds the respect 
of every one who knows him. He said: 

“If we may trust our senses, and 
even a part of the information com- 
ing to us through many channels, a 
very large percentage indeed of the 
lumber that is being sold is being sold 
in violation of the Codes. On the 
other hand, we have seen no evidence 
whatsoever of sincere and effective at- 
tempt at enforcement. The confusion 
has been worse confounded by the dis- 
trict judge’s decision at Memphis last 
week, which, so far as we can see, 
means nothing at all except that a 
great many people will be confirmed in 
their present policy and others will 
join them. * Until there is pro- 
mulgated a fair and proper distribu- 
tion clause, with reasonable definition 
of wholesaler and wholesale trade, the 
Lumber Code will not be successful, 
and after a year of marking time, or 
actually losing ground, it will take 
some very strenuous efforts to get 
things on the plane which no doubt 
was sincerely expected by the lumber- 
men who collaborated in drawing up 
the Lumber Code in the first place.” 

Just as important as the nrice fea- 
ture of the Code is the questio> ~° 
definition of a wholesaler and whole- 
sale trade, and in connection with it 
a distribution statement. In this re- 
spect NRA has been exceedingly dere- 
lict. If it had accepted in the begin- 
ning a statement of this kind upon 
which the three branches of the lum- 
ber industry were pretty much in ac- 
cord, much of the disturbance with 
reference to prices would have been 
avoided and the Code would have dem- 
onstrated itself to be a more workable 
document. Unless prompt action along 
this line is taken, difficulties with ref- 
erence to Code enforcement certainly 
will not become less. 

A large proportion of this issue of 
the AMERICAN LUMBERMAN is devoted to 
a detailed report of the Lumber Code 
Authority meeting and lumber indus- 


AMERICAN LUMBERMAN 


try conference. A careful reading and 
study of this report is recommended in 
order that individual lumbermen may 
determine for themselves the action 
they should take with reference to the 
Code and to the question of their co- 
operation in making it effective for the 
general good. 


Want Prices Investigated 


WasHINGTON, Oct. 11—A group of West 
Coast lumbermen, who were dissatisfied with 
the results of the Chicago meeting last week, 
have been in Washington all of this week con- 
ferring with NRA officials in an effort to have 
a price investigation entirely independent of 
Lumber Code Authority. 

—_—_—— 


Right Picture—Wrong Place 


In connection with a picture of the coal pock- 
ets of that concern, shown on page 24 of the 
Sept. 29 issue of the AMERICAN LUMBERMAN, 
the Schwulst Lumber & Coal Co. through error 
was located at Lima, Ohio. This well known 
concern is located at Bloomington, IIl. 
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Organize to Oppose Cost 
Protection 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WaASH., Oct. 11.—At a meeting here 
yesterday, lumber manufacturers said to repre- 
sent 55 percent in numbers and 62 percent of 
the production of the West Coast fir industry 
formed a permanent organization to work for 
abandonment of the minimum cost-protection 
price clause of the Lumber Code. The execu- 
tive committee of the new organization is A. E. 
McIntosh, Seaboard Lumber Co., Seattle, chair- 
man; H. B. Van Duzer, Inman-Poulsen Lum- 
ber Co., Portland, Ore.; Frank Ransom, East- 
ern & Wesetrn Lumber Co., Portland; F. R. 
Titcomb, Weyerhaeuser Timber Co., Tacoma; 
C. H. Kreienbaum, Reed Mill Co., Shelton; 
Clyde Walton, Walton Lumber Co., Everett; 
and W. B. Nettleton, Nettleton Lumber Co., 
Seattle. 

Their plans are to do everything possible in 
an orderly manner to accomplish elimination of 
price fixing without otherwise injuring the 
Lumber Code or existing organization in the 
fir industry. 


NRA Leader Discusses Codes 


3efore a group of 600 Chicago business 
men, members of the Chicago Rotary Club, 
Donald Richberg, executive director of the 
National Emergency Council, Washington, 
on Oct. 9, discussed various features of gov- 
ernmental policies in which all business men 
are interested. Of particular interest to the 
lumber industry is that section of his address 
devoted to production control and price pro- 
tection as outlined in codes under the NRA. 
Among other things in this connection, he 
said: 

No one could question in the early months 
of NRA the reasonableness of many demands 
that some assurance should be given to busi- 
ness men, who agreed to enlarge their pay- 
rolls and to increase their that they 
would be protected from cut-throat competi- 
tion, from destructive price-cutting, and from 


costs, 


over-production that would flood their mar- 
kets with surplus goods to be sold at less 
than cost. 

These men were being asked to co-oper- 


ate with their Government to put men back 
to work and to increase wages. They were 
entitled to Government assistance in protect- 
ing a market for their products. Under the 
law monopolistic practices were not to be 
permitted. But also under the law temporary 
restrictions upon production were expressly 
authorized and destructive price-cutting was 
a declared evil. It was plainly the duty of 
the recovery administration to allow trade 
and industrial associations to try to find ap- 
propriate means to protect at least the re- 
covery of their production costs and to ob- 
tain some assurance that goods might be sold 
at prices sufficient to maintain the wages, 
hours and other labor conditions required by 
the codes. 

All the code provisions affecting production 
volume or price competition that have re- 
ceived public criticism in recent months, were 
approved with two reservations always im- 
plied and frequently expressed: 

First, they were experiments in industrial 
self-government which should be given a fair 
trial as an emergency measure. 

Second, no approval of any code was in- 
tended to sanction the elimination of fair 
competition in the production of all the goods 
that the market would absorb at the lowest 
prices at which they could be produced and 
distributed without loss. It is not my con- 
tention that every code has operated in ac- 
cordance with these principles. It is prob- 
able, despite heated conflicts of opinion, that 
many codes have provided the means of re- 
stricting a competition that could honestly 
be described as fair or unfair according to 
the economic interest affected. 

There is a great deal of emotional feeling 


on both sides of this issue. When certain 
statements of mine in Washington a few 
days ago were thought to foreshadow the 
early end of any restraints upon production 
volume or price competition, I received a 
terrifying amount of approval and condem- 
nation within twenty-four hours. 

Let me now express most emphatically my 
opinion that no one who has an adequate 
knowledge of this problem would venture to 
lay down any formula or principle to be 
applied rigidly in the making or revision 
of all codes. It would be a major calamity 
to abandon the efforts which, athough only 
partially successful, have brought better or- 
der and health to certain industries. There 
can be no doubt that a great advance has 
been made already in dealing particularly 
with industries exploiting natural resources, 
such as coal, oil, lumber, and various metals. 
Improved conditions have been established 
in many retail trades. Protections have been 
afforded to conscientious employers in main- 
taining better labor conditions; and to honest 
manufacturers and merchants in producing 
and selling good merchandise. 

These gains must not be lost. But their 
preservation is in some cases dependent upon 
the maintenance of controls to which many 
business men are sincerely opposed; and upon 
which the public looks generally with sus- 
picion and frequently with positive hostility. 
In my opinion much of this suspicion and 
hostility can be dispelled if two principles 
are made effective. First, there should be a 
clear line drawn between the right of busi- 
ness men to associate freely for the preserva- 
tion of fair competition and the illegality of 
associations for the purpose of preventing 
or restricting fair competition. So long as 
we are seeking to preserve a competitive 
economy and are genuinely opposed (as I 
am) to any form of socialistic State control 
of industry, the general use of cartel meth- 
ods of production control and price fixing 
would be not only destructive of our indus- 
trial system but also destructive of our poli- 
tical system and our constitutional liberties. 

The second principle, which I believe should 
be made effective, is this: Whenever, in order 
to conserve natural resources, or to maintain 
decent wages and hours and to protect a fair 
return on investments, or to prevent clearly 
unfair competition, it is found necessary to 
exert any restraints upon volume of produc- 
tion or price competition, two safeguards 
should be employed. The first is formulation 
and administration of such code provisions 
by those truly representative of a large 
majority of the volume of business and of 
the number of separate enterprises engaged 
therein. The second is a close and detailed 
supervision of the process of self-regulation 
by competent and impartial representatives 
of the public. 
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Authority Both the main floor 
and the balcony of the 
north ballroom were packed to capacity—a 


crowd of at least five hundred serious-minded 
men gathered to discuss momentous problems 
from all standpoints, and there were numerous 
comments and compliments on the fair and 
courteous manner in which Mr. Tennant made 
possible the free expression of all divergent opin- 
ions. As the hours of discussion wore on it 
became increasingly evident that sentiment was 
overwhelmingly in favor of keeping cost-pro- 
tection prices in effect, although there was 
strong opposition, mainly from the West Coast 
and also from certain southern hardwood pro- 
ducers; as described « 68, this oppost- 
tion has not taken the Authority vote as final, 
but has organized to continue the battle, both 
at Washington and in West Coast and other 
producing regions. 
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Opposition to legalized cost protection 
based chiefly on two contentions—that 
not been and can not be enforced, and there- 
fore “puts a premium upon dishonesty” among 
lumbermen; and that it is fundamentally (eco- 
nomically and constitutionally) unsound even 
if it could be done. 


was 
it has 


Supporters admitted that it has not been en- 
forced but vigorously denied the claim that en- 
forcement is impossible and were inclined to 
renew their patience and to place faith in the 
newly organized recovery board’s ability and 
willingness to co-operate adequately. Many of 
them declared that they do not favor fixed 
minimum prices as a “steady diet,” but believe 
them necessary in the emergency of low demand 
to protect the other valuable features of the 
Code, including wages and hours. They denied 
the opposition claim that abandonment of the 
cost-protection schedule would result in a quick 
upswing of volume, and declared that instead 
the result would be a complete demoralization 
of the market for months to come, inevitable 
violation of wages-and-hours provisions, and 
reversion to the worst kind of destructive com- 
petition which would ruin many good operators. 


THE OPENING SESSION 


In beginning the meeting Wednesday morn- 
ing Chairman Tennant called upon C. C. Shep- 
pard, of Clarks, La., chairman of the National 
Control Committee, to describe recent events 
in relations between the Lumber Code Author- 
ity and the NRA administration. These since 
Sept. 10 have had particularly to do with the 
problems of bringing wholesalers under Code 
jurisdiction, of defining wholesaler and whole- 
sale trade, and of agreeing upon some form of 
distribution. A wholesale definition to which 
NRA had given provisional approval was re- 
jected by the wholesalers themselves, at a meet- 
ing in New York, and Mr. Sheppard said that 
Blackwell Smith, successor to Donald R. Rich- 
berg as counsel of NRA, and Leon Henderson, 
NRA economic advisor and planner (both of 
whom are non-voting members of the new NRA 
governing board) had announced the with- 
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Chaotic Competition in Selling Present 


drawal of the administration’s tentative ap- 
proval of the definitions upon learning of the 
wholesalers’ action. It is probable that NRA 
will not approve any definition that does not 
list any order for a carload or more as “whole- 
sale trade,” and since there is so much opposi- 
tion to this from the lumber industry—espe- 
cially from retailers—the situation temporarily 
at least had reached an impasse, which led Mr. 
Sheppard to his closing statement that “In my 
opinion no committee could for a moment think 
of taking action under the present situation 
without a full, free and frank conference with 
the entire industry—it is your business as well 
as ours, and you're entitled to such a confer- 
ence,” 

In a more detailed report of Washington ac- 
tivities David T. Mason explained that one 
reason for the delays that try lumbermen’s pa- 
tience is that “both NRA and ourselves have 
tremendously complicated problems to work 
out,” and these difficulties are increased by the 
reorganizing of NRA, a process which already 
has required three months and is not completed 
yet. Deputy administrators and their assistants 
come and go, various operations have been 
switched from division to division several times, 
and inconsistencies incident to one-man control 
of NRA have added to the confusion; but now 
most of this reorganization upheaval is over, 
apparently, and a board instead of one man is 
at the helm, and better service is to be expected. 

3ut even under the pressure of these burdens 
there has been progress, Major Mason con- 
tinued. The four most important points which 
the Authority considered at its meeting in 
Washington last June were enforcement, an 
amendment to Article IX to make the prices 
legally enforceable, establishment of a whole- 
sale division with definitions of “wholesaler” 
and “wholesale trade,” and a reorganization for 
voluntary compliance—the fourth admittedly de- 
pendent on the first three. By mid-July the 
second of these points was attained—cost-pro- 
tection prices for lumber were declared to be 
legally enforceable. The Authority has been 
working on the wholesale problem since July 
18, but without agreement having been reached. 


Mills of Enforcement Grind Slowly 


Progress there has been in enforcement, also, 
Major Mason reported, although as is usual 
with legal matters this has moved slowly. It 
was greatly delayed by the Administration’s 
benign belief at the start that since this program 
was such a great departure from established 
custom and confusion was to be expected. the 
Authority must not attempt legal methods of 
bringing about compliance until every possible 
method of inducing voluntary compliance had 
been attempted in vain. The NRA Litigation 
Division was not established until last March 
and was not organized for actual functioning 
until some time later, but since the middle of 
July it has been giving the Lumber Code Au- 
thority increasingly effective support, in cases 
in which the “Please, Mister” method has failed 
to produce compliance. In describing the re- 
sults of these legal efforts Major Mason said: 


At the present time the Lumber Code 
Authority has sixty-seven active cases in the 
hands of the National Recovery Administra- 
tion at Washington. Nineteen of these cases 
involve labor violations; forty-eight involve 
trade practice violations. Of the forty-eight 
trade practice cases approximately thirty-five 
are concerned with violations of the price 
provisions of the Code. To date court action 
in one form or another has been instituted 
in thirty-three cases—fourteen involve labor 
violations; nineteen, price violations. In some 
instances injunction suits have been filed. 
In other cases defendants have been arrested 
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and released on bond pending trial following 
the filing of criminal complaints or crimina| 
informations. In several cases indictment; 
have been obtained. 

Here is the status of the nineteen pric 
cases. In eight cases temporary restraining : 
orders have been obtained. In four cage, 
injunction suits have been filed and are ag. | 
signed for preliminary hearing on Oct. 49 
Six other manufacturers are out on bond 
awaiting the next term of the Federal Grang 
Jury following the filing of criminal con. 
plaints against them. A consent decree has 
been obtained in one injunction suit in the J 
State of Texas. It should also be mentioneg 
at this point that pleadings and other perti. 
nent documents and affidavits have been com. 
pleted in twenty-eight price cases. Thege 
cases will probably be filed in the courts 
sometime within the next ten days. Seve.) 
Government contracts awarded to manufac. 
turers failing to comply with Code prices 
have been canceled 
6646. 

Very recently the NRA adopted a precedent 
that will make Executive Order 6646 con. 
siderably more effective than it has beep 
heretofore. In the particular case in ques. 
tion the purchasing officer of the Panama} 
Canal Zone, at the request of NRA, refusei} 
to consider three sub-code bids which hai 
been submitted by a manufacturer and tw 
wholesalers. In other words all sub-code 
bids were thrown out and the _ contract 
awarded to the lowest bidder within the 
Code. At the present time the Lumber Code 
Authority working on the cancellation of 
three contracts awarded manufacturers 
whose bids are below the Code. Steps are 
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to obtain cancellation of 
several contracts awarded wholesalers. 
Pursuant to a request by NRA and the 
Lumber Code Authority the Federal Trade 
Commission has completed the investigation 
of seventeen complaints against wholesalers 
and three alleged Code violations by manw 
facturers. Investigations in approximately 


also being taken 


under Executive Order 
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thirty-two other cases are being conducted & 


by the Commission 
the request of NRA 
Authority. 

The Lumber Code Authority 
with NRA twenty-five complaints 
wholesalers. All involve sales below 
prices. 


at the present time a 
and the Lumber Code 


has also filed 
against 
Code 


Continuing, Major Mason read an NRA at 
nouncement of Oct. 2, setting for Oct. 15 a 
Washington, D. C., a hearing in the complaints 
filed by the Lumber Code Authority against 
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Dant & Russell (Inc.), Portland, Ore.; Mickel 
Timber & Lumber Co., Seattle, Wash.; Cedar 
Craft Products Co., Seattle ; Klickitat Fir Lum- 
ber Co., Portland ; M. A. Wyman, Seattle ; 
Daugherty Lumber Co. (Inc.), Cottage Grove, 
Ore.; Sullivan Lumber Co., Portland; and 
Mackintosh & Truman, Seattlhe—West Coast 
firms accused of selling lumber at prices below 
minimum Code figures. 


Where NRA Action Is Needed 

The executive officer mentioned nineteen 
points on which the Authority had requested 
NRA action, and said that a committee had 
been appointed to work on these problems. The 
NRA members of the committee are Blackwell 
Smith, Leon Henderson, and Deputy Adminis- 
trator A. C. Dixon; this committee is giving all 
possible attention to the task, but has been 
handicapped by the necessity of Mr. Smith and 
Mr. Henderson giving attention to NRA reor- 
ganization, also. Among the nineteen points 
were requests for simplification of NRA pro- 
cedure in various lines; a request for exemption 
of the lumber industry from executive order 
X-48, which allows wholesale discounts to State 
and national Government agencies (and which, 
because it is unsatisfactory to other industries, 
also, is being re-drafted by NRA); and a re- 
quest for early action on the Code amendment 
making grade-marking mandatory. The Author- 
ity and NRA agree on all aspects of this amend- 
ment except one—NRA thinks the grading rules 
themselves should be subject to administrative 





J. H. BLOEDEL, 

sellingham, Wash.; 

Would Retain Cost 
Protection 


FRANK H. RANSOM, 
Portland, Ore.; 
Led the “Opposition” 
to Fixed Prices 


approval, and the Authority contends that this 
would be neither practical nor consistent with 
the principle of industry self-government. It 
has been difficult recently to get decisions “from 
important men in NRA,’ Major Mason said, 
because these men are inclined to leave impor- 
tant decisions ip to the new board. 

“It is my very firm view that NRA is not 
going to collapse,” he added. ‘Reorganization 
will clear up the generally recognized chaotic 
conditions and will bring about enforcement. 
NRA and the Administration in general are now 
tully informed of the importance of enforcement 
it NRA—the backbone of the New Deal—is to 
be a success.” As further indication of the 
Government’s attitude he referred to Mr. Rich- 
erg’s article in the October issue of Fortune 
magazine, which Major Mason summarized as 
indicating that Mr. Richberg doubts if in gen- 
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eral such industry controls (as cost-protection 
prices) will work in the long run but concedes 
their need in an emergency to stop cut-throat 
competition; there can be no general rule in 
regard to this—each industry must be consid- 
ered on its own merits—and the natural resource 
industries should receive special consideration. 

Major Mason directed special attention, how- 
ever, to the fact that this, after all, is only one 
man’s opinion and that NRA is not now under 
one-man control. The new board, he predicted, 
will set up a government of law instead of a 
government of men—it will act in a more uni- 
form way, giving both decisions and reasons 
why, establishing precedents—a board operating 
in a manner similar to the Interstate Commerce 
Commission. Above this board, co-ordinating 
its activities with those of the Recovery pro- 
gram in general, will be the National Emer- 
gency Council of which Mr. Richberg is director 
and of which Secretaries Ickes and Perkins are 
ex-ofhicio members. For an authoritative state- 
ment on present NRA policy Major Mason then 
read the telegram from the National Industrial 
Recovery Board, a message which brought forth 
loud applause from the lumbermen. 


"Many Alternatives—Be Not Stampeded" 


The executive officer then urged the industry 
to carefully consider the question of its own 
policy at this time, and to “be not stampeded 
along any line” without this careful considera- 
tion of all alternatives. There were many pos- 
sible alternatives, he added, and mentioned four 
as a “starter’—(1) Abandon the Code, let 
everything go, make no effort to enforce or con- 
tinue it, an admitted rout of the organized lum- 
ber industry with possible reorganization after 
two or three months; (2) No retreat—fight it 
out on this line where we now stand—enforce 
the Code as it is now; (3) Eliminate wholesale 
discounts; (4) Eliminate Article IX (cost-pro- 
tection prices) and maintain the rest of the 
Code. It was explained that the afternoon 
would be devoted to Division meetings to dis- 
cuss the advisability of these and other alterna- 
tives, that all day Thursday would be open to 
Division reports and individual arguments, that 
in open meeting Friday the Divisions would 
have an opportunity to present revised reports 
if they so chose, and that Friday afternoon the 
Authority in executive session would take offi- 
cial action. 

Both Major Mason and Mr. Sheppard said 
that the Control Committee had preferred to 
make no recommendation of any possible course 
of procedure, considering it the part of wisdom 
and fairness to leave the matter “wide open” 
for the entire industry to speak its mind. In the 
question-and-answer period which ensued, how- 
ever, it developed that there was no assurance 
that the lumber industry could abandon its 
code even if it wanted to—if the industry re- 
fused to administer it that work would doubt- 
less be assumed by a general authority appointed 
by NRA, as in the solid fuel industry; Mr. 
Sheppard mentioned a conference which he, 
Major Mason and Wilson Compton, general 
manager of the National Lumber Manufactur- 
ers’ Association, had with Mr. Richberg and 
quoted the latter as saying, “Of course, no 
industry can hand back its code.” It also was 
brought out that if the industry as a whole 
should choose to abandon cost-protection prices 
a regional group could maintain them, but only 
with the President’s approval. It also developed 
that the industry “on its own say-so” could 
eliminate production control but not price con- 
trol, as the former was established by the Lum- 
ber Code Authority while the latter was estab- 
lished by the President. There also were several 








questions concerning the 
status of wholesaler def- 
initions and the distri- 
bution statement, on 
neither of which there 
has been favorable offi- 


cial action by NRA. 
One question, “What 
will happen to wages 


and hours if we drop 
cost protection?” could 
not be given such a 
definite answer and was 
deferred for discussion 
on the following day. 

In most of the divisional meetings during the 
afternoon the conferees were in sufficient har- 
mony to be able to draft recommendations by 
clear majorities, but in the West Coast delega- 
tion sentiment was so widely divided that E. W. 
Demarest, president of the West Coast Lum- 
bermen’s Association, could not but agree with 
others that “we aren’t getting anywhere in this 
discussion,” and it was agreed that the West 
Coast attitude should be stated by several speak- 
ers for and against minimum cost-protection 
prices, universally recognized as the chief bone 
of contention. Because there were so many of 
these speakers from the Division, several in the 
room suggested to Mr. Tennant that he suspend 
the rules and call on the West Coast delegation 
first; Mr. Tennant thought the other Divisions 
might consider such action unfair, said it was 
the original intention to call on the Divisions 
as they are listed in the Code itself and “I’m 
not sure but I think that arrangement is alpha- 
betical,”’ but promised to consider the suggestion 
of an earlier call of the West Coast group; 
he would present the matter to the Authority, 
he said, and let that body make the decision 
as to precedence of Division reports. Evidently 
some of the westerners inferred from this that 
the Authority chairman had definitely refused 
to call Divisions in any but alphabetical order, 
for when he did put the West Coast Division 
“on the program” early the next morning some 
of the scheduled speech-makers were not present 
when their names were called. They were al- 
lowed, however, to present their messages later 
in the session. There was also some discussion, 
in this West Coast session, as to whether whole- 
salers would be allowed to participate in the 
Division reports—the “opposition” group was 
asking certain wholesalers to present pertinent 
facts from their viewpoints—and Mr. Tennant 
said he believed that wholesalers not being under 
the Code were not qualified to speak for a Divi- 
sion that is under the Code, and to the conten- 
tion that wholesalers were there to speak for 
the small-mill operators somebody else replied 
that small-mill operators were present and 
could speak for themselves; Mr. Demarest 
and W. B. Greeley, secretary of the West Coast 
association, agreed, however, that the associa- 
tion would make an official request that the 
wholesalers be allowed to speak, and thus the 
West Coast report was maintained on a real 
“free for all” basis. 


DIVISION RECOMMENDATIONS 


The Thursday morning session opened 
promptly at 9 o’clock as called—surely a rec- 
ord or two for the lumber industry—and Mr. 
Tennant started immediately the Divisions’ re- 
ports as to their recommendations of policy con- 
cerning the Code. 

M. L. Fleishel, president Putnam Lumber Co., 
Shamrock, Fla., announced that the Cypress 
Division recommended that the Code be con- 
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tinued in effect, as now written, and urged 
“every possible effort” toward compliance and 
the official adoption of a distribution statement. 

G. F. McDonald, vice president International 
Lumber Co., Minneapolis, Minn., reported that 
the Northern Pine Division wished to continue 
the Code “as is,” provided there is strict com- 
pliance enforced and satisfactory wholesale defi- 
nitions developed; or without such enforcement, 
abandonment of the entire Code. 

C. R. Johnson, president Union Lumber Co., 
Fort Bragg, Calif., said that the Redwood Divi- 
sion believes cost protection should be continued, 
provided that there is substantial compliance in 
all competing woods and that there shall be no 
serious substitution of species. This Division 
believes that cost protection should be abandoned 
if such compliance is not obtained. 

H. C. Berckes, secretary-manager Southern 
Pine Association, New Orleans, La., said: 

The board of directors and Code control 
committee of the Southern Pine Division by 
an overwhelming majority voted to retain the 
Lumber Code and to continue Articles VIII 
and IX as vital parts of the Code. They fur- 


ther petition the Authority to make every 
effort to have wholesalers made subject to 
the Lumber Code and definitely defined, re- 
questing immediate action thereon if cost- 
protection prices are to be maintained. Fur- 
ther, in the event the Authority is not suc- 
cessful in having wholesalers made subject 
to the Lumber Code, the Division requests 


that afl 
Prompt 
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wholesale discounts be eliminated. 
approval of distribution statement 
urged. A clear-cut statement of policy 
should be obtained from National Recovery 
Administration with respect to prices, and 
present prices should be continued in effect 
until June 16, 1935. If the Lumber Code is to 
be maintained the Division feels the adminis- 
tration must place a sufficient force behind 
the enforcement of the Lumber Code, and 
proceed with immediate prosecution of all 
violators thereof. The industry should be 
granted the greatest possible freedom in its 
self administration, with a minimum of in- 
terference by the National Recovery Adminis- 
tration; all matters submitted to the adminis- 
tration for approval should be acted upon 
promptly and where not thus acted upon, 
definite reasons should be given by the ad- 
ministration for failure to do so. 


All NOT Quiet on the Western Front 


This harmonious attitude of Code sup- 
port was quickly disrupted when the re- 
ports from the West Coast Logging & Lum- 
ber Division became the order of the day, 
for Chairman Tennant had been given a 
list of the pro and con speakers and he 
sought first the views of those opposed to 
cost protection. These included Frank H. 
Ransom, of the Eastern & Western Lumber 
Co., Portland, Ore.; C. H. Kreienbaum, of 
the Reed Mill Co., Shelton, Wash.; A. W. 
Clapp, attorney representing the Weyer- 
haeuser and Shevlin interests [Mr. Clapp’s 
statement in full appears on pages 28-29.— 
Epitor|; A. E. McIntosh, of the Seaboard 
Lumber Co., Seattle, Wash.; Morris Jones, 
of the Jones Lumber Co., Portland, Ore.; G. 
E. Karlen, of the Karlen-Davis Lumber 
Co., Tacoma, Wash.; M. A. Wyman, Seattle 
wholesaler; and Hugh Brady, of the Brady 
Lumber Co., Seattle. 

30th Mr. Ransom and Mr. Kreienbaum 
told of having served on the Division com- 


pliance committee but said the committee 
abandoned its efforts in discouragement 
after the Government had failed to bring 


prompt action against violators cited by the 
committee. Mr. Ransom declared that if 
the price provisions were eliminated from 
the Code most mills could and would be 
loyal to it and give full compliance, and 
labor itself would assist in policing those 
mills that would not voluntarily comply. 
Mr. Kreienbaum said that the Reed Mill 
Co. had faithfully complied with the Code 
until a time when this policy could not 
continue and the company remain in the 
market; then the company notified the asso- 
ciation that it was going off Code prices. 
For the remainder of Mr. Kreienbaum’s 
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statement he indicated he would concur in what 
Mr. Clapp would say. 

Mr. McIntosh had with him a _ packet 
which he said contained petitions signed by 
more than 50 percent of the West Coast 
operators, representing 62 percent of the 
production, all asking that the cost-protec- 
tion provisions of the Code be eliminated 
but wanting to “retain all that is good in the 
Code.” He said that at the recent Portland 
meeting of the West Coast Lumbermen’s 
Association two of the trustees who voted 
to sustain Code prices “are not primarily 
interested in lumber” and that “two were 
unavoidably absent who would have voted 
with us.” He said that those who are op- 
posed to the price schedules are quite as 
honest as those who want the prices to re- 
main in the Code and who “think they are 
divinely appointed to administer them.’ He 
characterized this support of cost protec- 
tion as “hysteria,” and charged that the 
minimum prices are “a sort of gland treat- 
ment” rejuvenating inefficient operators, 
making them “live forever, or even raising 
them from the dead”—all at the expense of 
operators who can produce the same lum- 
ber at lower cost. 

Mr. Wyman, whom Mr. Tennant de- 
scribed as “a wholesaler specializing in Gov- 
ernment business,” devoted most of his time 
to telling why the Code prices were not opera- 
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tive, and placed the blame for this at the 
door of Government purchasing agents, who 
he said have bought most of the West Coast 
lumber purchased in recent months and 
“are willing to do anything to avoid paying 
Code prices.” All the Government depart- 
ments are bidding and awarding below Code 
prices, he declared, and the rulings are “so 
conflicting that we who have been in the 
business for years don’t know what the 
Government does want us to do.” The Gov- 
ernment’s so-called “15 percent order” and 
order X-48 “did more than anything else 
to wreck Code prices,’ he concluded. 

Mr. Brady, another wholesaler, said that 
on the Coast 90 percent of the mills by num- 
ber sell most of their output through whole- 
salers, and although these interests started 
in Code overation with the intention of giv- 
ing it “a chance,” they discovered that it 
greatly favored the large operators special- 
izing in mixed-car business and “those who 
sell through wholesalers can not live up to 
the Code and survive.” Continuing he said 
that the Code has established a “cleavage 
line between the western wholesaler and the 
mills,” which did not exist before. When 
the Code was being made, he said, the 
wholesalers left its planning, organization 
and development up to the manufacturers, as- 
suming that wholesalers would be taken care 
of “in the usual wav,” but “we woke up to 
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the fact that we should have had a lob) 


in Washington, too.” The West Coast mili, f 
under indictment for Code violations have 


subpoenaed all Northwest wholesalers, and 
he threatened that if the price program ; 
not abandoned and these men are forced 
testify they will produce damaging evidence 
against all the mills in the Division, % 
cluding those who have been proclaiming 
their purity.” He added that “the easter 
wholesaler who bought below Code Prices 
is just as guilty as the western wholesale, 
or mill who sold at those prices.” Speaking 
then as the owner of a small mill he said 
that “my mill has sold only one order t 
California or Atlantic Coast markets in 
eight months, and that was an_inter-mjl 
shipment; the rest of my business was ali 
export, and the same is true of all excep 
a few fortunately-placed mills.” If og 
of these operators violates the Code, Mr 
Brady said, it is because he has to do so to 
make a living. 

Mr. Jones and Mr. Karlen were not pres. 
ent when the chairman called for their state. 
ments, but Mr. Jones arrived later and Mr 
Karlen’s statement was read by L. C. Wes. 
ley, assistant secretary of the Authority, op 
the third day. Mr. Jones declared that the 
lumber industry is too complex for any 
fixed price schedule, minimum or otherwise, 
to be workable and fair, and compared prices 
of two items (in which rough green lumber 
was priced above kiln-dried and_ surfaced 
stock) as a case in point. To establish mini- 
mum prices, he said, is aiming at effect and 
not cause; he submitted that if wages and 
hours are standardized and production js 
controlled, any disparity between supply and 
demand will be cured and prices will take 
care of themselves. Furthermore, he said, 
the public is opposed to what it regards as 
fixed prices. Mr. Karlen’s statement dealt 
with the effect of cost-protection prices on 
the railroad and car material market; he 
said that he had served on the price commit- 
tee, stilling his doubts by assurances that 
the Government would act to make the 
prices effective. In fact the railroads were 
on the Code prices at first, but later as so 
many bids were received at prices below the 
Code many left it, and Mr. Karlen said that 
railroad purchasing agents who had bought 
at Code prices “felt that they had been 
made a fool of.” He declared that the prices 
are illegal and unenforceable, and that rail- 
roads can not be expected to interpret or 
police the Lumber Code. 


t- 


"Cost Protection vs. Industry Chaos” 


J. H. Bloedel, of the Bloedel Donovan 
Lumber Mills, Bellingham, Wash., was 
“lead-off man” for the West Coast men who 
spoke in favor of the Code and cost-protec- 
tion prices. He was followed by Hans 
Bratlie, of Bratlie Bros., Richfield, Wash.; 
C. D. Johnson, of the Pacific Spruce Cor- 
poration, Toledo, Ore.; Maj. E. G. Griggs, 
of the St. Paul & Tacoma Lumber Co., Ta- 
coma, Wash.; and Col. W. B. Greeley, sec- 
retary of the West Coast association, as 
bearer of petitions from lumber mill em- 
ployees. 

Mr. Bloedel declared that in this industry 
with its hard work and intense competition 
it is difficult to make men think alike—they 
never have and never will—that therefore 
voluntary co-operation and compliance are 
impossible of achievement, and for that rea- 
son “a code to make ’em do it is the only 
thing left.” He said that he is in favor 
of preserving the Lumber Code even beyond 
its expiration date in 1935. 

Then Mr. Bloedel tried to jog lumber- 
men’s memories a bit, as to conditions on 
the West Coast prior to the Code. His 
own company’s average price in the period 
from 1925 to 1930 was $21 mill, and it was 
generally considered fair, not too high for 
the public but enough to allow a profit to 4 
good operator. In 1932 and early in 1933 


this average price was down to $10.80, which 








october 13, 


resulted 1m 
ruinous tax 
lack of fun 
area like t 
industry's T' 

Under tl 
price is $17 
an eight-he 
average wa 
can you 1 
manded, al 
ably come 
will be no 
won't be a 
ter, and y‘ 
at $10.80 
would und 
underquote 
quote Sm! 
underquoti 
black note 
history, of 
1902. In 
was $13 ¢ 
1920 the 
1930, $21; 
abandon | 
price will 
warned. 

In reply 
nates aga 
plied som 
Code was 
registered 
these we! 
mills reg 
80 of the 
sion’s tot 
percent; 
produced 
whether | 
said, and 
uated or 
vive, but 
quote on 

He clo 
cost prot 
mill stoc 
tection | 
throw a’ 

whatever 
to his se 
dous ova 


Mr. B 
group al 
retention 
convince 
but not 
price pr 
fair to 
cost pro 
of botto 
possible 
try the 

“It is 
that th 
Governr 
come t 
ments c 
forcing 
Bratlie 
son po 
eighteet 
minded 
ords—a 
minded 
predicte 
diminis 
lators < 
of cost 
nized. 
giving 
but no 
ent anc 


Mr. 
resolut 
ington 
mous ; 








t mills 
have 
Ss, and 
aM js 
ced t, 
idence 
 “ 
Liming 
‘aStery 
PTices 
lesaler 
taking 
€ said 
ler to 
ts in 
T-mil] 
as all 
except 
[One 
» Mr, 


SO to 


pres- 


State- 
d Mr 
Wes. 
ty, on 
at the 
any 
Twise, 
Prices 
imber 
rfaced 
Mini- 
t and 
S and 
on js 
y and 
take 
said, 
ds as 
dealt 
Cs on 
t; he 
nmit- 
that 
> the 
were 
as s¢ 
w the 
| that 
ought 
been 
yrices 
rail- 
et or 


i's 
novatl 
was 
who 
‘otec- 
Hans 
‘ash.; 
Cor- 
1ggs, 
, Ta- 
sec- 





october 13, 1934 


resulted in $2 wages, loss of stumpage, a 


ruinous tax situation, and schools closed for 
igck of funds (and in a lumber producing 
area like this the schools are the lumber 
‘adustry’s responsibility, Mr. Bloedel said). 

Under the Code his company’s average 
price is $17, and the average wage $4.95 for 
an eight-hour day, as compared with $5.25 
average Wage before the depression. “How 
can you lower prices below this?” he de- 
manded, and answered that it must inevit- 
ably come out of stumpage. “And there 
will be no greater market for lumber—we 
won't be able to make our lumber any bet- 
ter, and you couldn’t sell any more lumber 
at $10.80 than you could at $17. Smith 
would underquote Brown, and Brown would 
ynderquote Jones, and Jones would under- 
quote Smith—back to the merry circle of 
ynderquoting.” He again pulled out his little 
black notebook and read some more price 
history, of which he has kept a record since 
1902. In the first year the average price 
was $13 and wages $2 for ten hours. In 
1920 the average price was $34.50; in 1925- 
1930, $21; and in 1932, $10.80—“and if you 
abandon cost protection that’s where the 
price will go again before it stops!” he 
warned. 

In reply to charges that the Code discrimi- 
nates against small mills Mr. Bloedel sup- 
plied some figures from the record: When 
Code was established there were 350 mills 
registered with the association, and 286 of 
these were operating. There are now 550 
mills registered for production allotments; 
80 of these produce 60 percent of the Divi- 
sion’s total output; another 80 produce 22 
percent; and the remaining 18 percent is 
produced by 390 mills: “I'll leave it to you 
whether they are big or small,” Mr. Bloedel 
said, and added that “‘some mills badly sit- 
uated or selling specialty lumber can’t sur- 
vive, but whether big or little each one can 
quote on a fair basis.” 

He closed by stating another reason why 
cost protection should be retained—the large 
mill stocks of unsold lumber. “If cost pro- 
tection is abandoned it will immediately 
throw all that Iumber on the market, at 
whatever price it will bring.” As he went 
to his seat Mr. Bloedel was given a tremen- 
dous ovation. 


Prices Can Be Enforced 


Mr. Bratlie reported that in the red cedar 
group all operators but one are in favor of 
retention of cost-protection prices, and are 
convinced that the prices can be enforced, 
but not if the fir producers abandon the 
price program, and believe it would be un- 
fair to allow the fir mills to recede from 
cost protection. “Unless there is some kind 
of bottom on lumber prices it will be im- 
possible to carry out in the lumber indus- 
try the purposes of the NRA.” he said. 

“It is not sound,” he continued, “to say 
that the prices can’t be enforced. The 
Government enforces the collection of in- 
come taxes, all right!” In reply to state- 
ments comparing this with difficulties of en- 
forcing the prohibition amendment, Mr. 
Bratlie contended that there is no compari- 
son possible, for those who violated the 
eighteenth amendment were criminally- 
minded persons who kept no business rec- 
ords—and lumbermen are not criminally- 
minded and thev do keep records. He also 
predicted that the cost of enforcement will 
diminish rapidly as efficiency is gained, vio- 
lators are actually prosecuted, and the value 
of cost protection is more widely recog- 
nized. He suggested the possibility of for- 
giving many of the violations of the -past— 
but not all—and concentrating on the pres- 
ent and future. 


"You Will Lose Money Slower" 


Mr. Johnson filed with the Authority a 
resolution by the spruce industry of Wash- 
ington and Oregon which reported wnani- 
mous approval by that industry of cost-pro- 
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tection prices and stated that efforts to de- 
feat the Code, “by rumors or otherwise,” 
will be regarded by these producers as a 
violation of good business ethics and un- 
worthy of spruce lumber sales connections. 
“Present costs of labor, raw materials and 
supplies,” the resolution continued, “will not 
permit the sale of spruce lumber below pres- 
ent established prices without detriment to 
labor and hazard to investor and operator.” 

Mr. Johnson personally urged the indus- 
try to not be discouraged by certain leaders’ 
withdrawal of support of cost protection, 
for lumber demand formerly 33 billion feet 
annually is now only 11 to 13 billion feet, 
“so keep these prices.” Then he added in 
characteristic manner, “You will lose less— 
you will lose your money slower under the 
Code than without it!’ Concerning enforce- 
ment he agreed with Mr. Bratlie and said, 
“The Government men collect your income 
taxes, don’t they? And we all used to get 
rebates from the railroads—you don’t any of 
you get them now, do you? I don’t! If 
these prices can be enforced I’m for ’em; 
and if they can’t, I’m against ’em. I think 
they can now, but we’ve waited three months 
too long.” 


"Just Started; Why Stop Now?" 


Major Griggs admitted that compliance 


has not been adequate but refuted the state- 
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ments of “it’s impossible” by mentioning as 
an example one mill that did close down, in 
accordance with Code regulations, aiter a 
determined battle against the ruling. “He 
did close down the plant,” Major Griggs re- 
peated, and added, “If men can do like the 
chiselers say they can in beating price pro- 
visions, they can find some way to beat the 
labor regulations, too.” He warned that any 
overthrow of the price set-up would be only 
the first step toward complete destruction 
of the Code, and asked, “Why change now— 
why admit defeat—when we are just getting 
under way?” 

In reply to Mr. Clapp’s statement that 
since there was widespread chiseling on the 
Coast, and in competition with these sub- 
code fir prices the Southern Pine Division 
had sold.a greater portion of its quota than 
the West Coast Division had and therefore 
pine chiseling must be more widespread than 
fir chiseling, Major Griggs said, “I think 
that is needlessly maligning a great indus- 
try. The men in the South are just as willing 


to go the ‘long road’ as we are.” This 
brought forth considerable applause. 
Major Griggs also answered an earlier 


statement to the effect that the only profit- 
able sales are export sales, with a report of 
an export sale of squares which “sold yes- 
terday” brought $12.50 a thousand, “which 
doesn’t pay for the log.” He, too, urged 
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his fellow lumbermen not to give up nor be 
discouraged by the various complaints of 
chiseling and lack of enforcement. 

Colonel Greeley presented petitions which, 
signed by 3,518 employees of eleven mills, 
had been sent to the board of trustees of 
the West Coast associations. The petitions 
were not all alike in wording, but in effect 
they all urged the retention of cost-protec- 
tion prices for the workers’ sake. The names 
of the mills, with the number of employees 
which signed the petition at each mill, are: 

Corvallis Lumber Co., Corvallis, Ore., 76 em- 
ployees; Pacific Spruce Corporation, Toledo, 
Ore., 314; Silver Falls Timber Co., Silverton, 
Ore., 376; Westport Lumber Co., Westport, Ore., 
155; Booth-Kelly Lumber Co., Eugene, Ore., 306; 
Bridal Veil Timber Ce., Bridal Veil, Ore., 207; 
Christensen Bros. Lumber Co., Kings Valley, 
Ore., 26; Simpson Lumber Co., Kings Valley, 
Ore., 17; Bloedel Donovan Lumber Mills, Bel- 
lingham, Wash, 900; Long-Bell Lumber Sales 
Corporation, Longview, Wash., 747; Carlisle 
Lumber Co., Onalaska, Wash., 400. 


OTHER DIVISION REPORTS 


Recommendations of other Divisions and 
Subdivisions were made in more rapid-fire 
manner, for they had obtained sufficient ma- 
jorities, one way or the other, to feel that 
consolidated reports were possible. Only 
one of these groups, the Pacific Northwest 
Loggers’ Association, recommended that 
cost-protection be abandoned. A. J. Morley, 
of the Saginaw Timber Co., Aberdeen, Wash., 
said that the directors of the association feel 
that “under present conditions within their 
industry the continuation of present cost-pro- 
tection prices on lumber will hamper, rather 
than help, the lumber and logging industry 
of the Pacific Northwest, and that therefore 
cost-protection prices on lumber should be 
immediately discontinued.” 

L. S. Beale, of Washington, D. C., secre- 
tary, said the Hardwood Division Agency (for- 
merly Hardwood Co-ordinating Committee) 
did not vote on this question during the 
meeting on the preceding afternoon, but that 
on Sept. 15 the agency members by unani- 
mous vote had favored retention of cost pro- 
tection. He then read the separate recom- 
mendations of the various hardwood Subdi- 
visions, which in brief were: 

PHILIPPINE MAHOGANY: Retain cost protec- 
tion but enforce directly without depending on 
NRA; if prices abandoned, eliminate everything 
in Code except labor provisions. 

MAHOGANY: Renewal and continuation of 
faith in Lumber Code Authority and NRA, and 
in certainty of enforcement; retain prices. 


WALNUT: Government has not had enough 
time to bring about enforcement but will soon 
produce results; wholesalers should be under the 
Code. 

NORTH CENTRAL: Retain Code; recommend 
free trade to wholesalers with wholesalers’ ob- 
ligation to resell at Code prices; recommend re- 
tention of prices, but adjusting of inequalities. 

NORTHERN: Retain prices, insist upon distri- 
bution statement at once; enforcement impera- 
tive. 

NORTHEASTERN: Wholly in favor of Code but 
inequalities should be adjusted; if cost-protec- 
tion prices were abandoned the administrative 
agency could not support itself, as there would 
not be enough money to pay Code fees; enforce- 
ment is coming now and the industry should 
support the Code; wholesale definitions should 
be approved immediately. 

SOUTHERN & APPALACHIAN: Article IX-A re- 
tained by an official vote of 7 to 6; the motion 
was “not to defeat cost-protection prices.” 

After having read these reports Mr. Beale 
attacked the argumentative methods of some 
of those men who had been opposing cost- 
protection prices, criticizing them for refer- 
ence to principles that are “economically 
unsound” and to “the law of supply and 
demand” as if it were “sufficient merely to 
state them.” He called upon them to be more 
explicit in proof of the soundness of their 
own assertions. Among the fallacies he had 
heard he mentioned the contention that if 
cost protection were removed prices might 
drop 10 percent but would “bounce back up” 
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in two or three months—“but they didn’t in 
1932.” Another claim that Mr. Beale at- 
tacked was that abandonment of cost pro- 
tection would prevent the encroachment of 
substitutes upon lumber markets, “but they 
didn’t stop with the low lumber prices ol 
1932,” he said. He directed attention 
to the fact that a price drop of 5 percent is 
much greater in hardwoods than in soft- 
woods, because of the higher prices of hard- 
woods generally, and removal of cost protec- 
tion therefore would be of more serious conse- 
quence to the hardwood producers. “The 
West Coast ought not to be allowed to drag 
the rest of us down into the mire that we 
would get into if prices were dropped,” he 
said, and explained that this would be the 
certain result, for although fir does not com- 
pete with mahogany a drop in fir prices 
would result in a general lowering of values 
in other woods, to meet the competition be- 
tween species. 

Mr. Beale also had a few disillusioning 
remarks for those who think enforcement of 
the labor provisions will be easy, with cost 
protection out of the way. “Have you ever 
tried to get an affidavit from an employee, to 
the effect that his employer is not paying 
Code wages?” he demanded of these attack- 
ers. “If the employer has told his men that 
higher wages will force him to close down 
his plant entirely, do you think his employees 
are going to force him to higher wages? 
Maybe he wouldn’t close down his plant, but 
they don’t know that, and although they will 
give plenty of information verbally, they will 
not sign an affidavit.” He closed with the 
assurance that although the industry has not 
received adequate enforcement in the past, 
it is on the way now. 

The Northern Hemlock and Northeastern 
Softwood Divisions, said Ralph Hines, of the 
Edward Hines Lumber Co., Chicago, favor 
retention of the Code in all its provisions, in- 
cluding Article IX, but insist upon early 
approval of a distribution statement satis- 
factory to the industry and upon adequate 
enforcement. “Our prices on the whole are 
higher than the Code, and all will be well 
if through industry trade promotion we in- 
crease our markets.” 

E. O. Walton reported that the Douglas 
Fir Plywood Division was in favor of re- 
taining the Code and minimum prices re- 
gardless of what other divisions might do. 

For the Intercoastal Division, R. T. Titus 
reported that this Division. the only group of 
wholesalers under the Code, has encountered 
a great amount of chiseling, especially in re- 
gard to allowing the 8 percent wholesale dis- 
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count to firms not entitled to it, and for that 
reason is in favor of abandoning Code prices. 
He added, however, that if prices definitely 
could he enforced, his Division would re- 
verse this stand and recommend retention 


of Code prices. 


What Cost Protection Has Meant to One 
Western Town 


J. G. McNary, president of the Cady Lum- 
her Corporation McNary, Ariz.. reported 
that in the meeting of Western Pine Asso- 
ciation delegates, sentiment concerning the 
Code had been about evenly divided, but 
that the executive committee had voted 7 
to 3 in favor of cost protection, and one of 
the three onposing it had so voted because 
he did not believe it could be enforced, while 
“those of us in favor of cost protection predi- 
cated our action on the belief that it is en- 
forceable, and that the attitude of the 
Government is sympathetic toward cost 
protection.” 

Then Mr. McNarv gave some of his own 
views concerning the Code, a speech that 
was generally considered one of the high- 
lights of the meeting. “I don’t believe,” he 
said, “that Code prices are unenforceable. 
Nor do I believe that there is this great 
amount of chiseling that some men claim 
there is—there probably is not more than 15 
percent of the lumber sold below Code 
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prices, and certainly not more than 20 per- 


cent. Getting the Code in operation has 
been an Herculean task and it has been 
going only a little over a year. With the 
new administration of NRA behind us, I 
don’t believe Code enforcement is an impos- 
sible thing. If we take the right action here, 
there will be enforcement—if we take the 
wrong action here, we will be within ninety 
days back im the same situation as before the 
Code took effect.” 

The big westerner then told about the 
effect of the Code upon the 2,700 people in 
McNary. “They are not prosperous,” he 
said, “but their bills are paid. They don’t 
have as many new automobiles as they for- 
merly did, but some of them have new auto- 
mobiles too. And when I think of cost pro- 
tection I think of the protection of those 
2,700 people—they are our responsibility and 
we can’t get away from it. Operating under 
the protection of the Code, we have not had 
one nickel or one dime of Federal relief or 
Red Cross money in our town. We don’t 
hope to get a dime of our capital back for 
God knows how long. I don’t hold a brief 
for capital, but for our workers. We know 
employment has increased under the Code— 
we know we can’t do it without cost protec- 
tion! Are we going to try the impossible? 
If the Lumber Code Authority can’t enforce 
the Code and turns it back to the Govern- 
ment, I know the Government can do it— 
and so do you! The Government men have 
not said they can’t enforce it. If we agree 
this Code won’t work and we can’t enforce 
it, we are ‘sunk without trace’ out in our 
country. But I believe if we act on this in a 
united front we can make it work.” 

Mr. McNary then turned to face the Au- 
thority members and told them “from all but 
half of one Division the Lumber Code Au- 
thority has a clear mandate from the in- 
dustry to sink or swim with the Code till 
next June, and then to let the future take 
care of itself.” 


"All Subdivisions Vote ‘Yes’ 


For the Woodwork Division, Lionel Ray 
reported that all Subdivisions are convinced 
that the cost-protection prices are necessary 
under present circumstances and that they 
can be and will be enforced and asked that 
they be retained in the Code. 

The Wooden Package Division is the lum- 
ber industry’s largest customer, using three 
billion feet annually—about one-sixth of the 
present total output—stated Jack W. Sim- 
mons, president of the Federation of Wooden 
Packages, in seeking to show the importance 
of the Wooden Package Division’s recom- 
mendation (by unanimous vote of the direc- 
tors of the Federation) that the Code, and 
especially cost-protection prices, be  con- 
tinued on a national scope as it is now, ex- 
cept for such changes as the Authority may 
find necessary from time to time, and the 
Federation feels certain that “our faith in 
the enforceability of cost protection as well 
as all other portions of the Code will be 
well justified.” He then asked that three 
other representatives of the Federation be 
heard. 

C. D. Hutchins registered the National 
Wooden Box Association’s “emphatic vote 
in favor of the Code in its entirety, includ- 
ing cost protection vigorously enforced.” He 
reported price compliance better than 90 
percent. and said that his organization repre- 
sents the lumber industry’s largest single 
customer, the sole outlet for certain types of 
lumber, employing 30,000 men, while only 
5,000 men would be employed for similar 
packaging with fiber containers. What 
started as a salvage business is now, under 
the influence of cost-protection prices, for 
the first time able to take care of its share 
of the overhead. The box manufacturers 
have been active in holding and making mar- 
kets for wood and have spent large sums of 
money in developing the cost-protection for- 
mula in their Subdivision—money that would 
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be sacrificed if cost protection were to hee 

Mey : 7 
eliminated from the Lumber Code. “Ou Be 
future depends upon your retaining cost pee j 
tection in the Lumber Code,” Mr. Hutchin; 
said, pleading for a further stabilization of 
costs of his industry’s raw material. 

R. D. McGill, speaking for the Woode, 
Package Division as a whole, exclaimed % 
other speakers had done, “How short js men. 
ory!” referring to the conditions prior to the 
Code and now. He said that practically the 
only opposition to minimum prices js int 
doubt of their enforceability, not in the be. 
lief that they are unsound, and urged tha 
the Government be fully informed of th 
necessity of standing behind the Lumby 
Code Authority in enforcing the prices ang 
other Code provisions to the utmost. “Wha 
about those who have complied?” he de. 
manded, calling attention to a group of men 
overlooked by some of the previous speakers 
“How are we going to tell them that the 
whole thing has been a ghastly mistake— 
only a joke?” He urged that more sympathy 
be expressed for the large majority comply. 
ing, and less for the objecting minority not 
complying. “The industry wants cost pro- 
tection if it can be enforced,” he declared, 
“T have no evidence that it can’t be enforced. 
and the Government has not said that it 
can’t.” 

L. F. Powell, of Richmond, Va., is a man- 
ufacturer of both boxes and _ furniture—a 
dual personality which occasioned a sort of 
dual speech. He gave most of his attention 
to answering some of the arguments offered 
by opponents of cost protection, mentioning 
that none of these had offered anything jn 
its place. Removal of cost protection would 
result in a price drop, and this in turn would 
bring back wages of 5 cents an hour or no 
wages at all, as in some plants before the 
Code. He mentioned a few instances of what 
low pay has been in the past. He assured 
fir manufacturers that withdrawal of Code 
prices would not prevent southern pine from 
selling in the Atlantic Coast market. For 
those who blame the Code prices for lack of 
lumber volume, he explained that at his fur- 
niture factory he “bought more lumber in 
the three months before cost protection than 
in the previous three years, and that other 
manufacturers had done the same, and the 
reason why they were not buying lumber in 
quantity was that they already had plenty of 
lumber: what additional lumber they do buy 
is strictly on the Code.” He urged lumber- 
men not to be too much disturbed about buy- 
ers’ stories of sub-Code prices offered by 
competing lumbermen, for buyers seek to 
break down the salesmen’s morale—‘“I do it 
myself”—to get lower prices. There is cost 
protection on boxes and not on furniture, he 
continued, and “we lose money on our fur- 
niture and make it up on boxes. because 
there is cost protection of box making under 
the Lumber Code.” He closed with the sug- 
gestion that if a mill can’t meet its payroll 
the industry should help to meet the pavroll 


rather than have that mill violate Code 
prices. 

Hardwood Producers Detail Opinions 
When the Thursday afternoon session 


opened, Chairman Tennant announced that 
the opinions of individuals would now be 
heard, and the first to speak was Carl Faust, 
of Faust Bros. Lumber Co., Jackson, Miss. 
who said that Mr. Beale’s report for the 
Hardwood Division was not satisfactory, to 
several interests in the South, for opinion 
there was more widely divergent than Mr. 
Beale’s report indicated. Mr. Faust was one 
of the six directors of the Hardwood Mant- 
facturers’ Institute who voted against con- 
tinuation of minimum cost-protection prices, 


and he explained that the reason why he and 
the other five who voted with him oppose 
these prices was not that they don’t favor 
the theory or philosophy of cost protection, 
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open revolt,” he said, and added that at a 
meeting at Nashville, Tenn., in June out of 
300 operators only 30 were complying with 
the Code, and these delivered an ultimatum 
that there must be enforcement by Sept. 1 
or they, too, would abandon Code compli- 
ance. He also mentioned the Fisher Body 
Corporati n order for 40,000,000 feet of hard- 
woods at less than Code prices—“They told 
us the prices they would pay and asked us 
how much of the order we wanted,” Mr. 
Faust said, “but I told them that as a direc- 
tor of the Institute I lived in a glass house 
and could not take any of it. The Institute 
figures show that 90 percent of the produc- 
tion of southern hardwoods is being shipped, 
but only 30 percent of our production is 
being shipped. Those who obey the Code 
are holding their lumber!’ He took excep- 
tion to the statement that this meeting 
showed a tendency of the West Coast opera- 
tors to drag the rest of the industry down 
into the mire—there is plenty of opposition 
in other territories also. 

Preston P. Joyes, of Lexington, Ky., an- 
other director of the Institute, supported Mr. 
Faust’s statements and added that enforce- 
ment of minimum prices was too much of a 
‘ob in the lumber industry—that it would 
necessitate putting everybody in jail and that 
would of course be unthinkable. 

A third Institute director, Franklin Tur- 
ner, of Turner-Farber-Love, Memphis, 
Tenn., in presenting the majority report of 
the Institute’s Wednesday meeting said that 
six directors voted to suspentl minimum 
prices immediately for an indefinite period, 
but that all agreed to retain Article IX of 
the Code. Like Mr. Bloedel, Mr. Turner 
came armed with definite figures on his com- 
pany’s average prices in various periods. In 
1926, he said, $44.58 was the average, but it 
started to drop in 1927 with numerous opera- 
tors putting on night runs to get rid of lum- 






ber damaged or endangered by flood waters. 
Since then the average had been $19.81 until 


1 


the advent of cost protection, and the aver- 
age now under the Code is $29.40; it would 
still take about 50 percent more than this to 
put the prices up to where they were in 1926. 
Without prices at least as high as these Code 
figures, southern hardwood producers can 
not continue, he said, to meet the wage scale 
and produce any lumber and stay in busi- 
ness. The chief difficulty with price enforce- 
ment has been, he said, that the industry was 
not protected from the addition of new pro- 
ducing units by the “birth control” measure 
which had been proposed, and as a result 
many new mills have started up, attracted 
by the assurance of having their costs pro- 
tected by the Code; “birth control” and cost- 
protection prices should go hand in hand, Mr. 
Turner believes. Concerning the 64 dissen- 
ters who signed a recent petition to the In- 


stitute, Mr. Turner said that compliance 
cases had been worked up against 32 of 
these firms. “Every guilty violator knows 
ithe knows it himself whether anybody 


else does or not—and would be in favor of 
throwing the Code overboard so he would 
not be so liable to be prosecuted,” Mr. Tur- 
ner said. He added that he was sorry for 

insurgents who violate the price provi- 
sions, for this is Government law and the 
Government has been known to work fifteen 
or twenty years on such cases. The situa- 
tion is beyond the reach of education, he 
said, for it is difficult to educate 35,000 indi- 
vidual sawmill operators—there are always 5 
to 20 percent of the lumbermen who don’t 
agree, who always stay on the outside, make 
use of the advantages produced, but them- 
selves refuse to co-operate—to education 
must now be added “teeth” he said. 


Sales Small But at a Profit 


S Langdell, of Hebron, N:. H., said 
that in the New England territory—contrary 
to what some others have reported—his firm 
had not been obliged to sell its product be- 
low the Code, but rather most of its sales 
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are made above the Code prices. “I am not 
selling all I’d like—maybe 10 percent—but 
I am paying my bills and I’d rather sell a 
little and go square than to sell a lot and 
take a loss.” He urged that the division of 
sentiment on the West Coast and in the 
South should not induce the Authority to 
recede from Code prices. 

J. J. Farrell, vice president of the North- 
eastern Lumber Manufacturers’ Association, 
supported this last statement of Mr. Lang- 
dell, and ridiculed the thought that any lum- 
berman should seek the elimination of cost 
protection because of the chiseling that is 
going on. “‘We haven’t obeyed the Code 
and you haven’t put us in jail’ they tell the 
Code Authority,” he jeered, and added that 
if the cost-protection prices were eliminated 
the rest of the Code ‘would not be worth 
five cents.” 

John Raine, president of the Meadow 
River Lumber Co., Rainelle, W. Va., said, 
“What ought to be done can be done, and 
we ought to keep these prices to protect 
labor; only the strong arm of Government 
enforcement has been lacking and that is 
coming up now.” Mr. Raine was quite un- 
perturbed about the shouting concerning vio- 
lations. “Since the Code took effect we hav2 
reduced our mill stocks by 8,000,000 feet and 
yet we have not violated the Code in any 
respect,” he declared. “Let us not surren- 





“Let us be kind to each other, 
for we're all having a terrible 
time.”—A. C. Dixon. 


“We should do away with cost- 
protection prices so that lumber- 
men will be honest again, and can 
look other men in the face.”— 
Car_ Faust. 


“If you eliminate cost protection 
there is one man you won't be able 
to look in the face, and that’s your 


banker.”—W. A. Ho tr. 





der—let us go on—we almost have the victory 
now. I would be ashamed to go back home 
and look 3,000 people in the face and say 
‘We can’t support you.’”’ 

W. A. Holt, president of the Holt Lum- 
ber Co., Oconto, Wis., declared that it is a 
shame to cut down trees that have taken so 
long to grow, and then not even get costs 
back from the lumber, and he was strongly 
in favor of retaining minimum prices. In 
reply to a plea by Mr. Faust that prices be 
eliminated so lumbermen would be honest 
again and be able to look their fellow men in 
the face, Mr. Holt said: “I want to tell you. 
Mr. Faust, that if cost-protection prices are 
eliminated there is one man you won't be 
able to look in the face and that’s your 
banker!” 

Claude Sears, Sears Lumber Co., Mobile, 
Ala., said, concerning complaints that Code 
prices were cutting down the lumber sales 
volume, that his company’s sales in 1934 
compared with those in 1930 are down only 
13 percent. On his last trip to Europe he 
found that buyers there do not complain 
about American lumber prices being too high 
but desire only stabilization; he read several 
letters to support his statement. He urged 
lumbermen to insist that salesmen quit talk- 
ing about when Code prices will be with- 
drawn, and to make it plain that these are 
and will be the minimum legal prices. 


"We Want Cost Protection" 


C. J. McGrath, of Seattle, Wash., secretary of 
the Red Cedar Shingle Division, reported that 
his group has maintained the Code prices and 
would want to keep them in effect even if all 
others abandoned the plan. 
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The National Oak Flooring Association is 
“most emphatically” in favor of cost protection 
and production control, V. A. Sells, of the Sells 
Oak Flooring Co., Memphis, Tenn., reported, 
urging strict enforcement, wholesale definitions 
and distribution statement, and readjustment of 
prices. 

The Face Veneer Subdivision, reported Bur- 
dett Green, secretary, has no cost protection 
and relies solely on production control, and has 
95 percent compliance. “There have been many 
conjectures,” he added, “as to what would hap- 
pen if cost protection were removed, leaving 
production control to do the job. In the past 
fourteen months the average price of face 
veneers has dropped from $29 down to $17.” 
The subdivision is considering the establish- 
ment of cost-protection prices on a few standard 
items. 

The Commercial Veneer Subdivision, Mr. 
Green said, has had cost protection since No- 
vember, 1933, and has good compliance ex- 
cept for “one local condition.” A large per- 
centage of the output is sold at above Code 
prices. Majority of troubles due to lack of 
prosecution on early violations. 

Alexander D. King, of Chicago, said that 
the Plywood Subdivision approves the Code 
but only if there is positive assurance of drastic 
enforcement. 

The Southern Rotary Cut Lumber Subdivi- 
sion, said President E. B. Martin, has 92 per- 
cent of its membership in favor of cost pro- 
tection but insists on enforcement. On Aug. 
5, 1933, its average wage was 12.9 cents an 
hour and its lowest wage 8.3 cents; on Aug. 4, 
1934, its average wage was 25.3 cents and its 
low wage 24 cents an hour. 

The Maple, Beech & Birch Flooring Divi- 
sion, said Secretary E. C. Singler, of Chicago, 
approves cost protection and production con- 
trol, but insists on a distribution statement and 
wholesale definitions. 

The Specialty Wood Flooring Division, 
Secretary A. W. Karreman, does not have cost 
protection; the product costs 14 cents a foot 
to make “and it is going at 7 and 8 cents a 
foot.” 

After reporting that the Hardwood Dimension 
Division was in favor of cost protection, President 
C. D. Dosker waxed indignant about the Chi- 
cago Tribune’s report of the Authority’s first- 
day session, which said that “leaders admit 
prices can’t be enforced.” He urged that the 
Authority appoint a committee to insist that 
this be corrected; evidently somebody did do 
something about it, for on the following morn- 
ing the Tribune published a story which Au- 
thority officials privately labeled “fair to both 
sides, though slightly inaccurate.” Mr. Dosk- 
er’s chief objection was that the erroneuus ac- 
count would be read by purchasing agents. 

The Broom & Mop Handle Division, re- 
ported Secretary Frank Collins, Arcola, IIl., 
“stands pat on the Code ‘as is’ and wants to 
hold on to cost-protection prices.” 

Two Divisions, Pole & Piling and Cross- 
Arm, made no recommendation because their 
experience with the prices had been too brief 
to let them make up their minds. 

The Railway & Cross Tie Division, said Mr. 
Van Meter, wants to keep the Code in its pres- 
ent form, with cost protection. 

For the National-American Wholesale Lum- 
ber Association, William H. Schuette, of Pitts- 
burgh, Pa., said: 

At yesterday’s conference it developed 
that wholesalers favor retention of the Code, 
but that most wholesalers (there were a few 
exceptions) feel that much as they would 
like to see minimum prices maintained, they 
have come to the conclusion that infractions 
are so numerous and widespread as to make 
enforcement impossible at this late date, and 
that rather than continue what they regard 
as a hopeless effort in that direction, they 
favor the discontinuance of minimum prices 
under the present set-up. In such event, 
they favor the establishment of basic price 
lists by the various Divisions, as a help in 
the direction of price stability. Should the 
LCA, however, decide that enforcement is 
obtainable, and to continue minimum price 
provisions, we believe the wholesale industry 
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can be counted to that 


effort. 


on co-operate in 


Retailers Need Cost Protection 


As official spokesman for the retail lumber- 
men at the meeting, John Alexander, jr., of 
the Alexander Lumber Co., Aurora, Ill., read 
the following statement: 


1. The continued existence of the cost- 
protection provisions of the lumber and tim- 
ber products code is vital to the life of the 
Retail Lumber Code with which the retail 
lumber dealers of the country are in prac- 
tically unanimous accord and support. 


2. In view of the anticipated demand for 
lumber and timber products under the im- 
petus of the National Housing Act, a stable 
market is desired as it is a well known eco- 
nomic fact that little, if any, purchasing is 
ever done on a fluctuating market. The Fed- 
eral Housing Administration officials and the 
public have acknowledged and accepted our 
present retail price schedule as fair and reas- 
onable, and any change at the present time 
would tend to retard the Recovery Program. 


3. By reason of the reorganization of 
NRA, we request that the question of dis- 
tribution be again presented to NRA in order 
to obtain a definition of wholesale trade 
similar to amendment No. 68. 


4. Weprotest any action placing the whole- 
saler in position to compete on more favorable 
terms than the retailer, on that class of trade 
which the retailer has always served, and 
which has been an important factor in main- 
taining at a reasonable level the retailer's 
cost of doing business with ultimate benefit 
to the small home builder and farmer. 


5. We believe the growing lack of support 
by retailers for the manufacturers’ Code 
prices has been brought about by the in- 
cipient breakdown in distribution methods 
and can be corrected only by a prompt re- 
turn to the old standards of orderly dis- 
tribution. 


G. D. Rose, of the Spahn & Rose Lumber 
Co., Dubuque, Iowa, and Fred Ludwig, of 
Merritt Lumber Yards (Inc.), Reading, Pa., 
added their personal support to this statement. 


Proposed Wholesale Price- 


Designed to Bring Distributors Legally Under Code Prices 


WHEREAS: Article IX Section (a) of the Code 
of Fair Competition for the Lumber and Timber 
Products Industries provides in part as follows: 


(Article IX Section (a) sub-Sections 1, 2, 3, 
ane 4) 
“Article IX (a). Whenever and so long as 


the Authority determines that it will contribute 
toward accomplishment of the declared purposes 
of the Code, and whenever it is satisfied that 
it is able to determine cost of production as de- 
fined in this section (a), the Authority is 
authorized to establish and from time to time 
revise minimum prices f. o. b. mill, to protect 
the cost of production of items or classifications 
of lumber and timber products. Such minimum 


prices shall be established with due regard to 
the maintenance of free competition among 
species, Divisions and Subdivisions, and with 


the products of other industries and other coun- 
tries, and to the encouragement of the use of 
said products; and except for export sales shall 
not be more than cost of production, determined 
as provided in this section (a); nor less than 
such cost of production after deducting the cap- 
ital charges specified in items 11 and 12 (b) of 
this section (a). 

“The current weighted average cost of pro- 
duction of persons in operation in a Division or 
Subdivision, or where necessary in group of 
persons within a Division or Subdivision, as de- 
fined by the Authority, shall be established by 
uniform accounting practices, and shall include: 

“1, Wages. 

“2. Materials and supplies. 


“3. Overhead and Administration, 
trade association dues and Code fees. 
“4. Shipping, including grading and loading.” 
and, 


including 
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Especially they called attention to the oppor- 
tunities presented by the National Housing 
Act and urged the importance of maintaining 
a stabilized market so that the public will not 
be frightened away from the use of this new 
sales tool. The dealers said they could sell at 
these prices all right—they are not too high— 
but they can not sell on a falling market, and 
desired especially a stabilized market. As to 
the distribution statement Mr. Ludwig sug- 
gested that if this can not be obtained through 
Government channels it should be by “sitting 
down around the table” and agreeing to fair 
rules. 

M. G. Truman, of the Marsh & Truman Lum- 
ber Co., Chicago wholesaler, presented a pro- 
gram of action in regard to the Code and said 
that he had 169 wholesalers lined up in support 
of this, and had been trying to receive official 
recognition as a “group” instead of as an “as- 
sociation” under the Code, but had been un- 
successful. He recommended that the lumber in- 
dustry abandon fixed wholesale discounts, maxi- 
mum or minimum; abandon cost-protection 
prices; keep Article IX for use if needed later 
“in an emergency”; use Code price bulletins as 
basic lists for the various species; abandon at- 
tempt at distribution statement or definition of 
wholesale trade, allowing each operator to 
classify himself, each to be in only one classi- 
fication; retain definition of wholesaler now in 
Code; rewrite retail stay order and order X-48 
in consonance with above; make grade-marking 
permissive, not compulsory; abandon small-mill 
differentials. 

G. A. Vangsness, of Chicago, secretary of 
the National Association of Hardwood Whole- 
salers, denied wholesalers’ responsibility for 
price violations, said he believed the prices 
can be enforced, especially in hardwoods, and 
assured the manufacturers that the wholesalers 
in his organization are now giving nearly 100 
percent compliance and would help in the future. 

W. B. Nettleton, wholesaler of Seattle, Wash., 
said that there can be no fixed minimum prices 
fair to all mills, and declared that if the Au- 
thority should vote to keep the cost-protection 


WHEREAS: Pursuant to the provisions of said 
Article IX of said Code, the Administrator for 
Industrial Recovery, by Administrative Orders 
9-46 and 9-58 did on the 16th day of July and 
on the 25th day of July, 1934, respectively, de- 
clare that an emergency exists in said Industries 
and determine and establish during the period 
of the emergency the reasonable cost of items 
and classifications of Lumber and Timber Prod- 
ucts, and rules and regulations for the applica- 
tion thereof; and, 


WHEREAS: Said Administrative Orders Nos. 
9-46 and 9-58 dated July 16, 1934, and July 25, 
1934, respectively, provided in part for the 
allowance of specified discounts to wholesalers 
from said reasonable costs; and, 

WHEREAS: Wholesalers and/or parties receiv- 
ing wholesale discounts for distribution services 
of said items and classifications of Lumber and 
Timber Products for which reasonable costs and 
rules and regulations for the application thereof 
have heretofore been determined and established 
by the Administrator for Industrial Recovery, 
are not in certain divisions and subdivisions of 
said industries subject to the jurisdiction of said 
Code; and, 

WHEREAS: Persons, firms and corporations 
subject to the jurisdiction of said Code are in 
competition with said wholesalers and/or parties 
receiving wholesale discounts for distribution 
services in the sale of said items and classifica- 
tions of Lumber and Timber Products to re- 
tailers and certain users; and, 


WHEREAS: Said persons, firms and corpora- 
tions subject to the jurisdiction of said Code are 
prohibited by the provisions of said Code and 
the said Administrative Orders from selling or 
offering to sell items and classifications of Lum- 
ber and Timber Products for which reasonable 
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prices in effect it “will have the responsibility 
for shutting down some of these mills.” * 


The Voice of NRA 


A. C. Dixon, deputy NRA administrator in 
charge of the Lumber Code and a former 
president of the National Lumber Manufacty. 
ers’ Association, at Mr. Tennant’s request gare 
“a few observations” on the Lumber Code jy. 
gotiations as he had encountered them in the 
past eight months. Mr. Dixon directed the P 
lumbermen’s special and earnest attention to 
the fact that NRA officials must consider thy 
interest of the general public as well as of th 
lumber industry in these Code matters anj 
said that NRA officials, unfamiliar usually with 
the background of the lumber industry, migh 
easily be excused for thinking that the lumber 
industry is asking too much—for thinking tha 
“they want the lumber industry to have the 
whole say in making their code, but want y 
to do all the enforcing.” Furthermore som 
of these officials, he explained, in private |ife 
have been identified with businesses that haye 
been able to pay dividends right through the 
depression and, not knowing the lumber indys. 
try’s distressful recent history, do not under. 
stand why lumbermen should not do as they 
have—spend more time selling and less time jy 
Washington. “They don’t realize,” Mr. Dixon 
said, “that their dividend-paying was due ty 
their industry being more fortunately situated, 
but think it was because they themselves were 
good business men.” The average term of 3 
higher official of NRA is only about six weeks, 
he added, and in this time they can’t learn 
much about each industry involved. 

Concerning those in the lumber industry who 
object to cost protection Mr. Dixon said they 
all fall roughly into five classifications: 

1. Those who favor the rule of “survival 
of the fittest’ at all times, believing that 
they are among the fittest and would survive. 


eats 


2. Those who both buy and sell—whole- 
salers and jobbers, and sometimes commis- 
sion men. They usually plead the cause of 


(Continued on Page 68) 


costs have been determined and established dur- 
ing the period of that emergency at less than 
such reasonable costs; and, 


WHEREAS: Said wholesalers and/or parties re- 
ceiving wholesale discounts for distribution 
services are not so restricted; and, 


WHEREAS: It has been shown to us that by 
reason of the fact that said wholesalers and/or 
parties receiving wholesale discounts for dis- 
tribution services are not so bound, and by 
reason of the further fact that certain persons, 
firms and corporations subject to the jurisdiction 
of said code sell to or through said wholesalers 
and/or parties receiving discounts for distribu- 
tion services; and, 


WHEREAS: Other parties, firms and corpora- 
tions subject to the jurisdiction of said code 
do not sell to or through said wholesalers oF 
parties receiving wholesale discounts for dis- 
tribution services, an injustice, inequity and 
condition of unfair competition exists as be 
tween said persons, firms and corporations sub- 
ject to the jurisdiction of said code and as 
against said persons, firms and corporations 
subject to the jurisdiction of said code who sell 
or offer to sell in competition with said whole- 
salers or parties receiving wholesale dis- 
counts for distribution services; and 


WHEREAS: An application has been made t0 
us by the Code Authority for the Lumber and 
Timber Products Industries for rules and regu- 
lations for the application of the reasonable 
costs heretofore determined and established by 





the Administrator for Industrial Recovery to 
correct said injustice, inequality and condition 
of unfair competition; and, 


WHEREAS: We have found that it is impos 
sible to determine the amount of damage result 





























october 1 


measure | 
forth rep! 
probable é 
WHERE? 
the public 
the rules 
are neces: 
poses of ' 
covery A 
Nos. 9-46 
July 25, 
Now, 1 
ested in 
dent, and 
Section ( 
National 
determine 
after set 
able cost 
Lumber 
termined 
the above 
tenance ¢ 
Code and 
said Act, 
subject 1 
sell or of 
product | 
costs hé 
establish 
with suc’ 
ticn ther 
or as a} 
such rev 


des 


witl 


Oc! 


call 
tint 


roa 
me 
une 
roe 
niz 


ext 
all 
sul 
the 


ine 








, 193) 


sibility 


ator in 
forme, 
factyr. 
st gave 
de Ne- 
In the 
ed the 


10n to § 


ler the 
Of the 
‘Sand 
Y with 
might 
lumber 
ig that 
ve the 
ant ys 
- $Ome 
ite life 
t have 
gh the 
indys- 
under. 
S they 
ime jn 
Dixon 
lue to 
tuated, 
3 were 
1 of a 
weeks, 
learn 


y who 
d they 


rvival 
’ that 

irvive. 
vhole- 
mmis- 
ise of 


Nn 


d dur- 
; than 


ies re- 
bution 


iat by 
ind /or 
r dis- 
1d by 
T'sons, 
liction 
‘salers 
stribu- 


rpora- 
| code 
prs or 
r dis- 
r and 
is be- 
s sub- 
nd as 
ations 
10 sell 
whole- 

dis- 


ide to 
r and 
regu- 
ynable 
ed by 
ry to 
dition 





mpos- 
result: 


october 13, 1934 


jing to said firms, persons and corporations sub- 
ject to the jurisdiction of said code in the event 
that parties receiving wholesale discounts sell 
or offer to sell items and classifications of lum- 
per and timber products for which the reason- 
able costs have heretofore been determined and 
established during the period of the emergency 
at less than such reasonable costs and that the 
measure of liquidated damages hereafter set 
forth represents a reasonable estimate of the 
probable amount of such damage; and, 


WHEREAS: We have found that justice and 
the public interest and experience require that 
the rules and regulations hereinafter set forth 
are necessary to effectuate the policy and pur- 
poses of Title I of the National Industrial Re- 
covery Act, and said Administrative Orders 
Nos. 9-46 and 9-58 dated July 16, 1934, and 
July 25, 1934, respectively. 

Now, THEREFORE, pursuant to the authority 
yested in us by Executive Orders of the Presi- 
dent, and by the provisions of said Article IX, 
Section (a) of the Code, and otherwise, we, the 
National Industrial Recovery Board, do hereby 
determine that the rules and regulations herein- 
after set forth for the application of the reason- 
able costs of items and classifications for the 
Lumber and Timber Products heretofore de- 
termined during the period of the emergency in 
the above industries are necessary for the main- 
tenance of the purposes and provisions of said 
Code and of said Administrative Orders and of 
said Act, and do hereby order that no person 
subject to the jurisdiction of said Code shall 
sell or offer to sell, or otherwise dispose of any 
product of the industries for which reasonable 
costs have heretofore been determined and 
established by us, otherwise than in accordance 
with such rules and regulations for the applica- 
ticn thereof as have heretofore been established, 
or aS are issued herewith; subject further to 
such revisions thereof as during the period of 
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the emergency we, by our further order may 
direct. 


RULE I.—No persons subject to the jurisdic- 
tion of the Code of Fair Competition for the 
Lumber and Timber Products Industries shall 
grant wholesale discounts to wholesalers and/or 
parties receiving wholesale discounts for dis- 
tribution service not subject to the jurisdiction 
of said Code unless said wholesalers and/or 
parties receiving wholesale discounts for dis- 
tribution services shall execute and deliver to 
the appropriate Division or Subdivision Adminis- 
trative agency of said person, a written agree- 
ment in substantially the following form: 

“Recognizing that a sale by me (us) of the 
items and classifications of Lumber and Timber 
Products subject to the jursidiction of the 
esdh aisle ital a a Division (or Subdivision) at less 
than the reasonable costs therefor, determined 
and established by Administrative Orders 9-46 
and 9-49 dated July 15, 1934, and July 25, 1934, 
respectively, by the National Recovery Adminis- 
trator during the period of the emergency in the 
Lumber and Timber Products Industries, will 
disrupt the normal course of fair competition in 
said Division (or Subdivision) and cause serious 
damage to members of said Division or Sub- 
division, and that it will be impossible accur- 
ately to determine the amount of such damage, 
I, (we) in consideration of the allowance of 
wholesale discounts made to me (us) hereby 
agree with (seller) and all the members of the 
Division (or Subdivision) to pay 
to the Treasurer of the the Admin- 
istrative Agency of Division (or 
Subdivision) in trust as and for liquidated dam- 
ages, to be used and applied in accordance with 
the order of the National Industrial Recovery 
Board, dated October ...... , 1934, an amount 
equal to 25% of the reasonable cost, as estab- 
lished by said Administrative Orders 9-46 and 
4-49, but in no event in excess of $500, or 
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majority of the industry. 


all of the difficulties involved. 


importance of voluntary code compliance. 


want the code to succeed. 


defining wholesale trade. 


its voluntary compliance campaign. 


chosen. 





A MESSAGE TO THE DIVISIONS 


You have received, or very soon will receive, (1) minutes of LCA meeting of October Zz, 
describing the present status of relations between LCA and NRA; (2) minutes of the meeting 
of October 4, giving the recommendations of Divisions, Subdivisions and many individuals 
with respect to the future course of action under our code; (3) minutes of the meeting of 
October 5, stating LCA action; and (4) copy of wire from Donald Richberg. 


On the basis of the facts presented the LCA rejected by a vote of 34 to | a resolution 
calling for the elimination of price control. By the same vote it adopted a resolution to con- 
tinue price control thus definitely carrying out the recommendations of the overwhelming 


In making this decision the LCA chose between two hard roads. It turned away from the 
road marked “abandonment of price control," realizing that it would lead promptly to tre- 
mendous losses to manufacturers, wholesalers and retailers, ruin to many establishments, 
unemployment for many people and a period of chaos in the industry. The LCA chose the 
road labeled "Full code maintenance including price control.” 
nized, is a very difficult road but involves less hardship than the other. 


Our industries are still in an extremely serious crisis and there is no easy way out. After 
exhaustive consideration the LCA has chosen what it finds to be the better road but realizing 
In following the road chosen we expect to have vigorous 
support of the NRA in dealing with code violations. It is recognized, however, that primarily 
the success of our code depends upon the voluntary compliance of the vast majority of our 
industry who believe in the code and who desire its success with the benefits flowing therefrom. 


The Lumber Code Authority in one of its resolutions adopted yesterday recognizes the 
It is urged as the foremost essential in each 
Division and Subdivision that there be immediately organized a campaign to secure through 
voluntary co-operation the wholehearted compliance of the vast majority of our industry who 
It cannot be too strongly emphasized that those campaigns must 
be organized immediately and prosecuted continuously with the utmost vigor. 


The LCA staff will give its strongest efforts to assist in such campaigns in any way prac- 
ticable; in addition we will support such campaigns by doing the utmost to secure NRA legal 
action against code violators, and to secure promptly from NRA action to perfect our code 
in various ways but especially in the matter of wholesaler control and a distribution statement 


In order that the LCA staff may be helpful in the development of such campaigns of 
voluntary compliance it is requested that each Division and Subdivision immediately forward 
to LCA the details of the program which it has adopted or expects to adopt in carrying on 


The LCA will act as a clearing house for these plans, will promptly consolidate and send 
them in useful form to each Division and Subdivision. 


Your co-operation in prompt action along the lines suggested above will be of great 
assistance in helping our industry along the difficult but not impossible road that we have 


This also, it is clearly recog- 


DAVID T. MASON, 
Executive Officer. 
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percent for any single 
sale or transaction of the products involved 
in any sale or offer to sell by me (us) 
of any item or classification of Lumber and 
Timber Products subject to the jurisdiction of 
said Division (or Subdivision) at less than the 
reasonable costs established and determined by 
the aforesaid Administrative Orders therefor, 
any said sale by me (us) at less than such 
reasonable cost to be determined by any im- 
partial agency or person whom I (we) hereby 
Gemimmate tO BO... cccccecec ; provided, however, 
that in the event that said division or sub- 
division agency is unable to agree that the said 
bina neeion constitutes an impartial agency or 
person I (we) hereby agree to select another 
impartial agency or person within ten days after 
a notice to that effect from said division or 
subdivision agency, said other impartial agency 
or person to constitute one member of a board 
of three, the second member to be selected by 
said division or subdivision agency and the 
third member to be selected by the two members 
so selected, and provided further that in the 
event I (we) do not name such other impartial 
agency or person within ten days after notice 
to that effect from said division or subdivision 
agency, I (we) hereby agree that said division 
or subdivision agency may select such impartial 
agency or person,” 


RULE II.—All amounts so paid to or col- 
lected by the Treasurer of the division (or sub- 
division) agency under the provisions of these 
rules and regulations shall be applied by him 
to defray proper expenses of Code administra- 
tion in the Division or Subdivision, and the bal- 
ance, if any, remaining in the hands of the 
Treasurer after all proper expenses of the Code 
administration in his division or subdivision 
have been defrayed, shall be distributed semi- 
annually among all of the members of the divi- 
sion (or subdivision), and all wholesalers and/or 
persons receiving wholesale discounts for dis- 
tribution services who have filed such agree- 
ments and who have not been determined to 
have sold or offered to sell lumber and timber 
products of the division (or subdivision) at less 
than the said reasonable costs therefor during 
the preceding semi-annual period; such distribu- 
tion to be made on an equitable basis to all 
parties entitled to participate therein. 


RULE III.—Each person subject to the juris- 
diction of each division or subdivision shall file 
with the Treasurer, as an individual, an agree- 
ment with every other member of the Division 
or Subdivision and with the Treasurer that all 
rights and causes of action arising hereunder 
are assigned to the treasurer individually and 
in trust, and the treasurer as such assignee and 
as attorney in fact for each such member, may 
take all proper legal action concerning damages 
found due hereunder. 


RULE IV.—The division (or subdivision) 
agency may waive liability for payment of liqui- 
dated damages by any wholesaler and/or parties 
receiving wholesale discounts for distribution 
services if it finds that sales by said wholesaler 
and/or parties receiving wholesale discounts for 
distribution services at less than the reasonable 
costs established and determined by said Ad- 
ministrative Orders 9-46 and 9-58 have been 
innocently made and have resulted in no mate- 
rial injury. 

RULE V.—The Treasurer of the division (or 
subdivision) agency as an individual, and not 
as Treasurer, upon acceptance of office, shall 
file with the agency accepting of the trust 
established by these contracts, and shall file an 
agreement to perform the duties of trustee 
thereunder until his successor in office may 
have been appointed. 


RULE VI.—Nothing contained herein shall be 
construed or applied to (a) deprive any person 
of any right, or right of action arising out 
of this code, or (b) relieve any member of the 
industries from any contractual or legal obliga- 
tion arising out of this code or of the Act or 
otherwise; nor shall violation of any agree- 
ment pursuant to these Rules by any wholesaler 
and/or party receiving wholesale discounts for 
distribution services be deemed a violation of 
the code, so as to subject the violator to any 
consequence arising under Section 3 (b), Section 
8 (c) or Section 3 (f) of the National Industrial 
Recovery Act, nor to any criminal prosecution 
of any kind. 

RULE VII.—In lieu of executing and deliver- 
ing the agreement as hereinabove described with 
each purchase, any wholesaler and/or party re- 
ceiving wholesale discounts for distribution 
services may enter into a similar obligation 
applicable to all of his purchases from members 
of the respective Divisions (or Subdivisions). 
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I wish to make a statement on 


the general subject before this 
meeting, on behalf of the Weyer- 
haeuser and Shevlin lumber inter- 
ests, These Weyerhaeuser inter- 
ests may be generally described 
as those companies, four in num- 
ber, whose products are sold 
through Weyerhaeuser Sales Co., 
plus two other companies operat- 
ing in Washington State. These 
companies altogether operate five 
fir plants with twelve mills. They 
operate two plants in the Ponder- 
osa pine region of Oregon and 
Idaho; four in the white pine re- 


and one in the 
northern pine region of Minnesota. 
The combined capacity of these 
plants is in the neighborhood ot 
6 percent of what is said to be the 
capacity of all softwood plants 
of the United States. 
The operations of the 
group consist of four 
producing pine. These 


gion of Idaho, 


Shevlin 
plants, all 
four plants 


sell their product through the 
same sales organization. The 
combined capacity of these plants 
is in the neighborhood of 1% per- 
cent of what is said to be the to- 
tal softwood capacity of the 


United States. 

Ime two groups have nothing in 
common except in their history of 
with others in all 
lumber business, in- 
promotion of the use 
of lumber, and now in their com- 
mon viewpoint with respect to the 
subject which is before the meet- 
ing; a viewpoint which they have 
asked me to express. 


WORKED HARD ON CODE 


I think 


co-operation 
phases of the 


cluding the 


that it is entirely ap- 
propriate that this should be done, 
and with entire candor. No 
organizations were more active in 
the formative states of the Lum- 
ber Code; none have been more 
anxious that its administration 


done 


should be free from criticism; 
none have contributed any more 
in man power from their respec- 
tive organizations in its adminis- 
tration, up to this date. I myself 
sat with the Emergency National 
Committee of the lumber indus- 
tries during those terrific and 
sometimes disheartening days in 


July and 
the Code 
have been, 


August last year when 
was being written, I 
either as an alternate 


or aS a member, until very re- 
cently, connected with Lumber 
Code Authority and present at all 


of its meetings since the Code was 
adopted; and, between June 10 and 
the latter part of August,I was a 
member of the Control Committee. 


Other members of the Weyer- 
nzeeuser and Shevlin organizations 
have taken active parts both in 


the framing of the 
administration, 


Code and in its 
not only through 


the Lumber Code Authority and 
the Control Committee but upon 
numerous boards and committees 


of several of the 
sions. These 
services of others in the 
while arduous, were rendered 
cheerfully, and with the desire 
and hope that industry self-gov- 
ernment under the terms of the 
Lumber Code and the Code it- 
self would justify themselves. 

I make these preliminary re- 
marks as justification for what 
you may feel is a rather extended 
statement of the attitude of these 
two groups at the present time, 
and the reasons for that attitude. 


PRICE MINIMUMS SHOULD 
BE ABANDONED 


All experiments, such as that 
upon which industry and the Gov- 
ernment embarked under. the 
NIRA, and specifically such as 
the Lumber Code, must proceed 
by trial and error. We have now 


softwood Divi- 
like the 
industry, 


services, 
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October 


FIXING OF PRICES)|S 


Says Spokesman for! 


Industry Has Failed to Comply With Code Minimums and 
Penalize Honest Seller Should Be Abandoned and Productioy 


Statement on Behalf of Weyerhaeuser and Shevlin Interests as Presente) 


had a little over a year in which 
to judge of the wisdom and the 
practicability of the various por- 


tions of our Code. It is now our 
settled conviction that minimum 
prices must be abandoned; that 
they are impracticable and eco- 
nomically unsound in the lumber 
Divisions; that any continued at- 
tempt to administer Article IX in 
those Divisions is not only an 
economic mistake, but a subver- 
sion of justice; that it has cre- 
ated and is festering a canker sore 
of dishonesty in our industry; 
that the failure to recognize this 
is resulting in moral chaos which 
will destroy the already weakened 
bonds of co-operative efforts by 
which alone the other portions of 
our Code may be salvaged; and 
finally that those other portions of 
our Code should be salvaged. 


WROTE BRIEF FOR COST- 
PROTECTION 


During the period that the Code 
was under discussion in Washing- 
ton last year, there was a consid- 
erable element in the NRA which 
did not believe that cost protec- 
tion or minimum prices were 
either necessary or advisable, This 
element was perfectly willing to 
allow production control; their 
chief reason for thinking that con- 
trol of prices was not necessary 
was that control of production 
would have practically the same 
effect and would bring that effect 
about in a much more natural 
way. At the time I was acting as 
a sort of legal adviser and drafts- 
man and all-around-hack for the 
Emergency National Committee. 
A large majority of that commit- 
tee was in favor of having in the 
Code provision for cost-protection 
prices, and at their request I 
wrote a brief in an attempt to 
demonstrate that cost-protection 
prices were necessary even though 
we had control of production, That 
was not an easy brief for me to 
write, because I was not myself 
entirely convinced that the ele- 
ment in the NRA to which I have 
referred was not substantially cor- 
rect. However, the brief was 
written and was said to be a good 
one, and I think was filed with the 
NRA; it may be that I had some 
small part in the inclusion in our 
Code of an Article which, we 
think, trial has shown to be ex- 
tremely unwise and unworkable. 


MAJOR DIFFICULTIES RESULTED 
FROM PRICE FIXING 


Up to the last meeting of the 
Control Committee, which started 
on Sept. 10, I sat in every meeting 
of the Lumber Code Authority and 
of the Control Committee. I don’t 
think that it is an exaggeration to 
say that not less than four-fifths 
of the time of the Authority and 
of its committees has been taken 
up with the determination and fix- 
ing of so called cost-protection 
prices, with adjustments in them, 


with complaints against them, 
with differentials, with a multi- 
tude of correlated matters such as 
the major part of Schedule B and 
the “wholesaler” question, and 
with a multitude of problems, 
some of them foreseen but most 
of them unforeseen, which in- 
hered in or followed upon the at- 
tempt to create and administer a 
wholly artificial restriction. 

That the Lumber Code Author- 
ity and the Control Committee 
have exerted their very best 
efforts to administer this part of 
the Code, I know. No just criti- 
cism can be made of those efforts; 
they failed of success for a num- 
ber of reasons: 


INDUSTRY UNITS TOO DIVERSE 


1—A system of set prices— 
and what we have called minimum 
or cost-protection prices based on 
weighted average cost, were bound 
to be maximum prices—in any in- 
dustry of as many units, of such 
variety of size, kind and quality 
of product and mediums of dis- 
tribution as in the lumber indus- 
try, is just an economic robot, and 
no kind or amount of differentials, 
or of tinkering, or of exemptions 
can ever breathe life into it. 


OVERPRODUCTION BREAKS 
MINIMUMS 


2.—It seems to be impossible to 
repeal by legislative fiat the sim- 
plest of the natural economic laws 
—that of supply and demand. An 
assumed level of prices which 
does not take into account, and 
does not respond to, the pressure 
of overproduction or oversupply, 
is like an earthen dam in a mighty 
river, a dam without flood-gates. 
We have permitted overproduc- 
tion, even since the Code, to build 
up a pressure that was too much 
for any artificial barrier. 


CHISELING CHRONIC 
IN LUMBERDOM 


3.—The number of what I would 
call natural or born chisellers in 
our industry is probably greater 
in percentage than in most indus- 
tries. Chiselling on prices com- 
menced immediately after’ the 
adoption of minimum prices. It 
increased in momentum, slowly at 
first, and indulged in for a num- 
ber of months largely by those 
who would chisel under any con- 
ditions. Then, starting in the 
late spring of 1934, there grew up 
another kind of price violation 
which I hesitate to call chiselling. 
There were two major causes, 
first the undue pressure which ex- 
cessive production exerted upon 
our artificial price structure, and 
second, the lack of enforcement 
against the real and chronic chis- 
eller—I shall return later to the 
matter of lack of enforcement. 
For these two major reasons—and 
the first was the more impelling 
—the ranks of those who violated 
Code prices by every artifice im- 





aginable grew by leaps anq 
bounds. It was more or less com- 
mon by June 1; it probably ip. 
creased when certain inadequately 
qualified executive orders and an. 
nouncements came from NRA jp 
June; it increased during the pe. 
riod when there was some doubt 
during the latter part of June and 
the 


early part of July, as to 
whether NRA would approve 
prices desired; we thought it 
would decrease when the new 
prices, with the NRA’s assurance 


of their legality and their enforce. 


ment, went into effect; in fact, 
violation of Code _ prices has 
steadily increased since then, and 


increased up to this point. 


MOST SALES ARE BELOW COST 

While these statements are dif- 
ficult of exact proof, they are 
easily proven by the common 
knowledge of the advised and can- 
did members of the _ industry; 
there is no substantial proportion 
of the West Coast products sold 
on the Atlantic Coast or in back- 
haul territory at Code prices; 
there is no substantial proportion 
of West Coast products sold in 
California at Code prices. These 
two markets normally absorb a 
major part of West Coast domes- 
tic distribution. In the third mar- 
ket—the rail market—conditions 
have not been so bad, but a very 
large portion of sales in this ter- 
ritory are at less than Code prices, 
and the situation is rapidly grow- 
ing worse. Almost any retail line 
yard in the middle West will ad- 
mit that it is being offered whole- 
sale discounts, or grades higher 
than those invoiced, or dry lumber 
invoiced as green, or all three. 
About the same condition as in 
the West Coast rail market ex- 
ists in Ponderosa Pine. Of the 
other Divisions I will not speak, 
because I can not do so authori- 
tatively, other than to say that 
we hear of countless violations 
and complaints. With respect to 
southern pine, perhaps a fair in- 
ference may be drawn from the 
fact that, although in the competi. 
tive territory the average market 
price of West Coast fir is at least 
$2 under Code prices, southern pine 
has nevertheless marketed a much 
larger percentage of its quota 
than has the West Coast. 


RULES INAPPLICABLE TO 
HALF SALES TOTAL 


4.—It has been quite generally 
agreed that reasonable compli- 
ance with and enforcement of 
minimum prices was impossible 
unless the wholesalers were 
brought under the Code. This is 
true, About one-half of our lum- 
ber is marketed through whole- 
salers. Wholesalers are no bet- 
ter and no worse than manufac- 
turers. But so long as the rules 
and machinery necessary to en- 
forcement are inapplicable to one- 
half of the sale transactions, the 
difficulties of obtaining compli- 
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Two Large Mill Groups 


LUMBERMAN 


IS UNWORKABLE - 


Enforcement Has Proved Impossible, So Provisions That Only 


Control Relied on to Stabilize the Market Through Emergency 


by 4. W. Clapp Before the Lumber Code Authority Meeting Oct. 3 


ance or enforcement are insur- 
mountable. For months we have 
peen trying to get wholesalers un- 
der the Code —a definition of 
wholesalers, a definition of whole- 
sale trade. We are just where we 
started from, perhaps a little far- 
ther back. It is unnecessary to 
fix the blame for this failure of 
our plans. Certainly we can not 
place the blame on the wholesal- 
ers. The only pertinent fact is 
that our plans have failed, and 
that we are in a greater state of 
uncertainty than ever about these 
necessary correlatives of any price 
maintenance system. 


LITTLE VOLUNTARY COM- 
PLIANCE GIVEN 

5.—A great deal has been said 
about enforcement and lack of en- 
forcement, and a great deal of 
criticism has been leveled at the 
NRA. I should like to make a 
distinction between compliance 
and enforcement. Compliance con- 
notes voluntary co-operation. In 
this, with respect to price mainte- 
nance, our industry has signally 
failed. My own personal belief is 
that lack of enforcement has had 
very little to do with this. At 
any rate, we were allowed to have 
a Code under which the industry 
itself was for the first ten months 
permitted to fix its own minimum 
prices. We had always said that 
if our industry could be freed 
from the restrictions of the anti- 
trust laws, and permitted to make 
fair voluntary agreements, we 
rould rescue it from the depths 
to which 1t had sunk. T think it 
has been fairly well proven that 
this is not true. I do not believe 
that there would have been or 
would be any more compliance 
with a voluntary agreement than 
there has been with the Code pro- 
visions. At any rate T do say 
that there has been, and is. such 
a lack of the spirit of compliance 
that no amount of enforcement 
could now possibly save the situa- 
tion. I have heard it stated from 
an authoritative source that Pres- 
ident Roosevelt’s attitude with re- 
spect to fixed prices, including 
those in the natural resource in- 
dustries, is substantially this: 
That he will not interfere with 
them so long as they are fair in 
the sense that they do not impose 
on the consuming public, and so 
long as they are acceptable to 
and proven workable by the indus- 
tries themselves, but his own per- 
sonal judgment is that they can 
not possibly be made workable. 


MINIMUMS UNWORKABLE 
DESPITE ALL EFFORTS 


I say that our industry has not 
only failed to prove that fixed 
Prices are workable. but they have 
pretty definitely proven that they 
are not. We have done pretty 
Nearly everything imaginable to 
make them unworkable. In the 
first place, instead of adopting 
Prices which might have been 


minimum prices as distinct from 
market prices, we made our sys- 
tem artificial in the extreme. 
Then we attempted to remove 
the effects of this artificiality 
by hundreds ‘and thousands 
of differentials, rulings and 
exemptions, and got some of 
our Divisions in such a maze that 
the average lumberman on some 
classes of business actually does 
not know how to quote. Then we 
turned on to this artificial patch- 
work barrier a pressure of over- 
production which it could not pos- 


sibly stand. Then we had our 
relatively large proportion of 
chisellers, who speedily made it 


impossible for a much greater 
number to be honest and sell their 
lumber at the same time. 


PRICE FORMULA NO BASIS 
FOR LEGAL ACTION 


It is true that there was no 
enforcement at all for nearly a 
year, but at least up to July of 
this year this can not be charged 
to the NRA or the Government. 
Whatever legal difficulties there 
were in enforcing prices not ap- 
proved by a Governmental agency, 
we made it doubly sure that they 
could not be enforced by failing 
to follow the price formula of the 
Code. This failure was not de- 
liberate. It was just impossible 
to follow the formula to the ex- 
tent which would make the result- 
ing prices the basis for legal ac- 
tion. Since these conditions were 
removed, what actual price en- 
forcement have we had against 
the real chiseller? I put it to 
you that we have had substan- 
tially none; and that again I do 
not think can be charged to the 
NRA or the enforcement officers. 
There are so many ways of sell- 
ing below Code prices without 
leaving a record of it, so many 
ways that are absolutely undetect- 
able, that substantial enforcement 
never can be attained. It would 
cost more to make the attempt 
than the cost of the attempt to en- 
force the prohibition law, and the 
results would be much the same. 


PUBLIC OPINION NOT BACK 
OF PRICE FIXING 


The situation has become abso- 
lutely impossible. By attempting 
to retain price control we are 
penalizing the honest, or those 
who desire to be honest, beyond 
all endurance. You can not en- 
force a sumptuary law in the wis- 
dom of which a majority or even 
a large minority of the people do 
not believe, and which they do not 
desire. It is too much to ask the 
Federal Government to trv to en- 
force in the West Coast Division, 
for instance, a law which is re- 
pudiated by the majority. It 
doesn’t seem feasible to put the 
majority of people in jail by any 
system of enforcement with which 
I am familiar. There is one thing 
that can be done, one kind of en- 
forcement that can be used, not 


to secure general compliance with 
the Code, not to punish chisellers, 
not to do justice, but to obtain 
glorification of enforcement as 
such. 


TYING HANDS OF 
HONEST SELLER 


‘An illustration of this is pre- 
sented on the West Coast. Most 
of you lumbermen knew Mark 
Reed, knew his solidity, his hon- 
esty and his independence. He was 
one of the few real leaders of our 
industry. He left an organization 
at the head of which are sons of 
the same calibre. At a meeting 
late in August of the trustees of 
the West Coast Lumbermen’s As- 
sociation, in spite of a fairly con- 
clusive showing that the majority 
of the industry was not observing 
the price features of the Code, 
and that a majority (though not 
entirely the same individuals) no 
longer wished to continue the 
price provisions, the _ trustees 
nevertheless voted to do so. I 
think that no one will question 
that up to that time the Reed or- 
ganization and the mills whose 
selling policy was guided by that 
Reed organization had been in 
compliance with the Code. But 
after that action was taken, ap- 
parently despairing of a situation 
and policy which put dishonesty 
at a premium and directly and 
effectively penalized honesty, these 
mills announced that they would 
sell on the market. If they did 
sell below Code prices, it would 
be in the open and they might 
have been punished under the 
penal provision of the Code. Was 
that course followed? No. _ In- 
stead, there came, to the intense 
gratification no doubt of most of 
those who were selling below the 
Code, but I take it from what I 
hear, to the intense disgust of the 
most honorable operators, this 
glorified and publicized attempt— 
the injunction against the Reed 
Mills—to serve the cause of jus- 
tice by doing an injustice. Reed 
had been selling on the Code.with 
perhaps a few others, and thus 
limiting the amount by which the 
chisellers had to go below the 
Code prices; very well, let him 
continue to sell on the Code! Tie 
his hands and don’t permit him to 
sell his lumber, so that the rest 
of us may the more advantage- 
ously violate the Code. The ma- 
jesty of the law must be vindi- 
cated! And how much sweeter is 
the vindication when it becomes a 
shelter for the chisellers and 
those who from necessity must 
follow them below Code prices. I 
say, shame upon those who would 
prostitute law enforcement ma- 
chinery and personnel to such 
ignoble uses! 


PRODUCTION AND WAGE 
PROVISIONS WORKABLE 
But it is said that to abandon 


minimum prices means that it 
will be impracticable to adminis- 
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ter or enforce the remainder of 
the Code. This we vigorously 
deny. During the past several 
months, when compliance with 
Code prices has been more or less 
negligible, there have been few 
instances of failure to comply 
with control of production or the 
labor provisions of the Code. 
Except in extreme _ instances, 
it is impossible for operators 
to chisel on _ production or 
on wages and hours’ without 
immediate detection, and we 
have not the excuse that it is 
impossible or even difficult to en- 
force these provisions of the Code. 
We are in favor of continuing the 
administration by the industry it- 
self of all portions of the Code 
except Article IX. To fail to do 
so would be a confession of the in- 
ability of the industry to co-oper- 
ate in its responsibilities to labor 
and to the public, and in measures 
advantageous to itself. 

If you will permit me I will re- 
view as rapidly as possible the 
major provisions of the Code 
other than Article IX. 


CAN NOT AVOID WAGE- 
HOUR LAW 


The provisions of the Code re- 
lating to labor are those in Arti- 
cles V, VI and VII. Article V 
is nothing more than a prescribed 
incorporation into the Code of cer- 
tain of the provisions of the Na- 
tional Industrial Recovery Act. 
Article VI, as you know, relates 
to hours of labor, and Article VII 
to minimum wages. Obviously 
our industry can not, any more 
than any other, avoid the impact 
of the general labor provisions of 
the National Industrial Recovery 
Act. We could not even if we 
wished avoid the provisions ex- 
pressed by Article V of our Code. 
Those provisions, even with the 
abrogations of the Code as whole, 
would still exist as law applicable 
to this industry. When this is 
once understood, I think it is vain 
for us to talk of the possibility of 
abandoning those provisions in the 
Code which relate to maximum 
hours of labor and minimum 
wages. Article V of the Code pro- 
vides that “employers shall com- 
ply with the maximum hours of 
labor, minimum rates of pay and 
other conditions of employment 


approved or prescribed by the 
President,” and the National In- 
dustrial Recovery Act gives to 


the President ample power, if that 
there is no mutual agreement 
within an industry, to prescribe 
hours, rates of pay and other con- 
ditions of employment. 


TOOK TOO MUCH OUT 
OF LABOR 


I wish to go further, however, 
and discuss briefly the question 
as to whether the labor provisions 
in the Code should be voluntarily 
agreed to by the industry, whether 
they should be still accepted and 
administered by ourselves as pro- 
visions advantageous to the indus- 
try. <All of these provisions, of 
course, have social as well as eco- 
nomic implications. While I can 
not personally concur in all of the 
labor provisions of the Act as in- 
terpreted, I do think that all in- 
dustry, including ours, had failed 
in its relations with its employees 
to effect that social justice which 
must necessarily be a condition of 
the perpetuation of an industrial 
system which recognizes’ the 
rights of capital as well as those 
of labor. I think that our failure 
in this respect grew more pro- 
nounced as we entered into the de- 
pression, and increased as_ the 
effects of the depression became 
more acute. It may be said that 


(Continued on Page 56) 
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As the writer of this article starts to dictate 
what is intended to be a story showing what 
lumber and material dealers, and others, are 
doing to promote the program of modernization 
and new building under the provisions of the 
National Housing Act, he is bewildered, and 
indeed all but overwhelmed, by the bulk and 
the variety of the evidence that the building 
and allied interests of the country are backing 
this program with an enthusiasm and solidarity 
that perhaps has never been equaled. 

Piled high on his desk are hundreds of “tear 
sheets” and clippings of newspaper pages from 
publications in practically every State in the 
Union, showing advertisements of lumber and 
material firms, banks, department stores and 
institutions—all relating to the campaign now 
under way, and all pounding away at the same 
target; namely, that of impressing the house- 
holder with the fact that opportunity now is 
knocking at his door, in the form of Federal- 
insured loans for modernizing, repair and new 
construction, and that he should lose no time 
in taking advantage of same. Many of these 
advertisements are signed by individual firms, 
others by groups of dealers in co-operation with 
one another, while others are sponsored jointly 


by the banks and business houses, including 
lumber firms, of the various communities. 
Many big department stores and institutions of 


other sorts are represented with large display 
space. 
Altogether, 


there has never before been seen 


AMERICAN LUMBERMAN 


such a tremendous wave of publicity emphasiz- 
ing the need for home building and moderniza- 
tion, and pointing the way to the means now 
provided for their accomplishment. Moreover, 
this rising tide of intelligently planned publicity 
is answering the questions that naturally are 
raised in connection with so radical a departure 
from all precedents, and is sweeping away 
many of the objections based on misunderstand- 
ings and misapprehensions regarding the ac- 
tual workings of the plan. 

It is no detraction, but on the contrary a well 
deserved tribute to efficiency, to acknowledge 
what everybody knows—namely, that the dy- 
namo which supplies the driving power behind 
this unexampled advertising campaign is the 
efficient, smooth-functioning publicity machine 
of the FHA in Washington, manned by skilled 
advertising men who are setting a record for 
speed and efficiency in propagandizing the coun- 
try—using the term in its favorable sense—in 
behalf of home modernization. 

Here are the names of just a few of the 
many dealers whose individual advertisements, 
all occupying large space, challenge the atten- 
tion of readers because of striking captions, 
excellence of text, or other outstanding char- 
acteristics : 

Scruggs-Guhleman Lumber Co., 
City, Mo.; Newton Lumber Co., 
Hixon- Peterson Lumber Co., Toledo, Ohio ; 
Foote Lumber & Coal Co., Minneapolis, Minn.; 
Standard Lumber & Supply Co., Fort Wayne, 


Jefferson 
Pueblo, Colo. ; 


Dealer “Tells World” By Big Sign 


FERNDALE, Micu., Oct. 8—“We are going to 
put the National Housing Act over here if it 
is humanly possible,” said Fred A. McCaul, sec- 
retary-treasurer McCaul Lumber & Coal Co., to 
the AMERICAN LUMBERMAN; adding, “we are 
figuring quite a few jobs 
and have high hopes as 
to the possibilities of 
the Act.” 


Mr. McCaul further 





Notice the big sign with 
arrow pointing to office 
of McCaul Lumber & 
Coal Co. Ferndale, 
Mich., urging the public 
to build or repair, and 
inviting applications for 
Federal Housing loans. 
The show window con- 
tains specially arranged 
displays of modernizing 
materials and bulletins 
explaining the FHA plan 





local bank 


said that the 


on Oct. 4 announced 
that it would make 
loans under the Na- 


tional Housing Act. 

The McCaul concern, one of the leaders in 
the Detroit suburban area—is backing the FHA 
program in a tangible way that gets the atten- 
tion of everyone passing its plant. One mani- 
festation of its co-operation is a big sign, placed 
over its regular electric sign, reading as fol- 
lows: 

“We have slashed our lumber prices. Uncle 
Sam will loan you money to build or repair. 
Why wait any longer? Now is the time to do 
your building.” 

Underneath the sign is a big arrow pointing 
to the company’s office, reading: “Applications 
for Federal Housing loans taken here.” 

Supplementing this sign is a very interesting 
window display, trimmed with bulletins and 
pamphlets explaining the requiremerits for ob- 


taining loans under the National Housing Act. 
The display itself contains no less than 21 


items of stock that enter into the construction 
3 roof 
1x10 No. 2 yellow pine shiplap; 6-inch 


of a home, among these being 6-inch No. 
boards ; 





“A” redwood siding; stock window frame, and 
window glazed; rear door; miracle interior 
door; oak flooring; wood and asphalt shingles; 
cement, lime, flue lining etc. The prices charged 
for these items for the past ten years are in- 
dicated, the 1934 cost showing a decrease of 35 
percent as compared with 1924. 

This has gone over big, the newspapers hav- 
ing given it front-page mention; so that the 
display itself and the resultant publicity have 
gone far to eliminate from the public mind the 
erroneous idea that present prices are too high 
to justify going ahead with building and re- 
modeling. 

Mr. McCaul is decidedly optimistic as to the 
outlook, stating that he is expecting a good fall 
business. 
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Dealers Work for Modernization 


Ind.; King Lumber Co., Loveland, Colo, 
Hanna Lumber Co., Tulsa, Okla.; Frerichs 
Lumber Co. (Ltd.), New Orleans, La.: Harris 


Lumber Co., Loveland, Colo.- and 
others equally deserving of mention. 
A decidedly interesting feature of the current 

tidal wave of publicity is the effective use of 

cooperative advertising by dealers, and others. 

This takes two forms. In one, a_ single 

large advertisement may be signed by several 
dealers, who contribute equally to payment for 
the space. In the other form, a full page of a 
newspaper is taken by several dealers, who run 
their individual advertisements thereon. Often 
the newspaper may conduct a building page 

with part of the space devoted to articles re- 

lating to modernization and building, and the 
balance to advertisements. Both kinds are 
good, and the combined effect of all this united 
endeavor is a terrific impact upon the com- 
posite mind of the public in favor of immediate 
modernization and repairs as well as new con- 
struction. 

An especially ambitious effort in co-operative 
advertising is represented by the showing made 
in a recent issue of the Arizona Record, printed 
at Globe, Ariz.; in that—not content with a 
single page—the issue has two pages of ad- 
vertisements, sandwiched between informative 
articles explaining the FHA modernization plan. 
In this striking publicity move, one sees the 
guiding hand of John C. Light, well known 
lumber retailer, who is chairman of the Better 
Housing program for Gila County. His con- 
cern of course is represented with a large ad- 
vertisement, as is also the O. K. Lumber Yard, 
the Whalley Lumber Co. and the Schwartz 
Lumber Co. (the latter of nearby Miami), as 
well as a dozen or more other concerns. 

In Tacoma, Wash., the John Dower Lumber 
Co. is as usual in the forefront of things. A 
large illustrated advertisement planned by this 
company is captioned “Don’t Gamble on the 
Future—Remodel Now.” Also is noted an ad- 
vertisement in a Puyallup, Wash., newspaper, 
which is one of an educational series sponsored 
by the Dower concern, in co-operation with the 
Columbia Lumber Co. and Citizens State Bank. 

Mr. Dower reports that 18 percent of the 
total amount of all loans made in the State of 
Washington up to about Oct. 1 were to Tacoma 
borrowers. He says further: “We are making 
a personal survey, as well as a survey by mail, 
and are doing much newspaper advertising. We 
think the modernization part of the Housing 
Act will aid retailers materially, as they will 
not be obliged to carry as much long-time pa- 
per as formerly. However, while we think 
the modernization feature is going to be a big 
help, we are anxiously waiting announcement of 
the rules and regulations governing loans for 
new homes, as we feel that the success of the 
Act will depend entirely upon the ability of 
people to borrow money to build new houses.” 

The banks of Tacoma, according to Mr. 
Dower, are co-operating 100 percent to make 
the Act a success. They have hired a man_at 
their own expense and placed him in an office 
in the Chamber of Commerce Building, where 
the public may receive information and be as- 
sisted in making out applications for loans ete. 

Richard Goehring, jr., of the Goehring-Soth- 
man Co., Grand Island, Neb., sends in two 
sample pages of the Daily Independent of that 
city, filled with modernizing material and ad- 
vertisements. including a large co-operative ad 
headed “N.H.A. Funds Available for Home Im- 
provements,” and signed “Lumber Dealers and 
Contractors of Grand Island.” On the other 
page is an individual advertisement of the above 
firm, and the local bank is also represented 
with an “educational” ad. Mr. Goehring writes: 

“We have a live and enthusiastic committee 
set up here to promote this campaign. We are 
constantly looking forward to more suggestions 
and live material in the AMERICAN LUMBERMAN 
for this particular use.’ 

The Sabine Lumber Co. (manufacturer), St. 
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gctober 14, 1934 

Lowi Mo., writes: “You are to be com- 
OuUlSs,; -* ” ee 

mended on the push you are giving home re- 


iring with Federal loans. As a part of our 
Fal campaign we are promoting the Modern 
oval Exposition, to be held here Nov. 10 to 
18,” (More will be said about this enterprise 
in a later issue. Epiror. ) 

Word comes from J. V. Ashba, manager Al- 
len County Lumber & Supply Co., Lima, Ohio, 
to the effect that up to about Oct. 1 one of the 
hanks in that city had received 15 requests for 
information and six applications for loans, of 
which three had been granted and three re- 
jected. The total amount of the three loans 
oranted was about $750. Another bank in same 
ity had received 30 requests for information 
and 25 applications for loans, of which 15 had 
heen granted and 10 rejected; total of the 10 
joans granted being approximately $7,850. Ac- 
counting for the large proportion of rejections 
the bankers explained that the credit standing 
of these persons did not justify them in making 
applications ; in fact, in some cases they had 
no regular source of income. 


AMERICAN LUMBERMAN 


Space will not permit more than mere men- 
tion of co-operative advertising pages promoting 
kFHA modernizing and repair being run in local 
newspapers, with participation by retail lumber 
and building material firms, and concerns in 
other lines, in the following communities: 
Fremont, Neb.; Loveland, Colo.; Ogdensburg, 
N. Y.; Goodland, Kan.; Cuero, Tex.; San An- 
tonio, Tex., and many others. 








Announces Ten-Year Home Loans 


San Francisco, Oct. 8.—Boldly labeled as 
one of the “most important announcements ever 
made by this bank,” the American Trust Co. of 
this city today advertised in large space (5 
columns by 16 inches) in all four San Francisco 
daily papers that it now is offering “Ten Year 
Home Loans,” with easy monthly installments. 

This departure from long-established banking 
procedure was doubtless inspired by Federal 
home loan activities. 

Loans made under the new policy will be 
granted to finance the purchase and construc- 
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tion of dwellings. The bank’s own funds will 
be used, and the prevailing bank rate for short- 
term real estate loans will apply on the ten- 
year loans, without premium of any sort. 

Fred Elsey, president of the American Trust 
Co., in announcing the new plan, said: 

Heretofore it has been our practice, in 
common with other banks, to grant one-year 
loans which were allowed to run at our dis- 
cretion up to four years, after which they 
had to be renewed or retired. Many of these 
loans were reduced by monthly payments. 
The new loan differs from these in that it 
is for a definite term of years, and can not 
be called if its payment terms are met. Thus, 
the borrower is free from the fear that he 
might be suddenly called upon to reduce his 
loan by a substantial amount or to pay it 
in full. Likewise, he is saved the trouble 
and expense attendant upon a periodical loan 
renewal. 

We believe that encouragement of home 
ownership is a constructive and stabilizing 
step. This new long-term financing, there- 
fore, is, in our opinion, thoroughly in kKeep- 
ing with today’s needs. 


Modernizing In the “Crescent City” 


New OrLEANS, Oct. 8.—Demon- 
stration of the efficacy of modern- 
ization of old residence properties 


one-story front, called “camelback.” 
It is a double residence; that is, 
two residence apartments with a 


as a means of restoring values lost central dividing wall. Ata certain out, and a_ breakfast 
through obsolescence has been period the greater part of New Or- added, a modern 
given by the Greater New Or- 


leans Homestead Association, ac- 
cording to Joseph Dresner, its 
secretary, who points to several 
practical examples within the re- 
cent experience of his institution. 
In each case a property which had 
been permitted to lapse into the 
hands of the Homestead Associa- 
tion as mortgagee was withdrawn 
from a tenantless, unwanted con- 
dition to the status of a desirable 
holding. 

Earlier in the year, for instance, 
there was the modernization of a 
single, one-story, old-type, ‘“‘added- 
to” residence, which had stood va- 
cant because its walls needed re- 
doing; the bathroom was next to 
the kitchen, and the arrangement 
of rooms a hodgepodge, with ceil- 
ings at different levels. 

The Homestead called in Hyman 
Rabinovitz, an engineering con- 
tractor, who examined the property. 
This man is not just as ordinary 
builder, but one who likes to handle 
projects where he can exercise his 


judgment as to what should be 
done, 
The accompanying composite 


picture shows (at bottom) the run- 
down residence before its rehabili- 
tation. The owners had found the 
mortgage too burdensome when 
tmes went from bad to worse, and 
the Homestead had failed to secure 
a tenant for two years. 

At top is seen the property after 
the contractor had put on a new 
root, replastered and painted the 
house, changed the steps and porch, 
moved the bathroom from its old 
place next to the kitchen to where 
it adjoins the bedrooms; and, in 


leans’ rental property was built in 
this way. 


. 
a 
bad 
2 
~ 
= 





In New Orleans, La., modernizing recently transformed the run-down, 
out-of-style house seen at bottom into the trim and attractive resi- 
dence shown at top. Read the 


stalled, kitchen 


moved and a simple, square pillar 
front of appropriate type installed. 
The house was painted inside and 


bathroom in- 


details in accompanying story 


re-arranged wi 
conveniently placed facilities, in- 


New Orteans, La., Oct. 8.— 
With 72 repair loans totaling $33,- 
032 already closed through the 
New Orleans banks, and inquiries 
coming in at the rate of 40 a day, 
the prospect that the modernizing 
survey conducted here will result 
in extensive work is good. To Oct. 
1 a total of 663 property owners 
had been advised to confer with 
headquarters as to the steps neces- 
sary to arrange financing. 

In the early summer the FERA 
in conjunction and _ co-operation 
with the Association of Commerce 
and a general committee of which 
John M. Taylor (manager Johns 
Manville) is chairman, and Wilson 
Callender secretary, furnished the 
personnel to conduct a city-wide, 
house-to-house canvass to deter- 
mine (1) what property is in need 
of repairs, (2) what owners of such 
property are willing to make re- 
pairs, (3) what owners though 
willing to make repairs are in need 
of financing in order to have them 
done, and (4) what tenants are 
willing to make expenditures for 
semi-durable goods. 

With the original canvass due for 
conclusion by Nov. 1, it has been 
found that 10,852 home owners 
were willing to (and did) sign 
outright pledges to make repairs 
estimated at $5,794,416, of which 
approximately a half million dol- 
lars represents municipally-owned 
property, and that 4,345 owners 
are willing to make $5,524,943 
worth of repairs if financing can 
be arranged. This canvass near- 
ing completion, the General Com- 
mittee set its canvassers to work 
checking up on those who signed 
pledge cards, to see how much of 
the work was being carried out. 

This recanvass by the first of 
October had reached 3,613 owners 
and it was found that 928 of them 


nook was 


with 





making a uniform room in the rear, 
liminated a three-level ceiling. The 
cost of making all these improve- 
ments was between $2,000 and 
8,000. Before the workmen had 
completed the job the Homestead 
nad sold the property for enough 
to cover the modernization and the 
inpaid mortgage. ‘ 

_ Another property modernized, 
‘ocated at 1761-3 Jackson Avenue, 
was of the type often found in New 
Orleans, with a two-story back and 


This property had lapsed to the 
Homestead over a year ago, and 
had remained tenantless. An esti- 
mate for simple repairs to check 
deterioration was $1,500. It was 
decided to modernize the property 
at an estimated cost of $4,000. The 
first thing done was to demolish 
the two-story rear section, making 
room for the garages which mod- 
ern conditions require. 

Next, the “gingerbread” decora- 
tive effects on the front were re- 


cluding built-in cabinets and other 
modern touches, and the electrical 
fixtures renewed. 

When the work was completed 
two cheerful, modern apartments 
had been created, one side with two 
bedrooms and the other with three. 
Each side, or apartment, rents for 
$40, and both are rented. So in- 
stead of a vacant, unwanted prop- 
erty, the Homestead now has a de- 
sirable double residence bringing in 
$80 a month. 


had gone ahead and completed 
$320,180 worth of repair work; that 
121 owners had $69,123 worth of 
work under way; that 1,042 other 
owners will have $662,344 worth 
of work done; and that 800 owners 
who had pledged $370,910 worth 
of work had found themselves un- 
able to make the grade. 

In addition to repairs, classified 
as such, five complete residence 
modernization jobs have been de- 
veloped, and are under way. 
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Late News Flashes on FHA 


Industries Get Behind Housing 
Program in Big Meeting 


At a meeting held under the auspices of the 
Chicago Housing Commission in Chicago, Oct. 
9, a very responsive and fine representation of 
large industries heard R. J. Buckley explain 
some of the things that are being done in Chi- 
cago in accordance with the plan of the Chicago 
commission. 

It is planned to move two old one or one-and- 
one-half story buildings to an open space on 
the World’s Fair grounds and set them up where 
everybody can see all around them. Then one 
of these buildings is to be modernized in six 
hours. The various industries are going to do 
their particular parts, and this will be a visible 
demonstration of what can be done to modern- 
ize an old building at a moderate cost. Moving 
pictures are to be made of this modernizing job, 
showing cost figures and all other particulars, 
and this whole program is to be shown at 
theaters throughout the United States. There is 
to be a story about it on the radio. After the 
close of the World’s Fair the buildings are to 
be moved up on Wacker Drive. Construction 
of a new building there will be undertaken at 
the time that the new program of home build- 
ing is put under way by the Federal Housing 
Administration. 

Mr. Buckley also detailed the proposed plan 
of architects to put on in 52 different com- 
munities in Chicago—a week in each location— 
dioramas showing how buildings can be re- 
modeled, rebuilt and new buildings constructed 
with the latest accessories and on modern lines. 

An interesting feature of this meeting was 
the large number of industries outside the build- 
ing trades that were represented. These in- 
cluded all kinds of house and home improve- 
ments. interior furnishings, utensils; in fact. 
everything that goes into a home, such as 
dishes, furniture, kitchen utensils etc. 

Mr. Buckley emphasized the need of every- 
body becoming better acquainted with the pro- 
cedure and the location of the official bodies 
that will supply information about the Housing 
Act. He stressed particularly the fact that this 
was a selling job and that carpenters, painters 
and workers of all kinds in the building trades, 
should become salesmen of the proposition. He 
suggested that prospects who want information 
about new buildings, modernization or repairs 
under the Housing program should be told 
to get a responsible builder to make cost esti- 
mates and then let that builder interview the 
banker and any others necessary in order to 
get all blanks properly filled out. In that way 
the prospective builder will not get disturbed 
over the long list of questions that have to be 
answered. The builder knows that they can be 
answered and answered satisfactorily. 

The Chicago delegation told of a visit a few 
weeks ago with the editors of the large number 
of foreign newspapers published in Chicago. 
These foreigners are greatly interested in learn- 
ing how they can obtain homes. and it is be- 
lieved that this contact throuch the foreign 
laneuage paners will he productive of much 
huildine in the communities where these people 
of foreign birth are located. 

Mr. Buckley told of a meeting he addressed 
recently, attended by 175 representatives of a 
large paint concern. He asked if these men 
could tell him how to eo about getting loans 
on propertv for remodeling purposes where 
paint would be used. Only eighteen hands were 
raised. This goes to show, he said. that sales- 
men need to he educated because they must get 
down to the A B C of the nroposition. Articles 
in newspapers. nictures and propaganda will not 
do the work alone. These mav arouse interest, 
but it is necessarv to follow them un with per- 
sonal contact. The Chicago commission pro- 
poses to make a house-to-house canvass begin- 
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ning after the election. They will not try to 
sell so much as to get information and sug- 
gestions to the householders so they may become 
acquainted with the law and the opportunity 
presented for repairs, remodeling, etc., with an 
explanation as to how much can be borrowed 
based on certain income, plus character. It is 
believed that by canvassing the entire city this 
winter a tremendous impetus will be given to 
a building program for next spring. It was 
suggested that similar programs should be put 
on in other cities, thus laying the foundation 
for additional business early next spring. 


To Stage Spectacular Demonstration 
of Home Modernizing 


In Chicago the Better Housing Program for 
the repair and modernization of homes has 
gained marked momentum in every section of 
the city during the past week; with the en- 
trance of active women’s committees into the 
campaign, the announcement of spectacular 
home demonstrations at the World’s Fair and 
the formation of many neighborhood commit- 
tees. 

Interest in home modernization and repair 
under the provisions of the National Housing 
Act will be stimulated by a dramatic “before 





WE ARE CO-OPERATING 





and after” exhibition on the grounds of A 
Century of Progress, Oct. 24. Howard J. White, 
chairman of the Chicago committee, has an- 
nounced that this unique demonstration will be 
presented in the Home Planning area at about 
28th Street and the Lake. 

Two antiquated and dilapidated houses will be 
moved into the grounds from the southern sec- 
tion of Chicago. One of the structures will 
be completely remodeled within six hours time, 
while the other, by way of contrast, will be left 
standing in its unattractive run-down condi- 
tion. 

The housing drama will be staged with a 
cast of painters, plumbers, roofers and other 
building craftsmen who will carry on the mod- 
ernization job before assembled audiences. The 
day of the demonstration has been officially 
designated as “Home Modernization Day” at 
the World’s Fair, and James A. Moffett, fed- 
eral housine adminisrator, will come to Chi- 
cago from Washington to preside as guest of 
honor. 

Another feature of the better housing cam- 
paign will be the Modernization and Building 
Show to be staged in fifty-two separate loca- 
tions in Chicago and suburbs, starting next 
month with a grand premiere in the Loop. 

Kenneth Curtis. director of the Chicago 
Architects’ Club, sponsors of the show, states 
that the dioramic idea, an ovtstanding feature 
of A Century of Progress, will be employed in 
the seventy exhibits to be constructed by build- 
ing material manufacturers. The housing ex- 
position has been given the enthusiastic en- 
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dorsement of Carroll H. Sudler, northern Ik 
nois director, and other officials of the Ns 
tional Housing Administration. There will 
no admission charge. 
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First Loan Job in New Jersey | 
Finished—-Many More Are 
Under Way 


Hawrnorne, N. J., Oct. 8.—To the Iry 
Myers Coal & Lumber Co., this city, belongs 
the honor of initiating and following through 
the first FHA modernizing loan to be approved 
in the State of New Jersey. Moreover, the job 
which the loan made possible has been com- 
pleted, and the money disbursed for wages and 
materials. Asked by the American Luwppp. 
MAN for the “story” of this loan, R. I. Myers 
stated the details as follows: : 

About a week prior to Aug. 11, Mr. Rocco 
Recchione came to our office and stated that 
he wished to put an addition on a two- 
family house in Paterson, N. J., and that he 
had an $8,000 building and loan mortgage 
which had been paid down to about $1,200, 
He wished to have the mortgage refinanced 
and to borrow about $2,000 in addition with 
which to make the necessary alterations, We 
took this man to our bank; after making an 
appraisal of the property the bank agreed 
to loan him $3,000 on a first mortgage, pay- 
ing off the present building and loan mort- 


gage. In paying off the mortgage he found 
that the building and loan association would 
allow him only 50 percent of the accrued 


profits and therefore $1,800 was required to 
pay off the mortgage. This left him a bal- 
ance of $1,200 with which to do his work, 
and he needed an additional. $800, which the 
bank agreed to loan him. The negotiations 
had reached this point just a day or so before 
the bank received its FHA certificate, with 
result that on Saturday morning, Aug. 11, 
when the authorization came through from 
the Housing Administration, this loan was all 
ready to be closed and was consummated 
within a few minutes thereafter. The job is 
now about completed, and practically all the 





money has been paid out. E. L. Bur 
Mr. Myers further stated that up to Sept. 29 Co., Ogd 
his company has had about twenty loans | which he 
granted, which have increased the firm’s volume erntct 
of sales to a considerable extent. 
se bermen ° 
. ? paign wi 
Campaign Is Off to a Flying Start} being he 
Mempuis, TENN., Oct. 8—With more than PE con 2 
100 FHA loans for a total of more than oo. out 
$30,000 made by Memphis banks before the he thom 
end of the first week of the campaign. the Bet- eee 
ter Housing Program of the Memphis Cham- least.” 
ber of Commerce seems well on its way toward Mr RB 
a highly successful conclusion. Full-page ad- ety 
vertising space is being used in hoth Memphis Sen 2 
newspapers as the basis of an intensive pub na le 
licitv campaign. | the $3.¢ 
With all of Memphis’ principal banks quali- 0 roang 
fied under the Federal Housing Administration ps 
to make modernization loans, the Chamber ot . -. 
Commerce last week sent out a corps of more ane . 
than two score speakers to address luncheon “The: 
clubs, civic bodies, and parent-teacher associa- ie ti in 
tions. ot ng 
Meanwhile, all four Memphis radio stations p thes tl 
were doing their part to stimulate increased th W, 
spending for home and business property repairs lumb ; 
with a large number of spots on the air each M er 
dav devoted to both announcements and _ short the , ‘ 
talks bv leading civic figures. a ™ 
Augmenting efforts of the Chamber of Com- h me 
merce proper is a large women’s committee pine 
headed by Mrs. Willis C. Camphell, president mate 
of the Memphis Nineteenth Century Club, one an 
of the largest women’s organizations in the Tnei 
South. yea 
Heading the campaign as a whole is W. ® eee . 


(Continued on Page 58) 
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Retailers Round Table 














"Get On Modernization Band 
Wagon," Says Dealer 


OcpenN, Urau, Oct. 8.—*‘Lumbermen who get 
on the Home Modernization band wagon 
arly in the game,” according to E. L. Bur- 
ton, president Burton-Walker Lumber Co., 
this city, “will be a jump ahead of their 
slower competitors. 

“Window posters, displays and advertise- 
ments of all kinds boosting modernizing are 
in order right now,” he continued. “Lum- 





E. L. Burton, president Burton-Walker Lumber 

Co, Ogden, Utah, holding a display cut-out 

which he is using in boosting the Home Mod- 
ernization campaign now under way 


bermen who tie in with the national cam- 
paign will be remembered by the public as 
being headquarters for modernization work. 

“Already the good effects of home mod- 
ernization are being felt by lumber produc- 
ers out West—and in a big way, too. With 
the housing shortage in evidence in this 
community, we anticipate a mild boom at 
least.” 

Mr. Burton reports having recently filled 
a large order for lumber (12 cars) for de- 
livery at site of the new CCC camp near 
Huntsville, to be used in connection with 
the $3,000,000 Pine View dam project in 

gden Canyon, this being one of his largest 

orders this year. Soon a village will ap- 
pear there—to house 350 boys who will work 
on the dam. 
_ “These CCC camps have done much good 
in helping to sustain lumber yards as well 
as in the rebuilding of the boys,” says Mr. 
Burton. He has also furnished lumber for 
the Woods Cross CCC camp, hauling the 
lumber to the camp site in record time. 

Mr. Burton further points out that with 
the building of the dam and other projects, 
more and more homes will be needed to 
house the workers and their families. “The 
Coming year holds great promise for en- 
need lumber business in Utah,” he pre- 
icts, 

Incidentally, the biggest fish story of the 
year was brought home at the close of the 
1934 season by Mr. Burton, who returned 


from Fish Lake, Utah, with an 18-pound 
Mackinaw trout more than three feet long. 

“Some catch for a lumberman!”’ Mr. Bur- 
ton said. There were others who thought 
the same thing—when it was placed on dis- 


play in one of the local markets. Some of 
the friends who called on Mr. Burton to 
congratulate him remembered that they 


needed some lumber or other building mate- 
rial, and orders were placed. “Fishing is a 
great pastime for lumbermen as well as for 
presidents,” says Mr. Burton. It is his main 
hobby, outside of his business. 

H. B. Wheelwright, of the Wheelwright 
Lumber Co., is another local dealer report- 
ing that the home modernization program is 
stimulating trade in fine style. Business is 
taking on a decided spurt, he says. 


For Your Christmas File 


Woodworking, Christmas trees and _step- 
ladders. The Valley Lumber Co., Monte Vista, 
Colo., last Christmas promoted those lines in 
a campaign which illustrates how lumbermen 
can take advantage of the holiday season to 
develop extra trade. Shortly before the holi- 
day the company organized a Knot Hole Club, 
composed of men interested in woodworking as 
a hobby. The season was opportune for launch- 
ing the activity, for the work gave men a chance 
to make valuable gifts at a low cost. The club 
met every Tuesday evening and the members 
worked on various articles and talked. The 
personal contacts established and resultant good 
will made the idea well worth while. 

The lumber concern also developed some 
extra revenue, and more favorable contacts, by 
handling a complete line of Christmas trees. 
There always was a chance of making a regular 
customer out of a man coming into the yard 
for the first time to buy a Christmas tree. 

The step-ladders were advertised for use in 
trimming Christmas trees and as a convenience 
for the housewife. 

The campaign was promoted mainly through 
a novel type of local newspaper advertising, in 
which the various holiday suggestions were 





mentioned in a column written as an editorial 
feature except for the company’s name at the 
end. 
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The float shown above represented the Mt. Horeb Lumber Co., 
Festival parade and celebration held there Sept. 7 





Backs FHA Program — Holds 
"Open House" Days 


BENNETTSVILLE, S. C., Oct. 8—H. J. Mun- 
nerlyn, one of the leading lumber and building 
material merchants of this section, is enthusi- 
astically for the FHA modernizing program. 
He has been doing some very effective adver- 
tising along that line—one of his ads having 
been reproduced in preceding issue of the 
AMERICAN LUMBERMAN—and is getting excel- 
lent results. Perhaps his most striking pub- 
licity hit was “Munnerlyn’s Special Building 
Edition” of a_ recent 
issue of the local news- 
paper, this special sup- 
plement comprising four 
pages largely filled with 
articles and advertise- 
ments relating to build- 
ing construction and 





H. J. MUNNERLYN 
Enterprising Dealer, 
Bennettsville, S. C. 





modernizing, including 
a full-page advertise- 
ment of the Munnerlyn 
concern. 

A few weeks ago Mr. 
Munnerlyn staged a big 
“open house” or public 
reception, to give the 
people of his community 
opportunity for visiting and 





inspecting his 
plant, which was thoroughly remodeled about 
a year ago. This was a huge success—so much 
so, in fact, that he has decided to make it an 


annual affair. During the two afternoons of 
the “open house” more than 1,000 ladies visited 
the yard and registered in the office, giving 
those in charge of this part of the program the 
names and addresses of a number of good pros- 
pects. As a big final feature of the affair some 
500 persons, including contractors, carpenters, 
plasterers, bricklayers, painters and _ others 
were served with an old-time Southern barbecue 
and fish stew. 





Mt. Horeb, Wis., in the Fall 
and 8, being awarded first prize as the best 


wi 


designed and most attractive float in the line 
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Mr. Munnerlyn considers this an excellent 
way for lumber and building material dealers 
to get in closer touch with their trade—and he 
ought to know, as his experience extends over 
many years. Mr. Munnerlyn is a former presi- 
dent of the Carolina Retail Lumber & Building 
Material Dealers’ Association, and an outstand- 
ing citizen and civic leader. 





Old Story Is Given a New 
Application 


Litrte Fats, N. J., Oct. 8.—The “point” in 
telling this little yarn is that it is an effective 
squelcher of the plea, so often heard, to “shave 
that price a little closer.” 

“Whenever a prospect tells me how much 





cheaper he can buy lumber and building mate- 
rials than we sell it, I always counter with a 
story, which in many instances, closes the sale,” 
said J. Van Ness of the Van Ness Lumber Co. 

“Two little boys opened lemonade stands at 


a picnic. A prospect asked one of them, ‘What 
do you charge for your lemonade?’ ‘Five cents 
a glass,’ replied the youthful merchandiser. ‘And 
what do you charge?’ the same prospect asked 
the young competitor. ‘Two cents a glass,’ was 
the reply. 

“After the purchaser had drunk the two-cent 
potion he asked the seller, ‘How can you afford 
to sell your lemonade for two cents a glass 
when the other boy wants five cents for the 
same sized glass?’ 

“Well, you see, mister,’ replied the youthful 
price-cutter, ‘the cat fell in my pail.’” 

“I point out to the bargain-hunting prospect,” 
continued Mr. Van Ness, “that the cheaper 
lemonade tasted good to the purchaser until he 
learned the reason for the price cut—then any 
price would have seemed high. Likewise, with 
lumber and building supplies. There is usually 
a reason behind the low prices and drastic price 
cuts in our field. The dealer who keeps a close 
check on competitive prices can, in most in- 
stances, show prospects that ‘the cat fell in the 
pail’ somewhere along the line.” 


_—_—_—Saaees 


Marks Moldings With ''Kalso" 


W. H. Preston, owner of the La Brea Lum- 
ber Co., 1665 La Brea Avenue, Hollywood, 
Calif., found that a great deal of time was 
being wasted by his men in looking through the 
molding and sizing bin for the lengths wanted 
by customers. Particularly, new and part-time 
workers seemed to have difficulty in finding the 
pieces they needed. A little kalsomine proved 
the solution to this problem. Mr. Preston 
bought a few bags of the stuff, in bright colors, 
and now when sizing and moldings come in, 
whoever handles them mixes a little kalsomine 
and slaps it on the ends of the pieces. Red 
designates one size, blue another, green another, 
etc. They then can be easily picked out of the 
bin with no lost time, by any workman on the 
lot. “I am surprised at the time this little idea 
saves, as well as the convenience which it 
offers,” says Mr. Preston. 
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Delivery Truck Demonstrates 
Home Building Materials 


A truck with van and cab made from mate- 
rials which it sells is a traveling advertisement 
for the Oregon Lumber Co., Denver. Its un- 
usual body construction attracts attention to the 
truck wherever it goes on the streets of the 
city. 

Says C. F. Hansen, of the firm: “Our truck 
certainly is causing a lot of comment; we be- 
lieve that it will help to implant our name in 
the minds of prospective buyers.” 

The cab of the truck is built to resemble a 
house, the sloping roof being covered with cedar 
shingles. Beneath the roof, the windows are 
trimmed with corner moldings, while two sup- 
ports demonstrate mill- 
work. Moldings and 
posts are painted in con- 
trasting colors. Lap- 





This delivery truck of 
the Oregon Lumber Co., 
Denver, Colo., in its 
general appearance sug- 
gests a house. It serves 
also to demonstrate 
some of the materials 


handled 





siding covers the sides 
of the cab, which has 
but one door, this being 
on the right-hand side 
The door swings inward, so that it may be 
opened when lumber long enough to reach to 
the door is piled on the van. 

The van is built out on both sides, in the 
ordinary manner, so that lumber of any length 
may be carried. False sides have been con- 
structed at the bottom of the van, giving the 
truck an underslung appearance. A thirty-gal- 
lon gas tank rests on iron supports beneath the 
van on the right side, concealed by the false 
side. A tool box is built behind the false side 
on the left. 

The sides are of paneled oak covered with 
quarterboard. Removable signs, trimmed with 
chromium strips, are held in place by thumb- 
screws. These signs are changed seasonally. 

—_—_—_—— 


Overhauling the Home 


Mahomet does not care to wait for the moun- 
tain to come to him, so Mahomet goes to the 
mountain. One lumberman realized the imprac- 
ticability of asking his customers to bring their 
homes in to his “service station” for an over- 
hauling, so he told them, in this window dis- 
play, that he would bring the service station 
to them. It was in Aurora, IIl., and the win- 
dow of this vacant 
down-town store space 
was rented for display 
purposes by J. J. Winn, 
of the Winn Supply Co. 

Brilliant colors were 
used to call attention to 
the slogan “Spend for 
the Home,” and also to 
the picture of the house. 
Not only that, but the 
ribbons, which showed 
where various products 
sold by the lumber com- 
pany could be used, were 
good attention getters. 
One ribbon connected 











This photograph offers 
a suggestion for arrang- 
ing a “Modernizing” 
window display. A few 
FHA Modernizing bul- 
letins and booklets 








October 18, 193; 


the door hardware display with the doorway j 
the picture (this was painted on plywood, 2% 
was easy to fasten the ribbons with thu) 
tacks) ; another the shingles and the roof; ay, 
other the paint and an inside wall (it Was ; 
“cut-away” view at one end of the house) 
another the hardwood flooring and the floor ¢j 
the house; another a piece of plywood and an 
application on second-floor walls and ceiling. 
and the last one, a piece of insulation and th, 
attic. The captions used were: New Hardware 
Here, New Roof Here, etc. 

Coming closer, and people did, they reag 
about a “New Service for Home Owners” 
which was: ; 

You can’t bring your home to a service gta. 
tion, as you do your car, so we bring the sery. 
ice station to your home. The free home jp. 
spection service provides for a complete inspec. 
tion of your home, and an estimate on repairs, 

This service—Locates defects; Keeps your 
home modern; Prevents costly repairs later, 

You get—One estimate on cost complete: 
Work done promptly; Work done by first class 
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workmen; Work done economically. 

This is all shown, in an easily readable pre- 
sentation, on the poster at the right, between 
the picture of the house and the picture of the 
company’s yard. On the poster at the left 
between the house picture and the slogan, were 
listed the products and service the company 
sells: Roofing, painting, heating, spouting, plas- 
tering, walks, floors, windows, doors, millwork, 
cupboards, porches steps, gutters, stained shin. 
gles, garages, builders’ hardware. 





Steady Increase in Trade 
Is Reported 


Fred L. Ward, well known retailer of 
Marshalltown, Iowa, reports that the repair 
and remodeling trade has been steadily increas- 
ing all season. So far the NHA has taken a 
secondary part in the campaign, but it prom- 
ises to be an important factor when local finan- 
cial institutions make the new loans more easily 
available. 

The local building and loan association has 
been helping out by making repair loans, to be 
repaid at the rate of $11 per $100 per month. 
The Weyerhaeuser loan plan seems to Mr. 
Ward an excellent thing, and a number of his 
customers have applied to this big company. 
Mr. Ward is a tireless salesman and is quite 
willing to make use of any lending machinery 
that is properly operated. The sum total of 
all these efforts through various loaning 


agencies has been good. L. N. Johnson, of the 
Ward yard, says that the latter part of the 
1934 season has been pleasantly remarkable, 
in that for the first time in several years the 
company has had difficulty in keeping enough 
stock on hand. Supplies have run out repeat- 
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edly, despite hurry orders; because of demand 
running steadily ahead of estimates. 


Several factors have contributed to this in- 
crease in sales. A new packing plant was built 
during the summer , and this has caused much 
house repair in its neighborhood, including 
sych factors as the installation of restaurants. 
‘An unusual amount of school-house repair went 
forward during the latter part of the summer, 
setting ready for the opening of the fall term. 
Insurance companies have done much farm re- 
pair work, Fence has moved better than for 
come time; part of this being due to the cutting 
of a new road which must be fenced. This fac- 
tor, however, lies largely in the future; but 
fencing has been moving pretty well to farms. 
The yard has sold some two carloads of web 
fencing up to date this year, with consider- 
ably more in prospect. 

In addition to these things there has been an 
unusual amount of town repair; porches and 
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Some "High Lights’ of a Mod- 
ernized Retail Plant 


“IT have been in the retail lumber business 
for twenty-five years and never have been 
around a yard where it didn’t take about three 
men to open and close most of the gates, so 
when we made up our new doors for the front 
of our remodeled building we hung them with 
National No. 51 track and hangers, and now 
the big doors can be opened with one finger.” 

Most lumber-yard men have been on that 
“spot,” and can appreciate the satisfaction thus 
expressed by H. J. Leonard, manager of the 
Van Petten Lumber Co., La Grande, Ore., at 
the abolition of a long-standing annoyance. He 
was telling the AMERICAN LUMBERMAN about 
some of the “strong points” of the company’s 
“new” warehouse and office, the result of exten- 
sive modernizing some months ago. 

The office front now has a nice show window, 





VAN PETTEN LUMBER CO. 


/- 
wll. J 


Since its recent modernization the retail plant 
Ore., presents a very attractive appearance, as 


roofs and the like. Mr. Ward looks forward 
to still better repair trade, both this fall and 
next year, when the federal loans are better 
known and appreciated. 

—_—_—_—S 


Has Million to Lend at 
Government Rates 


No news of greater importance to retailers 
of building materials has been released in recent 
weeks than the announcement just made by 
Johns-Manville of a financial setup enabling it 
to make loans under the Government financing 
plan as outlined in the National Housing Act— 
another major step on the part of this cor- 
poration in its whole-hearted support of the 
Better Housing campaign. The announcement, 
in brief, is this: 

“Backing the Housing Act to the limit, and 
supplementing the excellent co-operation offered 
by banks and other lending agencies, Johns- 
Manville stands ready to finance your jobs at 
Government rates.” 

This means that the widely publicized Johns- 
Manville $1,000,000-to-Lend Plan now offers re- 
modeling funds at the same low carrying 
charges as specified by the Government under 
the National Housing Act. 

Effective immediately there will be approxi- 
mately 11,000 dealers and contractors equipped 
to offer the Johns-Manville plan in their various 
communities, supplementing the co-operation 
already extended by many banks and other 
financial institutions. 

Full details regarding the new $1,000,000-to- 
Lend Plan at Government rates, as well as free 
book on the Johns-Manville Home Improvement 
Sales Plan may be had by addressing Johns- 
Manville, 42 East 40th Street, New York. 

__--eeoeoe- 


SMoKING is the cause of numerous lumber 
yard fires, and should be strictly prohibited. 
“No Smoking” signs should be posted conspicu- 
ously throughout the buildings and on posts in 
the yard. This rule should be strictly enforced 
and no violations tolerated. 








of the Van Petten Lumber Co., at La Grande, 
may be observed from the above photograph. 


the displays in which are changed every week 
or so; and there is plenty of room in the office 
and elsewhere for displaying such goods as 
built-ins, doors, windows, etc. ‘“We don’t have 
a special display room for built-ins, mirrors, 
etc.,” remarked Mr. Leonard, “but have them 
scattered around the office as salable merchan- 
dise, which keeps the goods new and fresh all 
the time. I have observed that where a special 
display room is maintained, the merchandise 
is quite likely to get soiled and shopworn, or 
become out of date.” 

Mr. Leonard says that in case a customer 
wishes to see how some particular built-in item 
or items will look when installed, he simply 
takes the prospect to his own residence—which 
is of comparatively recent construction—and 
shows him there what can be done with 
built-ins. 

In the main shed, Mr. Leonard pointed out, 
much of the lumber is stacked on end. “We 
like to handle it that way,” said he. “The 
customer can get a better idea of the grade he 
is buying when the pieces are standing on end. 
We keep all our moldings on end, and find the 
handling of them a lot quicker and easier, be- 
sides keeping the stock cleaner.” 

This yard carries kalsomine in bulk, having 
bins just outside the office, each holding a 
barrel of kalsomine. Mr. Leonard says that 
where kalsomine is handled in bulk it is easier 
to keep the office clean if it is kept outside. 

This dealer has some interesting ideas on mer- 
chandising, based on his long experience. “We 
have found,” said he, “that we have to work 
harder to sell paints and builders’ hardware 
than we do to sell lumber, as there is more 
competition on the former lines, especially from 
the smaller merchant; but the lumber yard is 
the logical place to buy everything needed for 
repair or maintenance of the home, and I be- 
lieve that eventually lumber dealers will sell 
the bulk of paint and builders’ hardware re- 
quired for home uses.” 

The company’s modernized shed and office 
building presents an attractive, uptodate ap- 
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pearance. The outside walls are covered with 
24-inch Fitite shakes, laid 13 inches to the 
weather. 





New Bulletin Describes a Dis- 
tinguished Flooring Product 


In the nationwide home modernization pro- 
gram now getting under way with the aid of 
Federal-insured loans under the provisions of 
the National Housing Act, perhaps no single 
item is of greater importance than floors. It 
is true that new floors alone will not modernize 
an old dwelling, but on the other hand, no home 
can be said to be thoroughly modernized unless 
and until it has been equipped throughout with 
good floors. This fact renders particularly 
timely, from a news standpoint, the references 
which follow to an outstanding flooring prod- 
uct; namely, the “Corner-Lock” block design 
floors of oak and beech made by the Bradley 
Lumber Co. of Arkansas, Warren, Ark. 

A new and interesting bulletin, beautifully 
illustrated in colors and prepared especially for 
architects and others interested in the distin- 
guished flooring effects obtainable by use of 
these blocks, describing the methods of laying, 
both by “nail-seat,” and in mastic, may be had 
by addressing the company as above. 

It is to be noted that floors laid with these 
blocks are not pre-fabricated, being made up 
into the desired design from the individual 
units as they are applied to the floor surface. 
Each unit piece is double end-sealed, the end 
pores being so perfectly closed as to completely 
eliminate intake of any moisture. Regarding 
this feature a recent letter from the section of 
timber physics of the Forest Products Labora- 
tory at Madison, Wis., addressed to the Bradley 
company, says: 

“It seems to us that you have hit upon a very 
excellent method of reducing the rate at which 
the end grain of oak normal!y absorbs moisture. 
The end coating should go a long way toward 
eliminating some of the troublesome cracks 
which develop in floor block material.” 

Dealers who will thoroughly inform them- 
selves regarding the distinguishing features of 
Bradley Corner-Lock design floors will be just 
that much better equipped to benefit by the 
rising tide of interest in home improvement and 
home beautification. This may be readily accom- 
plished by obtaining the new descriptive and 
illustrated bulletin already mentioned. 


New Poultry Fence 


A new hexagon mesh poultry netting has just 
been introduced by the Indiana Steel & Wire 
Co., Muncie, Ind., as a companion line to U. S. 
Poultry Fence, the company’s straight-line wire 

















fabric. The new netting will bear the trade- 
mark name U. S. HEXLOK Poultry Netting. 
The manufacturer’s straight-line fabric, which 
has been produced under the name U. S. Poultry 
Fence for twenty-five years, hereafter will be 
known as U. S. STRAITLOK Poultry Net- 
ting. U. S. HEXLOK is made with a “Lock- 
twist” weave similar to that of the U. 'S. 
straightline fabric. This weave, the manufac- 
turer points out, makes for greater uniformity, 
smoother and more even tension and greater 
rigidity in the finished product. HEXLOK is 
produced in one-inch and two-inch mesh, gal- 
vanized before or after weaving, and in all 
standard widths. 
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Probably everyone in the re- 
tail lumber business knows about 
the Kuntz line of yards, centering 
in Dayton, Ohio. At least every- 
one knows about one of the 
Kuntz executives; since Homer 
Ballinger, head of the Spring- 
field yard, has been the genial, 
widely informed and hard-hit- 
ting chairman of the Retail Lum- 
ber Code Authority. 

Pioneer lumbermen tell us 
that when “Old Peter” founded 
the line he was little interested 
in what has since come to be 
known as “lumber merchandis- 
ing.” He looked upon the yards 
as outlets for his sawmills, and 
if the yards sold a reasonable 
part of his output at some profit, 
that was all he wanted. 

This did well enough. But 
times changed. It is hard for 
some of the youngsters in the in- 
dustry, those who have entered 
the business since the World 
War, to understand how greatly 
they have changed. It would be 
a valuable aid to their business 
education if they’d hunt up a 
few old-timers and ask questions 
about how lumber was sold forty 
or fifty years ago. 

The Kuntz yards have changed 
with the times, and in fact the 


The narrow bins of the Allen County 
Lumber & Supply Co. diminish the 
danger of the stock becoming 
crooked, and, as each bin is sold to 
the bottom, discoloration that affects 
lumber kept too long in the yard is 


also avoided 





men of the organization have 
been invaluable leaders in keep- 
ing the industry abreast of mod- 
ern needs. Mr. Ballinger has 
been one of those leaders, and 
he has many able associates in 
the Kuntz line. It would seem 
to an outsider that this company 
has an admirable combination of 
head-office and branch-yard abil- 
ity, with excellent co-operation. 

Last summer this department 
visited the Allen County Lumber 
Co., at Lima, Ohio. The line still 
follows, in part but not in every 
place, the practice of “Old Peter” 
in naming his yards after the 
counties in which they were lo- 
cated. In this yard we met 
Jason V. Ashba, the local man- 
ager; a man of tremendous en- 
ergy, who is intensely preoccu- 
pied with the numerous prob- 
lems of lumber handling and 
merchandising. 


VALUE OF COURTEOUS 
PERSISTENCE 


One of the first things we no- 
ticed in the office, after observ- 
ing the orderly and businesslike 
atmosphere of the place and the 
instant and cordial salutation by 
the people back of the desk, was 
a neat placard carrying the 








terms of sale. 
ness Bureau, and while these 
terms are adequate they could be 
matched in exact efficiency in 
many other places. 
that is not so usual is that Mr. 
Ashba takes them seriously and 
works on them all the time. He 
told us with pardonable pride 
that a collection agent came in, 
some time ago, and tried to sell 
him a collection service, but 
after going over the books the 
collector said frankly that his 
services were not needed. 

Courteous persistence is at the 
bottom of these collections. Mr. 
Ashba, like most dealers, sends 
out statements as a matter of 
routine; but if they are ignored, 
he doesn’t wait a month to send 
out another statement. If the 
second statement gets no results, 
he does one of several things or 
all of them. Perhaps he begins 
sending a series of letters, and 
the last letter goes out regis- 
tered, by special delivery. Or he 
may begin telephoning. He 
doesn’t telephone a man at his 
place of business, but waits until 
evening when the customer is at 
home. If he has no telephone, 
Mr. Ashba goes around in the 
evening and sees him personally. 
If a delinquent customer, who 
pays no attention to statements 
and letters, is reported in the 
papers as giving a bridge party, 
Mr. Ashba telephones him at his 
home that evening. The success 
of this method is not only in its 
persistence but also in its firm 
but friendly tone. Letters set an 
exact date: “I'll expect to see 
you in my office next Monday 
forenoon.” 

“Of course, all these things are 
embarrassing to me, and I don’t 
enjoy doing them,’ Mr. Ashba 





Neatness is a passion with the staff 
of the Peter Kuntz line of yards, as 
is indicated by this photograph of 
the stock of Weyerhaeuser packaged 
lumber at the Avenue Lumber & 
Supply Co., Marion, Ohio 


These were de- 
vised by the local Better Busi- 


The thing 
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said. “But when you give a map 
lumber on credit, you're giving 
him the equivalent of money. If 
you could go down this street 
three blocks and turn to the left 
one block and get a $5 bill, you’g 
do it. So would I. More yards 
fail or come close to failing be. 
cause of poor collections than for 
any other reason. You simply 
can’t have a healthy business yn. 
less collections are good. And as 
for making people mad, there are 
two things to be said about that. 
In the first place, you don’t have 
to act rough or quarrelsome; just 
make it plain you’re very much 
in earnest. It’s your money, and 
the man has promised to pay. If 
he has a really adequate reason 
why he can’t pay, something that 
came up after the deal was made, 
he’ll explain what it is. You can 
make new arrangements about 
when and how it’s to be settled. 
And if a man gets mad simply 
because he’s asked to pay and 
for no other reason, it’s pretty 
wise to know he’s that kind of 
fellow. I’ve found that if I make 
it plain I’m earnest and persist- 
ent in getting an agreement ful- 
filled, in a great majority of 
cases the debtor will pay.” 


SELLING GOODS 
THROUGH THE EYE 


But if collections are to be 
made, lumber must be sold, and 
Mr. Ashba is first and last a 
salesman. One of the devices 
which he says is of perhaps the 
greatest use to him is an uptown 
show window—not a store, but 
a window. On the main street 
is an empty store building, well 
located where the maximum 
number of people pass by. In 
fact, this is a series of windows. 
He gets the use of them without 
rent, for an attractive display is 
much better for the owner, and 
certainly for the neighboring 
shopkeepers, than is the depress- 
ing sight of dirty windows and 
empty display space. It costs 
him a trifle for lights and for 
having these lights turned on 
and off; and it costs about 75 
cents a month to keep the win- 
dows washed. 

This display is changed once 
in two weeks. It seemed espe 
cially important that these dis- 
plays should have a professional 
appearance; that they should be 
arranged by someone who under- 
stands window display. So Mr. 
Ashba interested the head deco- 
rator of one of the big stores. 
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Lumber Merchant Tells His Story 


AN OLD LINE LEADS IN NEW WAYS—GETTING THOSE 
ACCOUNTS COLLECTED—USING AN EMPTY WIN- 
DOW TO MAKE SALES—ENCOURAGING FARM SALES 


The yard decides on the general 
idea and hauls the material over, 
and this decorator arranges the 
windows. It was interesting and 
illuminating how this decorator 
prepared for his job. He came 
over and studied the yard itself 
as well as the stock. He askea 
innumerable questions about the 
stock, how it was used, what cus- 
tomers were interested in so far 
as specific materials were con- 
cerned, and how the stock was 
made. “When he got ready to 
arrange a Celotex display,” Mr. 
Ashba said, “he knew more about 
Celotex than the men who are 
manufacturing it.” 


PLANING MILL 
TO SALES ROOMS 


“These windows,” Mr. Ashba 
said, “are one of the best pulling 
devices we ever tried. Many peo- 
ple see them who don’t often 
pass along the yard. They stop 
and study the articles and spend 
much more time than they would 
in the yard. When they come 
here they usually know what 
they want, and they get it and 
go away. But they can look at 
the windows as long as they 
wish, studying and dreaming 
over the goods shown. In time 
I hope and expect to put-a range 
of windows in the yard itself. 
When we took the plant over, a 
few years ago, it had a rather 
large planing mill. .We still oper- 
ate some of the machines, but 
naturally there is less use for 
machinery now than in the past, 
and I imagine that the planing 
mill:part of the business never 
will be as extensive again as it 
used to be. Gradually we are 
extending our sales space back 
into the mill space, to take care 
of hardware and the like. When 
conditions justify it, we intend 
to take over a considerable part 
of this space for sales rooms. 
But I hope never to be without 
uptown window space. Our ex- 
perience is that its selling power 
is large and important.” 

At the time of our visit the 
windows contained a Johns-Man- 
ville display, of both materials 
and the million-dollar financing 
plan. There were displays of 
Red Top insulating wool, un- 
painted kitchen cabinets, screens, 
flower boxes and paints. Pla- 
cards explaining the various 
items were important factors. 

The whole plant has a busi- 
hesslike order that is not in the 
least accidental. And one factor 
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in this orderliness is the “pick- 
up habit.” Every person on the 
staff is trained always to watch 
for disorder and to put it 
straight. Once the place is thor- 
oughly in order, only a little 
effort and constant watching are 
needed to keep it that way. As 
we walked through one of the 
warerooms, Mr. Ashba turned a 
roll of roofing so that the label 
was straight in front, and picked 
up three or four pieces of paper, 
after which the place was as 
orderly as a Dutch kitchen. After 
taking over the plant, the com- 
pany divided the large bins down 
the middle and arranged them 
so the stock fits snugly. 

“There are some grades of 2 by 
4’s that have a tendency to 
crook,” Mr. Ashba said. “Those 
that are loose on the top layer 
of a bin are likely to do it. But 
if that top is narrow, the danger 
is reduced by that much. We sell 
out the narrow bins clear to the 
bottom, which means that dis- 
colored stock doesn’t collect at 
the bottom. With divided bins, 
we can guard against having dis- 
colored stock, without the labor 
of taking it out and putting new 
stock at the bottom. 


HOW THE FARMER 
DOES BUSINESS 


“We are encouraging farmer 
trade. A farmer has ways of his 
own in buying. He doesn’t get 
to town often, and when he 
comes he plans to make a day 
of it. He visits the yard, asks 
innumerable questions about 
price and quality, looks the stock 
over at length, and probably goes 
home to think it over. Then he 
comes in with his team or truck 
and looks at every piece as it is 
loaded, and has to have grades 
and such things explained to 
him. Some city yards don’t like 
to spend this extra time, and 
show their feelings rather 
plainly, so the farmer doesn’t 
come back. We're willing to 
meet him on his own terms, so 
far as his ways of selling him- 
self are concerned. Naturally we 
don’t let him set prices or terms 





The Allen County Lumber & Supply 
Co., of Lima, Ohio, is a Peter Kuntz 
yard, which succeeds in impressing 
its orderliness and 
neatness, and thus enhances in their 


opinion the value of the merchan- 
dise offered 


customers with 





Jason V. Ashba, manager of 
the Allen County Lumber & 
Supply Co., Lima, Ohio, im- 
proves his salesmanship by 
taking an outside view of the 
business; and finds that per- 
sistence in making collections 
can be courteous and yet yield 
fine results 





of credit. In this way we’re 
adding rather rapidly to our 
farm sales. Our fence sales are 
double this year what they were 
last; and that’s important, for 
fence competition is so keen that 
there must be a rather rapid 
turnover to justify a yard in han- 
dling the line. 


“Some time ago I decided to 
do some advertising to farmers. 
I had a lot of samples and bulle- 
tins and other advertising mat- 
ter sent me by manufacturers; 
so we laid out all this on boards 
placed across trestles, got some 
boys in and fed them ice cream 
and had a sort of picnic. Each 
boy would take a big envelope 
with the firm name and other 
matter printed on it, and would 
go down the line placing one 
item from each pile in the envel- 
ope. Then the envelopes were 
stitched. I loaded these envel- 
opes onto a truck and sent it out 
on a Saturday afternoon when 
the yard was closed. The boys 
tossed an envelope into each 
farm yard as they drove by. This 
plan brought a good many sales; 
and I remember in particular 
one sale that resulted. 

“Months later a farm woman 
came in and asked about a cor- 
ner cupboard, advertised to be 
made out of a certain kind of 
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wallboard. 


She had lost her 
booklet, we didn’t have any left, 
and when I wrote the company 
it replied that the bocklet was 
out of print. But I found what 
she wanted and had it made up. 
The profit on that one sale more 
than paid the cost of that entire 
advertising effort.” 


THE BUSINESS OF 
MAKING SALESMEN 


The entire staff is trained in 
salesmanship, and this training 
rests upon two facts in customer 
psychology. A person coming to 
a place of business likes espe- 
cially two things: Attention and 
appreciation. In one or two cases 
Mr. Ashba has definitely and per- 
sistently trained a helper to 
recognize instantly and courte- 
ously, anyone who comes into 
the office. There is an atmosphere 
of friendly attention apparent 
the moment a person enters the 
door. 

“An old man told me once,” 
Mr. Ashba said, “that I could 
learn two important things from 
others about running my busi- 
ness: How to do a thing, and 
how not to do it. I’ve followed 
his advice and have watched 
what happened when I went into 
stores as a customer. I know 


pretty well how a customer feels 
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and what influences him. So I’m 
trying always to see how this 
office and yard impresses a cus- 





tomer—when he approaches it, 
when he steps into the office, 
when he goes into the yard. 


Neatness and order are impor- 


tant. They create the impression - 


that we value our own stock; 
and not many people care to buy 
anything that’s dragged out of 
what looks like a pile of waste. 
The things a customer sees when 
he comes in will help to remind 
him of other articles he needs, 
and I want to arrange those 
things attractively and to select 
those that will interest the larg- 
est number of visitors. And cer- 
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tainly the matter of attention 
and recognition by the people in 
the office are important. I know 
all too well the surprise, disgust 
and irritation I feel when I go 
into a store and find that no one 
seems to care whether I stay or 
go.” 


TWENTY CENTS TOO MUCH, 
A QUARTER TOO LITTLE 


This yard does not cut prices, 
and it stays away from other de- 
vices that actually cut prices 
without seeming to do so—such 
as giving away items with a sale. 
Mr. Ashba told a story that prob- 
ably has some bearing on this 
point of buyer psychology. 





Some time ago he joined ina 
building show and decided that 
probably, under such circum- 
stances, he’d better have some 
souvenirs; so he ordered a sup- 
ply of breadboards cut out in the 
form of a pig. They came from 
the Red River Lumber Co. in 
California, but the order was a 
little late in going out, and the 
stock arrived after the show was 
over. The boards remained in 
the warehouse for some months. 
Then the yard had a seasonal 
opening, and Mr. Ashba brought 
out the boards. He decided to 
sell them. Twenty cents would 
show a profit. But if people 
would pay that much they’d pay 
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25 cents, and they’d probably 
pay 30 cents more readily, for g 
quarter is a stock price and 
might mean the boards were not 
worth that much. It is a know) 
fact that a higher but odd price 
will usually stimulate sales, gp» 
they were priced at 30 cents, ang 
every one was sold. Many were 
wrapped to be mailed out, and q 
few were actually bought and 
mailed back to California, the 
State from which they came. 
Price is important, to be sure 
But it’s not always so important 
as some dealers think. At least | 
in certain items it doesn’t weigh 
as heavily as other factors of 
salesmanship. 





Dealer Secures $10,000 In 
Modernizing Jobs 


San Dieco, CAuir., Oct. 8.—H. 
L. Miner, secretary Whiting-Mead 
Co., with main store and office at 
14th and K streets, this city, in- 
forms the AMERICAN LUMBERMAN 
that FHA modernizing jobs taken 
by his company up to Sept. 24 
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Because some banks are not en- 
thusiastic about the plan, even go- 
ing to the extent of discouraging 
the applicant, we prefer to make 
the first contact, and present the 
application ourselves, or go with 
our customer to the bank. How- 








This replica of a home is a feature of the new display room of the 


Whiting-Mead Co. Its exterior 


and 


interior serve to demonstrate 


products handled 


amount to approximately $10,000, 
the jobs averaging $425 each. 

“Less than 10 percent of our ap- 
plications have been turned down 
by the banks, and those which 
failed to pass were declined because 
of misleading or incorrect informa- 
tion furnished by the applicant, or 
other unfavorable conditions,” said 
Mr. Miner. 

“Each of our six places of busi- 
ness,” he continued, “is supplied 
with application blanks and infor- 
mation furnished by the FHA. We 
assist each applicant in filling out 
the credit application and before 
presenting it to the bank feel rea- 
sonably sure that it meets the re- 
quirements. Assistance is also given 
the customer in estimating the ma- 
terial needed, and the approximate 
total completed cost. 


ever, in San Diego our experience 
with the banks has been satisfac- 
tory; any lack of co-operation be- 
ing at outside points served by 
branch banks which have to get in 
touch with the home office before 
passing on applications, causing de- 
lay and in some cases discourage- 
ment to the prospect.” 

The main office and store of the 
Whiting-Mead Co., which operates 
ten retail lumber and building ma- 
terial stores in southern California, 
is at 14 and K streets, where the 
plant occupies five acres, including 
store building, planing mill, sash 


and door warehouse, plumbing 
warehouse, lumber yards, etc., sup- 
plying—in accordance with its 


slogan—“Everything For Build- 
ing.” Branch stores are also oper- 
ated at 4065 University Avenue, 








Attractive entrance to 

new display room of the 

Whiting-Mead Co., sit- 

uated in the heart of 

San Diego’s shopping 
district 





East San Diego (six miles out) ; 
322 South Hill Street, Oceanside 
(forty miles north of San Diego) ; 
14th and Main Streets, El Centro, 
and 901 East Main Street, Braw- 
ley, (Imperial County—120 and 
134 miles east of San Diego). 
Keeping pace with the latest de- 
velopments along the lines of new 
construction and modernizing, the 
company on Sept. 1 opened a fine 
new display room at 416 Broad- 
way, in the heart of San Diego’s 
shopping district. The accompany- 
ing illustrations show some inter- 
esting phases of this establishment. 
The slogan “Helps For Better 
Homes” appears under the firm 
name in a neon-lighted sign. The 
store has a modern front, the en- 
trance display windows extending 






a 





back twenty feet. In these windows 
are attractive displays, which in- 
clude house plans furnished by 
leading architects of the city, also 
housing information, Government 
publications and bulletins relating 
to construction, remodeling, etc. 
The windows also contain samples 
of the latest modern, colored 
plumbing fixtures; samples of roof- 
ing, paint, hardware, electric fix- 
tures, etc. An electric washing 
machine, electric refrigerator and 
radio also appear in the window. 
Entering the store, the visitor 
observes, thirty feet back from the 
front door, a reproduction of the 
front entrance of a home, with 
brick porch floor, simulated “lawn” 
of green carpet, porch furniture, 
potted plants, and general home 


LA 


Showing part of the new downtown display room of the Whiting-Mead 
Co., affording an idea of the variety of modern home equipment stocked 
by this firm 
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atmosphere. Inside the “home” are shown, 
among other features, three patterns of hard- 
wood floors; low partitions separating three 
hathrooms and showers; a cedar-lined closet, 
and, as a climax of the housewife’s dream, a 
modern kitchen, with all the latest built-in 
gxtures, plus back porch in perfect ordet 
with laundry trays, heater, washing ma- 
chine etc. The walls are finished in various 
combinations of interior stucco, tile and 
sijlex, all in attractive colors. 

~ On the balcony is a ladies’ parlor, cozy 
and attractive with easy chairs, settee, 
dresser and magazine rack. A portion of this 


Visitors are 
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room also is utilized to display colored 
plumbing fixtures. 

Mr. Miner explains that in planning and 
equipping this fine display the underlying 
purpose has been not only to attract visitors, 
but to stimulate desire for possession of a 
modern, well equipped home. Visitors are 
met by representatives qualified to answer 
any questions concerning building problems 
and materials. Architects are also available 
for planning and estimating costs. “While 
we have been open only a short time,” said 
Mr. Miner, “the results are most satisfac- 
tory.” 


Impressed By 


Retail Plant 


HEALDSBURG, CALIF., Oct. 9.—The pano- 
ramic photograph of the yard of the Healds- 
burg Lumber Co. reproduced on this page 
shows the thoroughly modern and efficient 
layout of this up-and-coming retail concern 
—one of the outstanding leaders in the lum- 
ber industry of this State. 

Recently the California staff of the Ham- 


layout; the well organized delivery service; 
efficient accounting department; well as- 
sorted stock, and last but not least, the per- 
sonnel. 

The plant is located in Healdsburg, Sono- 
ma County—a town of 2,100 population. It 
is situated at the intersection of W. S. High- 
way 101 and a main cross-highway near the 
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2% 
s™. 








Reading left to right, starting with rear row: James Heick, Hammond Lumber 
Co., Watsonville; W. H. Endloe, manager Hammond Lumber Co., Watsonville; 
George Malm, Malm & Angle Lumber Co., Dos Palos; George W. Gor- 
man, sales manager Hammond Lumber Co., San Francisco; J. Dubrey, Ham- 
mond Lumber Co., Watsonville; F. K. Piel, Hammond Lumber Co., San Fran- 
cisco; W. A. Wallace, Hammond Lumber Co., San Francisco; Fred J. Miller, 
assistant manager Healdsburg Lumber Co., Healdsburg; L. D. Gilbert, president 
Healdsburg Lumber Co., Healdsburg; R. D. Hunne, Malm & Angle Lumber 
Co., Dos Palos; F. A. Egnell, Hammond Lumber Co., San Francisco: C. L. 
Marsh, Hammond Lumber Co., Madera; J. D. Delano, Hammond Lumber Co., 
Madera; R. C. Caldwell, Hammond Lumber Co., San Francisco; C. Coonan, 
Hammond Lumber Co., San Francisco 








mond Lumber Co. visited the Healdsburg 
plant, on a tour of inspection, being the 
guests of the local staff for the day. Upon 
that occasion the accompanying group photo- 
graph was taken, showing as handsome and 
upstanding a bunch of lumbermen as could 
be got together anywhere. 

The visitors were particularly impressed 
with the order, cleanliness and generally fine 
appearance of the plant. Other special fea- 
tures which appealed to them were its favor- 
able location; arrangement and _ general 


center of the town, on a railroad spur. It 
occupies 2% acres. Ten warehouses shelter 
most of the stock. A well equipped planing 
mill occupies the center of the yard. 

Methods of warehousing, merchandising 
and sales service in paint, roofing, hardware, 
fuel and building materials, were closely 
studied by the visitors. After several hours 
of interested inspection, and enjoying some 
iced California orange juice, the party left 
by automobiles for Eureka to visit the Ham- 
mond Lumber Co.’s plant there. 
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National Hardwood Considers Housing 
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Code, Rail Rates, Government Spending | 


CINCINNATI, Oulo, Oct. 8.—With an attend- 
ance of twenty-five of its thirty directors, 
and approximately 85 percent of its mem- 
bership, the thirty-seventh annual convention 
of the National Hardwood Lumber Associa- 
tion, held here Sept. 27 and 28, was unques- 
tionably the most successful in many years. 
At every session the Hall of Mirrors of the 
Hotel Netherland Plaza, headquarters of the 


convention, was comfortably filled, and for 
several important meetings every seat was 
taken, with many persons standing. The 


big feature of the convention was the annual 
banquet, which from first to last was every- 
thing the committee and its guests could 
have wished; this was attended by virtually 
all of the more than 400 lumbermen who 
were delegates at the convention. 

Highlights of the convention proper were: 
The open forum on the Lumber Code, at 
which there was an address by L. J. Martin, 
chief of the Compliance Division, NRA, 
Washington, D. C., followed by a general 
discussion of Code matters. The symposium 
on Federal Housing, at which enlightening 
speeches were made by Hon. A. O. Eber- 
hart, twice governor of Minnesota and a 
voluntary assistant to Hon. James A. Mof- 
fett, Federal Housing Administrator, and by 
Bleecker Marquette, executive secretary of 
the Better Housing Council of Cincinnati. 
The address on “Government in Business,” 
by Morris Edwards, representative of the 
Chamber of Commerce of the United States. 
Mr. Martin spoke at the afternoon session 
of the first day’s meeting; Governor Eber- 
hart at the morning session of the second 
day, and Mr. Edwards at the afternoon ses- 
sion of the second, or closing day. In ad- 
dition was the much appreciated address of 
John J. Rowe, president of the Fifth Third 
Union Trust Co., Cincinnati, in which he 
discussed general business conditions in a 
comprehensive manner. 


Cincinnati Extends Cordial Welcome 


In the absence of the mayor of Cincinnati, 
Hon. Russell Wilson, the address of welcome 
was delivered by Hon. Anthony Dunlap, 
member of the City Council of the host city. 
Mr. Dunlap made an historical survey of 
the service rendered by lumber to civiliza- 
tion and expressed appreciation of the co- 
operation which the hardwood merchants 
and manufacturers were giving the President 
in support of his Federal Housing Program. 
The response to Mr. Dunlap’s greeting was 
given by E. V. Babcock, of Pittsburgh, a 
pioneer in the field of hardwood operations, 
who referred to the first time that Cincin- 
nati had honored the National Hardwood 
Lumber Association almost thirty years ago 
by being its host. He said that from the 
hearty reception given himself and his fel- 
low delegates the night previous at the din- 
ner at the Kenwood Country Club, when the 
Cincinnati Lumbermen’s Golf Association 
had entertained the hardwooders, he felt as- 
sured of the hospitality of Cincinnati lum- 
bermen. Based on his extended experience, 
he offered a few words of sound advice about 
running a lumber business in the New Era. 
Association Executives Are Heard From 

Wilson H. Lear, of Philadelphia, acting 
president, had been called upon to become 
presiding officer by the much lamented death 
on May 10 last of John R. Thistlethwaite, 
of Opelousas, La. Mr. Lear was first vice 
president of the association at the time of 
President Thistlethwaite’s passing. Mr. Lear 
gave a eulogy of the dead executive. He 


also told of the promotion of John W. Mc- 
Clure, of Memphis, to the office of secretary- 
treasurer on the resignation of L. S. Beale 
to take charge of Lumber Code matters as 
counsellor in Washington, D. C. 

Mr. Lear reviewed the affairs of the asso- 
ciation for the last year, and said that he 
felt the organization needed the support and 
co-operation of its membership now more 
than ever, to make the coming year as com- 
plete a success as all hoped it would be. 

The report of John W. McClure, secre- 
tary-treasurer, was next read. He empha- 
sized the necessity of undertaking a trade 
promotion campaign for hardwoods. He said 
that through good management of his prede- 
cessor, Mr. Beale, coupled with the active 
co-operation of the membership, the associa- 
tion had been kept in the black at all times. 
He complimented his assistant, George C. 
Ehemann, now in charge of the inspection 
department and details of the organization, 
on his excellent work. 


Repair Campaign Should Revive Business 


John J. Rowe, president of the Fifth Third 
Union Trust Co., Cincinnati, was next intro- 
duced to the convention and delivered his 
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address on “Banks and Business.” Ajiter 
making a review of the various crises with 
which America had been afflicted since its 
establishment as a_ republic, Mr. Rowe 
touched upon the present monetary situa- 
tion. He ended with a comment on the 
Federal Housing Act, which he praised as a 
means of encouraging the spending of money 
by the people at large. He said it was the 
patriotic duty of every householder who 
could afford it to make improvements at 
once so as to diminish Government spending 
for relief. He said that to do so would not 
only help the lumber and construction and 
building materials industries, but the pros- 
perity of these establishments would eventu- 
ally bring a nation-wide business revival 
without further drain on the resources of 
the public at large and without entailing the 
fear of further tax increases. The speech 
of Mr. Rowe was warmly applauded. 

At the opening of the afternoon session of 
the first day of the convention, President 
Lear made the announcement that Secretary 
McClure had received telegrams from C. C. 
Sheppard, chairman of the National Control 






Committee, Lumber Code Authority, 
Washington and David T. Mason, executiye 
oficer, Lumber Code Authority, that they 
had been detained in Washington by impor- 
tant conferences relative to NRA Code af. 
fairs. They had telegraphed messages of re. 
gret, and Mr. Sheppard had asked L, § 
Beale to speak on the subject which he had | 
intended to discuss. President Lear also 
stated that the afternoon session would be 
resolved into a general discussion of Lumber 
Code problems, following the addresses of 
L. J. Martin, chief of the Compliance Diyi- 
sion of NRA, and Mr. Beale. 


Tells of Efforts to Enforce Code Prices 


The major part of the address of Mr, 
Martin was devoted to a discussion of the 
Fisher Body Corporation investigation, and 
a description of what steps had been and 
were being taken to trace up alleged viola- 
tions of Code prices in one of its large pur- | 
chases. He said that from the best infor. | 
mation obtained from the Department of | 
Justice agents who are scattered through 
Mississippi, Tennessee and Arkansas investi- 
gating the books of the various mills which 
are said to have been involved in the alleged 
contracts, there had been some 62 mills in- 
volved. Of these, he said, the litigation divi- 
sion of the Department of Justice had en- 
joined 32 mills from making further ship- 
ments to the body corporation. Further | 
steps would be taken as soon as the exam- 
ination of the books of the other 30 mills | 
was completed. He stated that it had devel- 
oped that the body corporation had sent out 
a circular to a group ot these southern hard- 
wood mills, saying that it would be willing 
to make contracts for some 50,000,000 feet 
of hardwoods on a basis of 12% percent cut | 
under the minimum prices set July 20 by 
the Lumber Code Authority for those grades 
of hardwoods. He added that unquestionably | 
several large shipments had been made, but 
that the Department was hopeful to prevent, 
through the injunctions issued, further ship- 
ments on the contracts. He stated that 
friends of the mills involved had given the 
impression that the making of the contract 
was to be in the nature of a legal test of 
the minimum price structure. 


Enforcement Official Invites Co-operation | 


Speaking of the compliance of the hard- 
wood lumber industry with Code prices, he 
acknowledged that the price situation was 
demoralized, and that the mills which were 
playing fair with the NRA were having 2 
hard time because of the great number o! } 
chiselers. “The NRA is willing to work with 
the lumbermen,” he said, “but it can not 
nurse them. We are willing to do everything 
in our power to assist you in punishing the 
chiselers, but you must help yourselves to 
the extent of giving us freely and honestly 
every bit of evidence and data you possess. 
That is the only way to bring order out of 
chaos and stop the abuses which your OfF- 
ganizations seek to abate.” 

Mr. Martin was asked if there was not 
some form of damages which could be ob- 
tained against chiselers by those who had 
suffered from their machinations. He said 
that matter had been discussed and there 
had been some talk of liquidated damage Tre 
coveries. He thought the quickest metho 
of stopping chiseling was through the i 
junction suit. 

Answering questions from the floor, Mr. 
Martin developed a number of queries whic 
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NRA Compliance Official ls Quizzed on Enforcement of Minimum Code Prices 
— Modernization and Repair Campaign Seen as Great Aid to Business 
Recovery — Oppose Change in Rail Rate Basis That Would Restrict Hard- 
wood Markets — Criticize Government Business Ventures and Spending 


he said would have to be answered through 
the Litigation Division of the Department of 
Justice. 

Swamped with Complaints, Inquiries 


Through the query of Blucher Blair, 
Blountsville, Fla., it was shown that, the 
Department of Justice meant to investigate 
the body corporation involved. “I can say 
this,” said Mr. Martin, replying to Blair’s 
question, “the Department of Justice may 
soon take steps to investigate the possibility 
of proceeding against the Fisher Body Cor- 
poration to ascertain whether it may or may 
not have been guilty of conspiracy with the 
various southern mill operators and whole- 
salers to violate the Code.” 


E. M. Bonner, secretary-treasurer of the 
Atlas Lumber Co., Cincinnati, asked what 


deliveries had been made on these alleged 
contracts. He said he had tried to get the 
information from the Code Authority, but 
had not yet received a reply to his letter. 

Mr. Martin replied that correspondence 
had been much delayed because of the num- 
bers of complaints pending, and the huge 
mass of inquiries arriving from lumber firms 
all over the country. He said that, to the 
best of his recollection, up to a recent date 
there had been 4,600 Code violations re- 
ported, and some 3,800 cases involving the 
labor and hours clauses of the Lumber Code. 


Queried as to Effectiveness of Enforcement 


Max D. Miller, Marianna, Ark., asked if 
the Government would assist in obtaining 
evidence of Fair Practice Code violations. 
The speaker said that it was possible to ap- 
peal to the Federal Trade Commission for 
that assistance where an interstate shipment 
was involved. 

Replying to a question as to whether the 
Government intended to prosecute Code vio- 
lators, Mr. Martin said that the Department 
of Justice would have to answer it. In this 
connection Mr. Martin was asked how many 
Lumber Code violators had paid fines or if 
any had gone to jail. He said that he could 
not answer that at this time. All he would 
say was that Uncle Sam’s arms are long, and 
that persistent violators were generally 
caught up with and punished, no matter what 
the offense. That matter, he said, was out- 
side of the scope of the Compliance Division. 
If the questioners would write to the De- 
partment of Justice, they would probably re- 
ceive all information available. 


Up to Lumbermen to Maintain Prices 


Al P. Haake, Chicago, managing director 
of the National Association of Furniture 
Manufacturers, entered the general discus- 
sion when the matter of the cost-protection 
teature of the Code was mentioned. He said 
that he did not think that the cost-protection 
leature of the Code was wrong. He believed 
that every industry was entitled to a fair 
profit on its investment. Replying to the 
insinuation that certain furniture factories 
were encouraging Code price violations, he 
admitted that there were chiselers in the 
furniture factory line, as in other lines. He 
said that certain furniture factories com- 
plained that they were penalized if they tried 
to play fair with the lumbermen who was 
holding for the Code minimum. “But,” he 
said, “there is another angle to consider. 
The average furniture factory executive will 
Say, ‘I can’t pay Code prices for lumber 
when my competitor buys below the Code. 
My first thought must be how will this affect 


my business.’ It is true that furniture fac- 
tories are buying stock below Code prices. 
I know of quotations made to factories and 
purchases of birch made at $15; chestnut at 
$17 and maple at $22. It may be that 75 
percent of the lumber bought in the past 
two months has been below Code. All this 
may be true, but I submit that the attitude 
of such a factory, executive is wrong. What 
should be done is for the lumberman to 
maintain his prices so as to get a fair profit. 
There is no absolute resentment among fur- 
niture factories against the Code prices.” 


Code or No Code, Chiseler is Chiseler 


L. S. Beale said that anybody who tried 
to tell what was going on in Lumber Code 
circles at Washington was bound to get on 
a hot spot very soon. Things might be true 
one day which were entirely different the 
next day, because developments in the Hard- 
wood Code were so rapid. His opinion is 
that a Code is no substitute for self-help, 
and that methods so new could not be ex- 
pected to be readily put to satisfactory work- 
ing. He said that the National Hardwood 
Lumber Association grade marking amend- 
ment had now reached a final stage, and 
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was almost ready for publication. There 
was a time, he said, when the National 
Hardwood Lumber’ Association inspection 


meant that you had to ship what the grade 
called for, rather than what the price called 
for. Now the Code was having peculiar ef- 
fect. It seemed that you had to ship above 
grade to reduce the price. 

Mr. Beale said hardly any phase of the 
Code could be discussed without discussing 
the minimum prices. He said opponents 
claim that the present minimums are unen- 
forceable. “My opinion is that the men who 
have always lowered the price levels will 
continue to feel the urge to sell under any 
minimum that may be established. If a man 
is going to be a chiseler, he will be a chiseler 
no matter what minimum is set, especially 
when the volume of business is small and 
competition is keen. If he doesn’t chisel on 
men’s wages, he will on production control 
or minimum prices. You can not depend 
upon the men employed to report wage vio- 
lations. Employees will be afraid to lose 
their jobs, no matter how much they are cut. 


It takes examination of the books to prove 
violations,’ Mr. Beale concluded. 


Compliance Preferred to Enforcement 


Answering questions by mill men, the 
speaker said he believed it was better to 
obtain voluntary compliance than to depend 
upon the big stick or jails and fines. He 
thought that it was better to have 95 per- 
cent compliance and 5 percent enforcement, 
than 5 percent compliance and 95 percent 
enforcement. If you insist on the enforce- 
ment, the price violator will take the busi- 
ness, while the price compliance man will 
get the hot end of the stick. 

Mr. Beale said the minimum price would 
keep the chiseler from cutting too much be- 
low it. Without a minimum there would be 
no stopping the chiseler, but by fixing a 
minimum, instead of cutting from $35 to $25 
or to $20, as the case might be, the chiseler 
would go only so far under the minimum. 
Speaking of the new Article IX of the Code, 
Mr. Beale said it was not established on the 
basis of the weighted average cost of the 
industry, but on the reasonable cost basis, 
because of the presence of the low-cost op- 
erator who will not take cognizance of the 
cost of his stumpage or of his labor and 
overhead. Mr. Beale said that there are some 
mill men whe have the peculiar idea that a 
man who makes a profit ought to be thrown 
out of the industry. He thought that if a4 
proper weighted average cost could be estab- 
lished on not too high a basis, it ought to 
be an equitable solution. 


Present Price Level Sustained by Code 


“My impression is,” said Mr. Beale, “that 
if the minimum price is abandoned, there 
would be an overnight drop of $10 in the 
average prices. Conditions would be worse 
than in 1932 and 1933. We might get a drop 
of as much as $25 in some items, and only 
$3 to $5 in others, but the average drop 
would be around $10, in my opinion. The 
man who advocates minimum price abandon- 
ment places himself in a difficult position. 
The trouble is that once you break the mar- 
ket you will have all the trouble of trying 
to build it up again. I have said that if the 
cost-protection had been placed on a lower 
level of minimums, we would not have had 
all this trouble. Maybe so, but I am not 
now so sure of it as I was. Where would 
you establish confidence in the lower mini- 
mum? The agitation for the minimum price 
abandonment might contribute to freezing 
the market again to a point where everyone 
is waiting until the lowest price is reached. 
That would be bad and would demoralize 
everything. 


Wholesalers’ Code Is Essential 


Some people tell us that price fixing might 
go in an industry which is small and closely 
knit, but in the lumber industry where there 
are 35,000 units it results in chaos. That is 
the same as saying that, because I have 
found a crooked railroad man who is willing 
to miss-bill my rates, I should say that all 
freight rates are too high and should be 
lowered. The furniture factories are one rea- 
son for the chiseling in the hardwood indus- 
try. They shop from wholesaler to whole- 
saler and try to get each to under cut the 
other, and if they can not do that they go 
to the mills direct and try to get them to 
chisel a little further. The trouble in the 
whole situation is that the wholesalers are 
not under a Code. They have not ironed out 
the differences of opinion as to what is a 
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wholesaler and what is a retailer. A defini- 
tion has been offered, but it does not suit 
the wholesalers or the trade in general. The 
objectors have 15 days in which to submit 
a new definition. The whole picture is now 
much confused.” 


Hear About Southwest Rate Boost 


Just at this juncture a telegram was read 
by Secretary McClure from David T. Mason, 
executive officer, Lumber Code Authority at 
Washington, which stated that the railroads 
in the Southern territory proposed to cancel 
all commodity rates on lumber and forest 
products, effective Oct. 22. 

John I. Shafer, South Bend, Ind., whole- 
saler, notified the convention that the South- 
ern Hardwood Traffic Association district 
managers at Louisville and Cincinnati had 
held a meeting on that proposal, and that a 
fund was being raised to contest the increase 
in rates. 


Supply and Demand Governs Prices 


J. G. MclIlvain, Philadelphia, referred to a 
statement by Mr. Beale that if the minimum 
price was abandoned by NRA, it would 
mean an overnight depreciation of fully $10 
per thousand in prices. “If the cost-protec- 
tion feature interferes with the law of sup- 
ply and demand to the extent of $10 per 
thousand feet, it must go. The important 
thing is to insure regular employment of 
your men operating on a wage that gives 
them the buying power to furnish a demand 
for industrial products.” 

W. H. Burroughs, Lynchburg, Va., speak- 
ing for the small mills, said that the cost- 
protective feature of the Code was a neces- 
sity. If it were taken away, he said, it would 
mean that men would work for 10 to 12 
cents an hour to compete with the chiselers. 
He said the lumber wholesalers and furni- 
ture factories should assume the responsibil- 
ity for cutting prices, and see to it that a 
higher ethical price standard is maintained. 
He said he had worked up case after case 
against chiselers but had gotten nowhere. 
He hoped to see the day when the prosecu- 
tions of Code violators would start. 


Tell Importance of Housing Campaign 


At the Friday morning session there were 
several very important papers. The first was 
by Hon. A. O. Eberhart, twice governor of 
Minnesota and voluntary assistant to James 
A. Moffett, Administrator of the Federal 
Housing Administration at Washington. 
Governor Eberhart made an eloquent plea 
for support for the Housing Program. His 
address was followed by a talk on “Better 
Housing” by Bleecker Marquette, executive 
secretary of the Better Housing Council of 
Cincinnati, which was very much in the same 
vein. Marquette told of the plans made by 
the Modernization of Homes Committee of 
the Cincinnati Chamber of Commerce. 

Following these addresses, George C. Ehe- 
mann, chairman of the inspection rules com- 
mittee of the association, presented his report 
containing a number of minor changes in the 
inspection rules, which were adopted by a 
motion from the floor. 


Scores Government Competition, Spending 


The afternoon session was taken up by 
two addresses and the completion of the un- 
finished business of the convention. The 
first address was by Morris Edwards, field 
representative of the U. S. Chamber of Com- 
merce, who presented a protest against 
“Government in Business.” This was ended 
by the reading of a resolution which was 
adopted by the U. S. Chamber of Commerce 
at a recent session, calling upon President 
Roosevelt to tell when he planned to balance 
the budget by the stoppage of Government 
spending on so called non-essential projects. 

The other report was by H. Brooke Sale, 
national councillor of the U. S. Chamber 
of Commerce and a vice president of the 
NHLA. Mr. Sale made a statement as to 
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what had happened in Washington when 
the U. S. Chamber committee asked the 
President to stop spending money. Mr. Sale 
concluded by introducing the resolution in 
which President Roosevelt was earnestly re- 
quested to make a statement to the business 
men of the nation as to when he meant to 
take steps toward balancing the budget. 


Rate Boost Would Paralyze Industry 


A resolution was also introduced on the 
subject of the increase in freight rates by 
the railroads. This recommended that the 
lumber industry make a study of the pro- 
posed rate increase in a co-operative spirit, 
in which due consideration will be given to 
the fact that when railroads were prosperous 
they were among the best customers of the 
hardwood manufacturers and wholesalers. 
When this resolution was up for passage, 
John I. Shafer, of South Bend made a state- 
ment as to the effect of the cancellation of 
the commodity rates in Central Freight As- 
sociation Territory, which virtually placed 
them on a sixth class basis. He said he was 
not opposed to reasonable rate increases by 
the railroads, and would not oppose the res- 
olution, but he thought his fellow delegates 
ought to know that this cancellation pro- 
posal would almost paralyze the hardwood 





E. R. PLUNKETT, 


H. BROOKE SALE, 
Columbia, S. C.; 
Third Vice President 


New Rochelle, N. Y.; 
Elected Director 


industry in the CFA territory. He said that 
the Pacific Coast lumber would be able to 
come into CFA territory as a strong com- 
petitor. He said the rate increases would 
boost rates from St. Louis to the Atlantic 
seaboard from 4 to 13 cents a hundred 
pounds. Resolutions were adopted thanking 
the Hotel Netherland Plaza for courtesies; 
thanking E. C. Atkins & Co. for convention 
badges, and the Algoma Plywood & Veneer 
Co. of Algoma, Wis., for the covering of the 
badges. 

Members of the association, who have been 
regular attendants at the conventions for 
many years, missed the familiar face of the 
late George W. Burgoyne, who for so many 
years served the association as official re- 
porter. However, they were pleased to note 
that his work had been taken up by his son, 
L. C. Burgoyne, who, like his lamented 
father, in whose footsteps he is following, 
handled the official report expeditiously. 


Officers and Directors Elected 


When the call was made for nominations 
for officers, Charles A. Goodman, Marinette, 
Wis., proposed the name of Director George 
N. Harder, who is vice president and general 
manager of the I. Stephenson Co., located at 
Wells, Mich. Mr. Goodman eulogized his 
candidate as a native Pennsylvanian who 
had made good in every job he undertook. 
His nomination was seconded by Wilson H. 
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Unite to 





Lear, Philadelphia, acting president of the 
association, who himself declined the nom- 
ination for the presidency. He was duly 
elected and a committee composed of Charles 
H. Barnaby, of Greencastle, Ind.; John | 
Shafer, South Bend, Ind., and M. J. Foy 
of Iron Mountain, Mich., was named to ¢, 
cort the new official to the rostrum. Preg. 
dent Harder said that he assumed the posi- 
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service what he might lack in oratorical abjj. 
ity. He would exact three conditions: First 
loyal support of every member; second, ab. 
sence of friction in the organization, and, 
third, active support of every member, who 
should consider himself a member of the 
membership committee. 

Wilson H. Lear was then nominated as 
first vice president by Gibson Mcllvain, of 


Philadelphia. After being elected unani. itor 
mously Mr. Lear said that he was a great a cart 
believer in the association, and predicted Ae 

or Official 


great success for it under the direction of its 
new president. Thomas Blagden, of New 
York, was unanimously re-elected mun 
vice president, and H. Brooke Sale, of Co- 
lumbus, S. C., was chosen by acclamation 
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third vice president to succeed himself. The a " sta 
following directors were elected: chooks, et 

For three year term—George F. Kerns, Chi- list. 
cago; E. V. Babcock, Pittsburgh; Max D. Miller, Howeve 
Marianna, Ark.; Zeno Nelson, Grand Rapids, | Associatio 


Mich.; Henderson Baker, Nashville, Tenn.; D, J. 
Cahill, Los Angeles, Calif.; M. J. Fox, Iron 
Mountain, Mich.; Arthur E. McLean, Little 
Rock, Ark.; E. R. Plunkett, New Rochelle, 
N. Y.; G. A. Vangsness, Chicago; and Ed. M. 
Vestal, Knoxville, Tenn. For one-year term— 
E. B. Maxwell, Montreal, Canada, to succeed 
E. B. Strong, and Gibson E. MelIlvain, of Phila 
delphia, to succeed John W. McClure, re-elected 
secretary-treasurer. 


3efore adjourning the convention, the fol- 
lowing visiting officials of affiliated bodies 
were introduced: D. Carlyle McLea, presi- 
dent National Wholesale Yards Distributing 
Association, Baltimore; G. A. Vangsness, 
secretary National Association of Hardwood 
Wholesalers, Chicago; O. T. Swan, secretary 
Northern Hemlock & Hardwood Manufac- 
turers’ Association; Fred Bringardner, act 9 
ing president Hardwood Manufacturers’ In- © 
stitute; W. W.  Fobes, secretary North J 
Central Hardwood Association, and L., S. 
Seale, secretary Mahogany Association. 











Denver Debates New 












wa and allie 
Building Code Interstat 
Denver, Coro., Oct. 8—Work on the draft- [pension 
ing of a new building code for this city is now | result in 
in its final stages and, according to W. T. § to becor 
Hedgecock, city building inspector, this code merce C 
soon will be ready for approval by the city tion, anc 
council. Mr. Hedgecock estimates that after modity 
the code is adopted, building costs will drop Proposec 
from 5 to 15 percent. Commenting on the pro- fF S!0”, an 
posed code he said: “In general, the new code Washin; 
has followed the line of the Pacific Coast Build- The | 
ing Conference, and has recommended coi- wood 7 
struction to conform with the standard practice manage! 
throughout the country.” and ass 
Further commenting, he said: “The point Memphi 
that is meeting with the most opposition is 4 wood T 
proposal by the lumber dealers which would body, re 
permit the construction of brick veneer build- ville of 
ings in residential districts.” Most of the op- the rail 
position to the measure is being voiced by brick the lur 
dealers and the fire department, who claim that states 
a fire in such a structure is hard to fight. Ohio, o 
Another code proposal, which is being de- Oct. 2, 
bated, would make it necessary for all con- a meeti 
tractors and builders to be licensed by a board one at 
that would have power to pass on qualifications tion an 
and revoke licenses for violations. . prot 
A series of conferences is being held by Mr. gy | 
Hedgecock before the proposed code is pub- His be 
lished. The code is expected to be ready soon et 
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Unite to Resist Change of Rates 


to Class Basis 


LovisviLtE, Ky., Oct. 8.—A very impor- 
tant freight traffic case has developed, which 


) will affect very seriously the lumber, cooperage, 


yeneer, plywood and all other forest products 
industries, provided the carriers in the Official 


S Classification Territory should get away with 


their program for cancellation of commodity 
rates, and substitution of class rates, which 
would be little other than mileage scale rates. 
It would result in advances of from 10 to 50 
percent in freight charges on raw materials, 
virtually do away with the long haul, create 
different rates for every mill shipping material, 
and destroy group rates now enjoyed by ship- 
pers in a given community. The long-haul ship- 


per would have none of the present advantages 


of the long-haul rates, which have made it pos- 
sible for him to compete with the short-haul 
competitor. 

The carriers in the so called Northern States, 
or Official Classification Territory, including 
Indiana, Illinois, Michigan, Ohio, Pennsylvania, 
West Virginia and Virginia, and including 
Ohio River points in Kentucky, sought cancella- 
tion, effective Oct. 1, of all commodity rates on 
lumber, veneer, built up woods, dimension 
stock, staves, heading, box material, K. 
shooks, etc., and other forest products in the 
St. 

_~ the Southern Hardwood Traffic 
Association, acting for the lumber, cooperage 
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man, Quirk & Graham, of Louisville and Wash- 
ington, were employed to do the legal work. 
This law firm has represented the traffic body 
in all traffic matters for years. 

It was decided to raise necessary funds 
through contributions of all interested parties, 
and appeals have been sent out over the entire 
affected territory to all persons and concerns 
affected, asking for subscriptions. The South- 
ern Hardwood Traffic Association will repre- 
sent all of its members, also members of the 
Associated Cooperage Industries of America, 
the American Walnut Manufacturers’ Associa- 
tion, and others. 

Meetings arranged by the industries have 
been well attended, and those attending fully 
realize the importance of the situation and are 
lending their full support to the program to 
combat the railroads’ proposal. 


Cincinnatians Pledge Support 
in Rate Fight 


CINCINNATI, Onto, Oct. 8.—Following ad- 
journment of the annual convention of the Na- 
tional Hardwood Lumber Association and at 
call of District Managers J. S. Thompson, 
Louisville and Tyler W. Elmes, Cincinnati, of 
the Southern Hardwood Traffic Association, 50 
prominent lumbermen met and decided to take 
steps at once to oppose the proposed cancel- 
lation by the railroads of competitive commodity 
rates effective Oct. 22, which would result in 
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AMERICA'S LITTLE 
HOUSE [in regard to 
which there appeared an 
article in the American 
Lumberman of Sept. |, 
page 33) was the scene, 
late in the afternoon of 
Friday, Sept. 7, of a small 
but festive “topping out" 
ceremony. Owners, build- 
ers and workmen gath- 
ered near the house after 
the highest point of the 
framework had been 
reached, and toasted the 
future of the little dem- 
onstration home which 
Better Homes in America, 
in collaboration with the 
Columbia Broadcasting 
System, is building at 
39th Street on Park Ave- 
nue, New York City. 
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and allied industries, filed a petition before the 
Interstate Commerce Commission, seeking sus- 
pension of the cancellation, which it held would 
result in extremely large increases if permitted 
to become effective, and the Interstate Com- 
merce Commision acted favorably on this peti- 
tion, and has suspended cancellation of the com- 
modity rates and substitution of class rates, or 
proposed changes, pending hearing and deci- 
sion, and has set the case down for hearing in 
Washington, on Oct. 22. 

The Louisville office of the Southern Hard- 
wood Traffic Association, Jess S. Thompson, 
manager, is handling the matter for the lumber 
and associated interests. C. A. New, of the 
Memphis or parent office of the Southern Hard- 
wood Traffic Association, and secretary of that 
body, recently spent several days with the Louis- 
ville office in arranging a program to combat 
the railroads. Mr. Thompson remarked that 
the lumbermen and allied industries of the 
States affected held a meeting in Cincinnati, 

hio, on Sept. 27, and another at Louisville on 
Oct. 2, also one at St. Louis, on Oct. 4, while 
a meeting will also be held at Kansas City, and 
one at Indianapolis, Ind., to consider the situa- 
tion and decide what action to take with a view 
to protecting the interests of the various af- 
fected industries. The result of these meetings 
as been an agreement whereby the Southern 
Hardwood Traffic Association will handle the 
case for the entire lumber industries, and Nor- 


higher rates on forest products. Mr. Thompson 
explained that the increases would interfere 
with the free movement of hardwood lumber, 
and that the substitution of sixth class rates, 
predicated on a mileage basis, has been pro- 
posed. This would have the effect, he said, 
of preventing free movement of lumber, and 
also tend to force a greater volume of business 


to the truck lines. It was also brought out that * 


the increased rates, which would be in addition 
to the proposed 10 percent nationwide increase, 
would result in charges higher than the traffic 
would bear, and would virtually eliminate long- 
haul competitive business by the railroads. It 
was also mentioned that these advances would 
permit undue competition by lumber from Paci- 
fic coast mills, which have lower production 
costs, generally speaking, and can ship by water 
through the Panama Canal to North Atlantic 
ports, then back-haul by rail to interior points, 
for less than the increased rates from hard- 
wood mill points to New England and North 
Atlantic destinations. It was proposed to em- 
ploy J. Van Norman, eminent traffic attorney, 
to defend the case, and a fund of more than 
$1,000 was pledged by a number of mills and 
wholesalers at the meeting. 

The president of the St. Louis Lumbermen’s 
Association practically assured the meeting that 
its membership would support the effort, both 
morally and financially, to combat this proposed 
rate increase. 
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Here’s aWay Back 
to PROFITS 


--- Mr. Lumber Dealer 


Investigate the profitable details of 
the “natural” of this generation . . . 
a 12-months-in-the-year seller. ..that 
is putting money in dealers’ pockets. 








Capitol Rock Wool Insulation De- 

partment is bringing profits back 
to many dealers this year. “We have 
learned to swim with the current... sell- 
ing Home Insulation, something people 
are demanding today .. . rather than 
bucking building conditions,”’ they say. 


WHAT A PRODUCT 
TO MERCHANDISE! 


on ae 


Rock Wool is the 
most efficient insu- 
lation known to 
science. 


_— 


Insulating against 
both heat and cold, 
it is a year-round 
seller. 






Pe ea Se 
The blowing method. . . for any 
type of existing house. _— 3 —_— 


Its biggest outlet is 
existing homes... 
with less than 1% 
covered. 


= 


Present sales are 
tremendous... the 
future is unlimited. 
(Air-conditioning 
requires previous 
f insulation.) 


Capitol Rock Wool Bat... 
where studding is open or for 
new construction. 


Ask for the full details of this great new 
profit-making product. Let us send you 
the experiences of other lumber dealers; 


show how you can organize a Home 
Insulation Department. 


CAPITOL 


ROCK WOOL INSULATIONS 


‘(| MAIL THIS COUPON TODAY 





The Standard Lime & Stone Co., 
Baltimore, Md. (Established 1888) 


Without obligation, please send us full details on making 
profits in Home Insulation: 


nk ig 5. 6b: Soe SOSA TAMA ROD EROEM RTE OREM 
CCL OPE PEPE TE TCE TT we 


Personal attention of.......--5- cess eter tereeeee 
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News Notes About the Codes 


Denies Injunction Against Sales at 
Less-than-Code Prices 


Yazoo City, Miss., Oct. 9.—Federal Judge 
Holmes today denied a petition by NRA for 
an injunction restraining lumber companies in 
Mississippi from filling orders contracted at 
prices under Code figures. The petition for 
an injunction was aimed at hardwood manufac- 
turers who had accepted orders from the Fisher 
Body Corporation at lower than prices pro- 
vided in the Lumber Code. Counsel for the 
defendant lumbermen disputed the contention 
of NRA counsel that price fixing authority is 
conferred on the Lumber & Timber Products 
Industry Code Authority under terms of the 
National Recovery Act. Counsel for NRA in- 
dicated that the decision would be appealed. 





Temporary Injunction Granted in 
Tennessee Hardwood Case 


MEMPHIS, TENN., Oct. 8.—Issuance of a tem- 
porary injunction against the United States dis- 
trict attorney for the western district of Ten- 
nessee to prevent him from prosecuting manu- 
facturers who might sell hardwoods under the 
prices as set out in the Lumber Code, by Judge 
Harry B. Anderson, Federal judge here, on 
Saturday was the latest development in the 
effort being made by a group of hardwood men 
to have removed from the code the cost pro- 
tection price feature. The decision was rendered 
on Oct. 6, as a result of a petition filed by six- 
teen hardwood firms in Memphis and West 
Tennessee through Attorneys Lowell Taylor, 
and A. B. Knipmeyer, employed by a group of 
600 hardwood men who have organized as a 
committee against the cost protection price pro- 
vision of the code. The petition also asked that 
the Hardwood Manufacturers’ Institute be en- 
joined from enforcing the price provision of the 
code, but as Judge Anderson practically held 
that the price fixing feature of the code was 
illegal, he could see no reason for enjoining the 
Institute. 

The decision followed an all-day hearing in 
which Lowell Taylor presented the case for the 
hardwood men, and John Exby, assisted by two 
NRA attorneys from Washington, D. C., argued 
for retention of the code prices. Mr. Exby is 
counsel for the Hardwood Manufacturers’ Insti- 
tute. 

Judge Anderson in his ruling said that it was 
his opinion that Congress had no intention of 
authorizing the fixing of prices so that hard- 
wood men could not sell, when differences of 
cost of manufacture and quality were considered, 
and that this provision of the Code was illegal. 
He said that it was his opinion that the NRA 
merely meant to provide for wages, hours, and 
production control and that it was never the 
intention of Congress to give to the President 
or anyone else the power to fix prices. 

The same group that asked for this injunc- 
tion also has asked the Chancery Court of 
Shelby County (Tenn.), to issue an injunction 
against the Hardwood Manufacturers’ Institute, 
restraining it from enforcing this feature of the 
code, and this hearing will be held on Oct. 20, 
in Memphis, unless some changes are announced 
from NRA headquarters in Washington prior 
to that time. 

Announcement comes from Washington, 
through the Hardwood Manufacturers’ Institute, 
that an immediate appeal will be asked from 
the decision of Judge Anderson, and that an 
immediate hearing will be obtained in the higher 
court in an attempt to get a reversal of this 
opinion. District Attorney McClanahan, of the 
Western District, also says that an immediate 
appeal will be taken. 

Lowell Taylor, who has been employed by 
the group of hardwood men opposed to the 
enforcement of the cost protection price features, 





will go to Yazoo City, Miss., tomorrow to argue 
another case before Federal Judge Holmes, in- 
volving several Mississippi firms, against whom 
an injunction is asked restraining them from 
making shipment of an order placed by Fisher 
Lumber Corp., alleged to be below code prices. 
This case will be handled for the NRA by John 
T. Grisby, Washington, D. C., W. H. Griffin, 
Asheville, N. C., and C. E. Lombardi of Wash- 
ington, NRA attorneys who handled the case 
before Judge Anderson in Memphis. A group 
of Memphis lumbermen will also attend this 
hearing. 

J. H. Townshend, secretary-manager of the 
Hardwood Manufacturers’ Institute, annouriced 
late today that he had received instructions 
from Washington to continue to enforce the cost 
protection feature of the code, and that similar 
orders have been given to all enforcing agencies. 


Decision Does Not Affect Code 
Compliance 


Following announcement in the daily press of 
the decision of Judge H. B. Anderson of the 
U. S. District Court of West Tennessee, grant- 
ing a temporary injunction against the United 
States District Attorney from prosecuting any 
of the sixteen petitioning lumbermen for violat- 
ing the cost protection clause of the lumber 
code, the AMERICAN LUMBERMAN received 
numerous requests for information as to how 
this would affect the code in general and 
whether or not there would be any diminution 
in efforts of code authorities to enforce that 
section of the code. In response to a request 
for a statement clarifying the situation, Major 
David T. Mason, executive officer of the Lumber 
Code Authority in Washington, wired the 
AMERICAN LUMBERMAN as follows: 


The Memphis decision of Saturday grants a tem- 
porary injunction against the United States At- 
torney restraining him from proceeding against 
the sixteen plaintiffs concerning price violations 
only. | wish to emphasize that this action was 
limited to the sixteen plaintiffs in this jurisdiction 
only and even in the case of these sixteen does not 
necessarily relieve them from criminal liability if 
the situation is reversed by the judge following 
final hearing or upon appeal. This decision or 
temporary injunction does not relieve any division 
or subdivision from full price compliance activities 
nor does it relieve any persons in any division from 
their obligations in price compliance, not even the 
sixteen persons involved. In other words, this tem- 
porary injunction merely restrains the United States 
attorney from proceeding against these sixteen 
people until such time as the question is finally 
passed on. NRA has promised prompt, appropri- 
ate action and the case will be promptly taken to 
the U. S. Circuit Court of Appeals. All divisions 
should continue vigorously full compliance activities. 





Retail Lumber Concern Appeals 


Kansas City, Mo., Oct. 8—Another attack 
on the constitutionality of the National Recovery 
Act is in prospect in Nebraska, this time in the 
United States circuit court of appeals by attor- 
neys for the Sutherland Lumber Co., of Kansas 
City, Omaha and Oklahoma City. 

The case is on an appeal from the Federal 
district court of Judge J. A. Donohoe, who 
granted a preliminary injunction against al- 
leged further violations of the retail lumber 
code through the sale of lumber and other build- 
ing materials at prices below levels set by the 
code. 

Besides contending that the law is unconsti- 
tutional, Sutherland attorneys will contend the 
company did not sell lumber or building mate- 
rials in interstate commerce and that the court 
had no jurisdiction, and for the further reason 
that the Sutherland firm as a partnership could 
not be summoned for a hearing. 


Urges Dealers to Refrain from Seg}. | 
ing Wholesale Discounts 


Rocuester, N, Y., Oct. 8.—Believing that ¢p. 
operation of the retailers in the matter of whole. 
sale discounts is essential and that retailers ang 
wholesalers must work together to bring aboy 
industry stabilization, Paul S. Collier, secretary 
of the Northeastern Retail Lumbermen’s Agg. 
ciation, has addressed a bulletin to the members 7 
in which he says: . 

The lumber industry today is facing a geyj. 
ous problem. It concerns the all important 
question of distribution policy. 


Grave concern is being expressed on many 
sides from retailers, wholesalers, and manu. 
facturers about certain tendencies of the 
times. Of most serious consequence to fe. 
tailers is the acceptance of the eight percent 
wholesale discount. For one _ reason or 
another and perhaps due to the inability of 
NRA to include satisfactory definitions of 
wholesale trade, practices are being engaged 
in by certain manufacturers, wholesalers, and 
retailers that are not for the best interest 
of the industry. 


Let’s look at this picture with foresight 7 
and try to see where we are heading if some 
of these practices are not stopped. 


In the first place, the retailer who accepts ' 
the eight percent wholesale discount when 
he is not entitled to it as a retailer is doing 
everything he can to damage the retail 
branch of the industry and himself person- 
ally over a period of time. 


Regardless of what any individual's opinion 
may be concerning the need for the whole- 
saler, the fact remains that the wholesaler, 
because of years of service, occupies a defi- 
nite place in the distribution of lumber. He 
performs a definite service for manufacturer 
and retailer alike for which he receives a 
well earned discount amounting to eight per- 
cent. 

The wholesale branch of the industry has 
millions of dollars invested in their business, 
If anyone thinks that they are going to sit 
idly by and see that investment wiped out ; 
without doing anything about it, he is mis- 
taken. | 

The unethical practice of accepting the | 
wholesale discount by retailers takes just 
that much away from the wholesaler. When — 
it comes to a point where the wholesaler, 
who always has worked hand in hand with 
the retailer, can not profitably carry on as 
he has in the past, he’ll become a, retailer. 
Maybe he won’t set up a yard, but you cer- 
tainly will not be able to stop him from sell- 
ing direct to your contractors and consumers. 
What has been and should be yard business 
will soon become pool car business with no f 
chance of an adequate mark-up. 

If the retail industry, through a continua- 
tion of a short sighted policy, helps bring 
this situation about, it will cost the retailers 
millions of dollars yearly. The few paltry 
dollars that are made through this discount 
seeking will not in any sense of the word be 
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commensurate with the business loss sure to © 


follow. 

The unfortunate part of the matter is that 
a minority of the industry will cause so many 
innocent retailers to suffer along with them- 
selves. The majority of dealers have recog- 
nized the seriousness of this problem and 
have condemned the practice as unsound. 


They have refused to have any part of oF 


They recognize the fact that if they are to 
have the support of the wholesaler, they too} 
must play the game fairly and squarely and 
respect his rights. 


“The fault is not entirely with the retail J 


dealer. Many manufacturers and_ whole- 
salers have made it so easy for dealers to 
secure this discount that it would be un- 
reasonable to expect that the retailer would 
do otherwise. It’s hard at times to turn down 
the offers made by some of these salesmen. 
The manufacturers and the wholesalers have 
an important job to do in bringing to time 
their competitors who resort to this unethi- 
cal practice. The retailers can be of help 
in solving the problem by reporting such 
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iolation and by taking a firm stand 
lured on by the “bait.” 
dealers occupy a power- 


cases of V 
in refusing to be 
The retail lumber 


ful position in the correction of unsound 
ractices. ‘The power of purchase if used 
intelligently will not be overlooked: There 


hundreds of manufacturers and whole- 


re ; 
pot who are not afraid to stand up and 
‘- counted; who conduct their business 


ethically and whose policies are in line with 
the best interest of the entire industry. 

Your co-operation with concerns of this 
type whom you know and whose selling poli- 
cies are in line with your own can go far to 
correct the damaging influence of that small 
minority whose practices consist generally 
of undermining the very foundations of our 
distribution structure. 

Let’s put an end to this unethical granting 
of wholesale discounts and work together to- 
ward a satisfactory solution of our distribu- 
tion problems if for no other reason than to 
insure Own Own individual welfare in the 
future. 





"We Are Not Chiselers," Says 
Enjoined Manufacturer 


BorpEAUX, WasH., Oct. 6.—Action of the 
West Coast Lumbermen’s Association, Lumber 
Code administrator in the fir field, in seeking 
an injunction against his company, has aroused 
the ire of Wilfred Bordeaux, president of the 
Mumby Lumber & Shingle Co. of Bordeaux. 
Discussing this action, Mr. Bordeaux said: 


We are not chiselers, never have been and 
never expect to be. We sold no lumber under 
Code prices. Yet so much lumber has been 
sold by various subterfuges under the Code 
minimums that we ffinally did what we 
thought was the honest, above-board thing 
to do; namely filed notice mith the Code ad- 
ministrators that in order to keep our men 
employed it would be necessary for us to sell 
some lumber, and that we proposed to sell 
at current prices. 

The association’s response to this has been 
to seek to enjoin us in the United States 
courts. 

Instead of trying to enforce the price pro- 
vision of the Code by starting action against 
known price cutters, the association has 
elected to make our company, and a few 
others, the goats. This action has placed us 
in an unfavorable light with some members 
of the trade. 

Ever since the adoption of the Code of Fair 
Competition for our industry, we have ad- 
hered strictly to all requirements of the Code. 
Endeavoring to co-operate with the National 
Industrial Recovery Administration, we have 
kept our plants operating to provide employ- 
ment, and our employees are receiving a 
higher rate of wage than required under the 
Code. 

During this time we have accumulated an 
inventory largely in excess of requirements, 
this being the result of our effort to main- 
tain prices. We have been in competition 
with those who, instead of observing Code 
requirements, have flagrantly violated the 
provisions of the Code of Fair Competition. 
And we are reliably informed that at least 
one operator has violated all provisions of 
the Code from its inception, and as yet has 
not been prosecuted. 

These violations were familiar to those 
whose duty it was to enforce the Code. Par- 
ticularly was this the case in the matter of 
price evasion. It is generally known that 
lumber is being sold in the water trade at 
whatever price the vendor may elect, and 
every kind of subterfuge is being used to 
cover up “chiseling’”’ in both rail and water 
business. Practically all railroad orders are 
placed at figures below Code prices, and, as 
we all know, Government orders have been 
placed in the same manner. 

Furthermore, the Administration has not 
yet defined its interpretation of ‘“‘wholesaler” 
or “commission-man,” nor have these been 
placed under the jurisdiction of the Code. 

Not belonging to the class that stoops to 
secure business through dishonorable means, 
and tired of standing by and losing business 
to such competitors, we determined to notify 
the West Coast Lumbermen’s Association that 
we would sell our lumber at market prices. 
Now, instead of indicting those guilty of 
Violating the Code, it is seen fit to enjoin us 
from disposing of our lumber, open and 
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above-board, at the market price. This, we 
believe, we have a perfect right to do, but, 
until the injunction is dissolved, we will con- 
tinue to maintain Code prices. 

We are not averse to enforcement of the 
“cost-protection” feature of the Code pro- 
vided all are required to observe it; but we 
ure unalterably opposed to its retention in 
the Code if non-enforcement prevails as in 
ihe past. 


rr 


Opposes Price Fixing; Foresees 
Enforcement Effort 


Mempuis, TENN., Oct. 9—Frank A. Conk- 
ling, temporary secretary of the group of hard- 
wood manufacturers which is opposing the 
price section of the Lumber Code, has sent a 
bulletin to members of this group, advising of 
the ruling of Judge Anderson granting a tem- 
porary injunction restraining the district at- 
torney “from bringing prosecution against any 
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firm or individual of this western district of 
Tennessee,” and in this connection said: 

It is very evident the NRA 
organized. It is also evident to 
in close touch with the situation, that a 
strong effort is going to be made by the 
numerous associations established within the 
lumber industry to in some way make pro- 
visions in our Lumber Code to control prices. 
We are convinced that for some time to come 
all industries are going to be under Govern- 
ment control, and believe there is going to 
be maintained a control over scale of wages 
and hours of work. In other words, even 
though prices are eliminated, and we believe 
they will be, your industry is going to have 
to work under control of the Administration 
and probably under a revised or modified 
Code. We therefore believe it is of the ut- 
most importance that we hold together, keep 
informed, and prepare to participate in the 
forming of such regulations as we will be 
obliged to submit to so long as the NRA 
Act continues in effect. 
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Such Fires Cost Money 





If the property owner has no insurance, he alone bears his loss. Even 
if he carries good insurance and all loss claims are promptly paid, there 


is still a net economic loss in which you and we and everybody share. 


Someone must pay for every fire. 


Prevention — Payments — Dividends 





Most of such fires can be prevented—and then everybody wins. That’s 
why we preach and practice fire prevention as the.only perfect protec- 
tion against fire and loss. When fire losses must be paid, Lumber Mutual 
Policies provide maximum coverage, claims are fairly adjusted and 
promptly paid—and our dividends represent a substantial saving to 


reduce your net insurance cost. 


Ask any of our Companies about our policies and 
the protection, service and saving available for you. 


ASSOCIATED LUMBER MUTUALS 


Lumbermens Mutual 
of Mansfield, Ohio. 


Insurance Co. 


Northwestern Mutual Fire Assoeia- 
tion of Seattie, Wash. 


Pennsylvania Lumbermens Mutual 
Fire Insurance Co., of Philadel- 
phia, Pa. 


WITH 


THAT 





MUTUAL 


Indiana Lumbermens Mutual Insur- 
ance Co., of Indianapolis, Ind. 


Central Manufacturers Mutual Insur- 
ance Co. of Van Wert, Ohio. 


The Lumber Mutual Fire Insurance 
Co., of Boston, Mass. 


1. Be as — 2 








46 


Relief Colony Cuts Lumber, 
Builds Homes 


LittLe Rock, Ark., Oct. 8.—A total of $279,- 
999 had been spent on construction work at the 
Emergency Relief Administration farm colony 
in Mississippi County since its inception in June 
through Aug. 31; $143,359 went for labor and 
$136,640 for materials. Lumber to the value 
of $73,826 had been cut through Aug. 31, at 
an average cost of $21.71 a thousand. In this 
cost is included an equipment depreciation 
charge of $1.50. It is said that the same grade 
of lumber would cost $32 per thousand feet if 
bought commercially. Through September, ad- 
ditional cutting of timber brought the totals 
under this item to approximately $105,000, and 
4,814,192 feet. 

Fifty houses have been completed at the 
colony, thirty-three are 90 percent complete, 
four are 60 percent finished, and seven are 20 
percent completed. Plumbing installations have 
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been started in sixteen of the houses. At the 
community center, construction work on two 
warehouses is under way; one house has been 
completed, and 12 are scheduled for comple- 
tion early this month. Including the thirteen 
houses at the center, the work program, which 
called for 100 houses under construction by 
Oct. 1, has been exceeded. 





Reports Large Increase in Sales 


CoL_umsvus, Ouro, Oct. 8.—According to E. L. 
Fellman, division manager, sales of the “Ter- 
minix” division of the E. L. Bruce Co. of 
Memphis, were 58 percent higher for the first 
eight months of this year than in the same 
period in 1933. Licensed Terminix companies 
now operate in 27 States. Mr. Fellman an- 
nounced that branches recently have been 
opened in Pittsburgh and western Michigan 
and that negotiations are in progress to estab- 
lish similar branches in other territories. 


Company Display Awarded Gold Medal 


The two photographs appearing on this page 
show interesting details of the paneled room 
which formed the exhibit of the Red River Lum- 
ber Co., Westwood, Calif., at the California 
State Fair, held in Sacramento in September. 

The picture occupying left-hand position is a 
partial view of the room (10x24 feet), which 
was finished with Red River California pine 
plywood panels and wallboard. The end wall, 
shown in this photograph, is in knotty pine 
strip-faced plywood panels. The long wall, ceil- 
ing and two slab doors were stained, 

The interesting chart hanging on the wal! 
was prepared by the Red River Lumber Co. 
from data supplied by the Gibbs Lumber Co., 
Anaheim, Calif., showing retail prices for an 
identical house bill for each year from 1920 to 





1934. While in this reproduction the figures are 
too small to be read, the horizontal black lines 
—in varying lengths—will convey some idea as 
to the trend of prices, the top line representing 
1920 and the bottom line 1934. 

The photograph occupying right-hand position 
on the page shows end wall of the same exhi- 
bition room, finished in painted and enameled 
wallboard. On the wall hangs a chart showing 
trend of wholesale lumber prices from 1920 to 
1933, inclusive, prepared by the Red River Lum- 
ber Co. from United States Department of 
Labor indices furnished by the AMERICAN LuM- 
BERMAN, 

The Red River Lumber Co.’s plywood exhibit 


was awarded a gold medal in recognition of the 


merit of the product shown. 
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Forecast Increased Car 
Loadings 


Wasuincton, D, C., Oct. 8.—According 
estimates compiled by the thirteen Shipper 


Regional Advisory Boards, freight car loading, 
in the fourth quarter of 1934 will be about 5 
percent above actual loadings in the same quar. 
ter in 1933. Of the 29 commodities covered . 
forecast, it is estimated that 16 will show x 
increase. Among these are included lumbe 
and forest products, cement, lime and _plaste 
paper, paper board, and prepared roofing. | ; 
estimated that the movement of brick and ¢ 
products will be practically the same as in th 
fourth quarter of 1933. Actual car loadings ¢ 
lumber and forest products in the fourth quar. 
ter of 1933 were 309,354 cars; the estimate fg 
the fourth quarter of 1934 is 322,379 cars, 





Oklahoma Uses Convicts to 
Manufacture Lumber 


McALEsTER, OKLA., Oct. 8.—Convict labor 
from the Oklahoma State prison here will f! 
used to make lumber in Atoka County, under, 9 
contract made Sept. 24 by the Oklahoma State 
board of affairs with the V. S. Cook Lumbe 
Co. of Oklahoma City. The contract filed with 
the secretary of state provides that the State 
may cut timber from the Cook company’s 4,198. 
acre tract in Atoka County, and use the con- 
pany’s sawmill and planing mill to process it 
under a lease arrangement. 


The sawmill has) 


provide the supervision, and receive 55 percent 


of the finished products. The State will receive 


45 percent, and also has an option to buy the 
remainder at the wholesale market price. W.C 
Hughes, chairman of the board of affairs, said 
about fifty convicts would be put on the job as 
soon as the mills were delivered to the State 


100,000-foot weekly capacity, and the planing 
mill 200,000 feet. The lumber company wil 
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Details of room exhibit of the Red River Lumber Co., of Westwood, Calif., at California State Fair held at Sacramento, September, 1934; further 


described in accompanying story 
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V'8 PERFORMANCE 


with 4-cylinder Economy 





Every Lumberman can prove this claim himself! 


Lumbermen all over the country are enthusiastic over 
the economy and performance of the Ford V- 8 Truck. 
But the experiences of others are not nearly as con- 
vincing as your own. What you want to know is 
“What will the Ford V- 8 Truck do for me?” And you can 
answer that question quickly and easily by calling your 
Ford dealer and arranging an “on-the-job” test. Try 
a Ford V-8 Truck with your own loads, on your own 
roads, with your own driver at the wheel. Compare its 
performance and economy with the units you now own. 
Then let cold, hard facts convince you that you can do 
more work at much less cost with the Ford V- 8. 


Convenient terms, if desired, through facilities of the Universal 
Credit Company. 


FORD V°8 
TRUCKS 


THE ONLY TRUCK AT ANY PRICE THAT 
GIVES YOU ALL THESE FEATURES 


Full-floating Rear Axle. Load carried on heavily 
reinforced axle housing, leaving shafts free to turn 
the wheels. Axle shafts can be removed without 
jacking up the truck. 


V-8 Performance with Proved 4-cylinder Economy. 
80-horsepower V-8 truck engine uses no more fuel 
than a “‘four.’’ Dual carburetor. Heavy-duty, copper- 
lead connecting-rod bearings. Exhaust valve seat 
inserts. Full-length water-jackets. Mirror-polished 
cylinder walls. 


Low-cost Engine Exchange Plan. After tens of 
thousands of miles of economical service, you can 
exchange your original engine for a block-tested, 
factory-reconditioned engine (cylinder assembly, in- 
cluding heads) for much less than the cost of an 
engine overhaul and in much less time. 


FORD MOTOR COMPANY 
3573 Schaefer Road, Dearborn, Michigan 


r 
| 

| Gentlemen: Please send me, without obligation, free 
poshiete - the Ford V-8 Truck, including Ford Engine 

xchange Service. 

| 

| 

| 

| 

1 


Name 





Route 





Post Office 
State 
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Wood Derivative Helps TVA Project 


As is generally known, the 
United States Government is car- 
rying to completion in the Ten- 
nessee Valley, one of the most gi- 
gantic undertakings in the history 
of our nation. This undertaking 
is the creation of an entirely new 
system of production and distribu- 





built by the pioneers who moved 
to this “western frontier” in the 
early days. 

The materials being used in the 
construction of this enormous 
power project are usually the best 
and most suitable that can be ob- 
tained. The TVA has gathered 





This photograph was taken at the actual site of the Norris Dam. In the 
foreground the railing posts treated with NO-D-K are seen in place. The 
towers of steel in center are the supports for the steel cable which 
swings across the chasm to two other steel towers which are hidden by 
the trees. The land which will be flooded is indicated by the cleared 


area at extreme left 


tion of cheap power, through the 
construction of three great dams 
known as the Wilson, Joe Wheeler, 
and Norris dams. It will be built 
by a grant of Congress of $50,- 
000,000 plus $3,500,000 of Civil 
Works Administration funds. 
Included in the plans for these 
great dams is the construction of 
a model town twenty-five miles 
north of Knoxville, Tenn. This 
town, known as Norris, is now in 
process of construction. Two hun- 
dred and fifty houses of the most 
advanced type of construction are 
being erected, the majority having 
three rooms and costing about 
$3,000 each. They will be heated 
with electricity and will have prac- 
tically every modern electrical 
“servant.” Architecturally, they are 
based on the type of houses most 
common to this region, the type 


engineers and architects from vari- 
ous parts of the United States. 
Specialists from practically every 
field of construction have been 
consulted. One of the materials 
which the TVA is using at Norris 
Dam—Eastman NO-D-K—is of 
especial interest to lumbermen 
throughout the country. 

In the construction of Norris 
Dam and properties, many of the 
materials made from the resources 
of the Tennessee Valley are used. 
For instance, the sand used in the 
construction work is made at the 
dam site from rocks blasted from 
the side of the mountain. There- 
fore, it is fitting that NO-D-K, 
made by the Tennessee Eastman 
Corporation, Kingsport, Tenn., 
from timber cut from the slopes 
of the Tennessee Valley, should be 
used to protect the many railing 


posts which will guard the curves 
on the TVA highways. 

These highways, built by the 
Tennessee Valley Authority, ap- 
proaching the dam and Norris 
town site, are of an equally ad- 
vanced type of construction as the 
other projects already mentioned. 
The TVA highways are called 
freeways. They are so built as to 
follow the natural contour of the 
rolling country without marring 
the landscape by deep cuts through 
the hills. There will be no ugly 
filling stations too close to the road, 
but deep indentions back from the 
highway will protect them from 
sight until reached along the road. 

The curves will be protected 
with a guard railing of modern 
construction. The posts which will 
support these rails are treated with 
NO-D-K and then placed in the 
ground. One of the illustrations 
on this page shows the process of 
dipping the posts. 

For more than thirty years NO- 
D-K has given service to large in- 
dustrial concerns. Within the last 
ten years it has nationally gained 
the attention of lumbermen and en- 
gineers interested in the treatment 
of wood to prolong its life. This 
has been due in part to the de- 
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structive invasion of termites, 4.0 


other reason is because, as a y, 


tion, we are turning our attentiol: 


to the conservation of our gre 
resources. 

NO-D-K is a natural wood , 
produced from sound hardwood j 


a process known as destructive gi. § 


tillation. 


It is the oil, in cone. 


trated form, that nature stores ; 
the growing tree to protect it fro: 


decay. NO-D-K has a natural 3 
finity for wood, as it is a disting 
related product. Compared yj 


coal tar creosote, it is claimed thy 


NO-D-K has greater penetratigy 
does not burn the skin of workme 
applying it, has an attractive da 


brown color, and may be appliu ll 
brush, or }y'! 


with a 
dipping. 

With the choice of NO-D-K } 
the Tennessee Valley Authority 
this will mark the second tin 
within the past two years that th 
United States Government, throyg; 
its agencies, has chosen this m. 
terial ; the other being for the Us 
Naval Base at Pearl Harbor 


spray or 


U 





oaks 


Honolulu, Hawaii, where NO-D.§ 
will be depended upon to repel thi 


attacks of boring insects and pro. 
tect the wood from the ravages (i 
the tropical climate. 





This picture shows the simple treating plant at Norris Dam where th | 
railing posts are being immersed in NO-D-K. The dipping tank (ni 
visible) is set into the ground just back of the drum on the plafor | 





The tops of the posts are visible at this point 


| 





Hope Cedar's Durability Will 
Win British Market 


Vancouver, B. C., Oct. 6—Important devel- 
opments lie behind the endeavor of the British 
Columbia government and British Columbia 
lumbermen to develop a trade in cedar with 
Great Britain. Advantage is being taken by 
the industry of its trade mission to South 
Africa, traveling via London, to send experts 
in cedar timber to Britain. 

The problem of finding a market for cedar 
lumber is increasingly important, as the stands 
of straight fir in accessible locations are being 
gradually worked out. More and more the 
logger has to cut cedar, for which he lacks a 
market. 

The shingle situation has been undergoing 
revision to enable the shingle manufacturers to 
export into the United States under Code re- 
strictions and quotas, but it is scarcely expected 
by the industry that the British building trade 
will be readily educated into the merits of 
red cedar shingles, in compafison with slate 
and other materials which have long been in 
use. It is hoped, however, to introduce the use 


of shingles in country districts in England, and 
for that reason an expert in shingling is accom- 
panying the mission to England, 

The main objective, however, is to get cedar 
timber into the British market. The fir market 
has been largely a competitive one with Scandi- 
navian and Russian timbers, but in introducing 
cedar its advocates will be aided by the satis- 
factory results attained in the forest laboratories 
at Princes Risborough, which have brought 
warm British praise of the durability of British 
Columbia cedar. 

The British timber merchant, it is stated by 
representatives of the industry in British Co- 
lumbia, has to be educated that cedar with knot 
holes is not defective, and that it can be used 
in many places not subjected to weather or 
strain in construction, as is the case in Canada. 
There are a number of problems similar to this 
to be overcome in the British market, together 
with the characteristic difficulty of convincing 
the British buyer of a desirability of a change 
of method. 

In brief, the British technical men are satis- 
fied, and now the issue is to put over the use 
of cedar from a commercial viewpoint in a 
highly specialized market. 


has voted $5,000 by special warrant for the 
promotion of cedar exports to Great Britain 
Lumbermen are advancing the same sum, whic 
finances a mission in Britain headed by J. ¢ 
derto. 


" 





Canadian Railway Orders 
Half Million Ties 


Vancouver, B. C., Oct. 6—Work for hut 
dreds of British Columbians will be provide! 
during the coming winter by the cutting ot 3 
million ties for the Canadian National Rai ® 
ways at a cost of $500,000. Contracts for thes 
ties, half of them to be cut by hand labor, att} 
now being awarded. Most of them will be ol 
along the lines of the Canadian National Rail 
ways from Jasper to Prince Rupert, and on tht 
other line from Jasper south along the North 
Thompson River. Altogether about 500,000 tits 
will be cut by hand in this area, with an ¢& 
penditure of some $250,000. The rest of the 
ties will be sawn, most of them around Lumby 
The price of ties will be raised this year from 
47 cents for No. 1’s to 50 cents. 


The British Columbia Provincial a 
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AMERICAN LUMBERMAN 


NOW- 


Johns-Manville will 
FINANCE YOUR JOBS AT 
GOVERNMENT RATES 





The famous J-M $1,000,000-to-Lend Plan now offers 
remodeling funds at the same low carrying charges 
specified by the Government under the National 
Housing Act...An additional major contribution 
on the part of Johns-Manville in its whole-hearted 
support of the Federal Better Housing Program. 





Johns-Manville, as you know, pio- 
neered deferred-payment selling 
in the building materials field. 
Recognizing that installment sell- 
ing was essential if the building 
industry were to compete success- 
fully with other industries, we 
introduced the J-M $1,000,000-to- 
Lend Plan as far back as 1931. 


Since that time, this Plan has 
sold millions of dollars’ worth of 
home remodeling and repairs for 
J-M dealers and contractors. 


The Government, studying the 
grave problems facing the building 
industry, recognized that time-pay- 
mentsellingasintroduced by Johns- 
Manville offered a sure means to 
renewed building activity. 


Now, through the National Hous- 
ing Act, the Administration offici- 
ally endorses the principles con- 
tained in the J-M Plan. 


We feel that few announcements 
we have ever addressed to you 
rank in importance with this... 
Backing the Housing Act to the 





limit, supplementing the excellent 
cooperation offered by banks and 
other lending agencies, J ohns-Man- 
ville stands ready to finance your 
jobs at Government rates. 


We handle all credit investiga- 
tions, pay all expenses. You get full 
cash. And you get it at once. 


With this plan, you can finance 
practically every type of home re- 
modeling even though J-M ma- 
terials may represent only a part 
of the total cost of the job. 


For full details, mail the coupon. 











YOU NEED THE COMPLETE 
J-M SALES PLAN TO GET 
YOUR SHARE OF 
HOME 
IMPROVEMENT 
BUSINESS 


Radio, Magazine and 
World’s Fair Advertising, 
J-M Free Direct Mail, a 
Wonderful Book on Home 
Remodeling (a sales man- 
ual that does the major 
part of your selling job)... 
the complete, tested J-M 
Sales Plan utilizes every 
sound method to bring you 
live prospects .. . to help 
you convert these profits 
into actual sales. 








MAIL COUPON FOR FULL DETAILS ON J-M’S 
FINANCE PLAN; J-M’S COMPLETE SALES PLAN 


JOHNS-MANVILLE, 22 East 40th Street, New York. 








Send me— pA aol 
( ) Full details on J-M’s Million-Dollars-to-Lend 
Check Plan at Government Rates. 
here ( ) Free Book on J-M’s Home Improvement Sales 
lan. 
mm, Name 
™ Address 
City__ <= 
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October 13, 193; 


National Production, Shipments and Orders 


WasuHincton, D. C., 


Oct. 8.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Sept. 29, and {, 


thirty-nine weeks ended that date, covering mills whose statistics for both 1934 and 1933 are available, and percentage comparison with Statist 
of identical mills for the corresponding period of 1933: ‘ 


TWO WEEKS: 
Softwoods: 

Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Association 
California Redwood Association.......+-++++. 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Wetal sett WecGs..ccccececceseccccccseceoes 


Hardwoods: 
Hardwood Manufacturers’ Institute 
Northern Hemlock & Hardwood Mfrs. Assn.. 


Total hardwoods 

Grand totals 
THIRTY-NINE WEEKS: 
Softwoods: 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Association 
California Redwood Association............+. 
Northern Hemlock & Hardwood Mfrs.’ Assn. 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


ee 


Total hardwoods 
Grand totals 














Av. No. Production Percent 
Mills 1934 of 1933 
101 40,044,000 83 
184 168,082,000 113 
125 78,637,000 82 

11 13,438,000 151 

18 2,430,000 368 
439 302,631,000 100 
255 30,588,000 66 

18 440,000 31 
273 31,028,000 65 
694 333,659,000 95 
102 826,889,000 87 
184 2,821,126,000 101 
134 1,676,777,000 126 

11 228,651,000 198 
16 51,134,000 311 
447 5,604,577,000 108 
197 533,854,000 108 

16 56,364,000 204 
213 590,218,000 113 
644 6,194,795,000 108 














Shipments Percent Orders 
1934 of 1933 1934, ost 
45,698,000 102 41,510,000 1 
188,134,000 120 161,961,000 = 
81,970,000 94 85,479,000 ~ 
13,846,000 107 12,523,000 1 
2°835,000 ON 2:151,000 te 
332,483,000 109 303,624,000 10 
24,291,000 63 25,904,000 ™ 
2,820,000 111 3,686,000 131 
27,111,000 66 29,590,000 m 
359,594,000 104 333,214,000 %» 
822,954,000 SI 835,664,000 81 
2,688,909.000 2 2,714,833,000 92 
1,515,730,000 9S 1,521,990,000 100 
216,093,000 105 202,391,000 101 
41,713,000 87 40,727,000 86 
5,285,399,000 92 5,315,605,000 ‘at 
479,035,000 75 490,737,000 7 
48,736,000 84 59,526,000 86 
_ 527,771,000 76 "541,263,000 ay 
5,813,170,000 90 5,856,868,000 91 





Orders One Percent Below Output 


{Special telegram to AMERICAN LUMBERMAN] 


WasHINGTON, D. C., Oct. 11.—Nine groups for the two weeks ended Oct. 6 reported as follows: 


follows: Week 
Softwoods ended 

Southern Pine Association (North Sept. 29 
Carolina mills included)........... Oct. 6 
West Coast Lumbermen’s Association® Sept. 29 
(Washington and Oregon).........- Oct. 6 
Western Pine Association (Inland Sept. 29 
Empire and California)............ Oct. 6 
Northern Pine Manufacturers*®....... Sept. 29 
Oct. 6 

Northern Hemlock & Hardwood Manu- Sept. 29 
facturers’ Association............++:. Oct. 6 
California Redwood Association...... Sept. 29 
Oct. 6 

Southern Cypress Manufacturers’ As- Sept. 29 
DE cacteessadnsenseccceesoeodas Oct. 6 
Northeastern Softwoods ..........+6. Sept. 29 
Oct. 6 

TOtGe, GOECWOSS ccc ccccccccccanss » Sept. 29 
Oct. 6 

Hardwoods Sept. 29 

Appalachian and Southern Hardwoods (ct. 6 
Sept. 29 

Northern Hardwood...........sseeee: ook. 6 
Sept. 29 

Northeastern Hardwoods ............ Oct. 6 
Sept. 29 

North Central Hardwoods............ Oct. 6 
Se 2% 

Totals, Hardwood.............+eee. on 8 
Se 29 

Total LAMB... ccccccccccsccceccs re ty 6 


*American mills. 





West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 


SEATTLE, WasH., Oct. 10.—The 550 Wes 
Coast Lumbermen’s Association mills giving 

















— production, shipments and orders during the tw 
Mills Production Shipments Orders weeks ended Oct. 6 reported: 
148 21,051,000 25,845,000 21,000,000 | Production 175,037,000 
177 22,390,000 23,366,000 24,162,000 | Shipments 178,475,000 1.96% over production 
550 90,214,000 103,896,000 89,700,000 Orders 168,038,000 4.00% under production 
550 84,823,000 74,579,000 78,338,000 . . ; 
115 35,036,000 39.431,000 36,809,000 A group of 550 mills, whose production ref 
9° ee , 9aQC 97 « 
123 45,054,000 40,299,000 40,827,000 | ports fer 1934 to date are complete, reported af 
17 1,096,000 2,267,000 1,506,000 follows: 
13 926,000 1,907,000 1,507,000 1933 : 76,471.01 
18 1,208,000 1,408,000 1:172,000 1934 CO CCC HCC ee EOC E EES Ooe EE SES EEO 78 439s 
20 741,000 1,473,000 1456000 | L9SH wree rere reer rere rece e eens 78,439,000 
16 6,739,000 8,649,000 6,421,000 | Average cut for two weeks ended 
15 6,875,000 7,013,000 6,203,000 MS OE 6 sta acres em 20a waite be an 87,519,000 
20 1,428,000 2,465,000 2,407,000 . . 
99 1'012,000 1.979.000 1,871,000 A group of 550 mills, whose production for 
22 1,902,000 1,932,000 1,239,000 | the two weeks ended Oct. 6 was 175,037,000 
a : : Paar eae : 
25 1,904,000 1,666,000 1,044,000 feet, reported distribution as follows: ) 
906 158,674,000 185,893,000 160,254,000 — Unfilled 
945 163,725,000 152,282,000 155,408,000 Shipments Orders Orders 
306 16,454,000 13,459,000 14,525,000 Rail . 62,343,000 54,466,000 69,034,000 
292 13,387,000 16,762,000 15,572,000 Domestic 
are 2 Org er , , 
18 191,000 1,630,000 2,572,000 _ Care 63,259,000 45,733,000 104,901,000 
> ro } Export 25,738,000 40,705,000 172,991,000 
20 531,000 1,141,000 946,000 I 97198 be 4 . 
= uocal ... 27,135,000 27,135,000 er 
22 197,000 632,000 461,000 - 
25 113,000 401,000 271,000 178,475,000 168,038,000 346,926,001 
104 863,000 704,000 702,000 ela fe . ‘ 
100 786,000 669.000 648,000 A group of 163 identical mills, whose reports 7 
—-- - of production, shipments and orders are con 
450 17,705,000 16,425,000 18,260,000 . ¢ 922 as . ‘ 
437 14°817°000 18'973'000 17'437'000 plete for 1933 and 1934 to date, reported «Ff 
1,316 176,379,000  202'318,000 178.514.0009 | follows: 
1,382 178,542,000 171,255,000 172,845,000 Aver. for two 


weeks ended 


Average for 40 weeks 
Oct. 6, 1934 193 1933 


vo 





REMON 


HARDWOODS 


U / 


MIXED CARS 


\ LONG LEAF 


\ sort tear PINE, 


\OAK FLOORING, 


"AND WOODS 


quire Pine, Oak, Gum, Tupelo, 
Cypress, Beech, Ash, Elm, Hick- 
ory, Tremont is a dependable 
' source of supply. And now we 
can furnish Tremont Beech 
Flooring. Order a car to-day 
mixed to suit your require- 
ments. Rely on Tremont! 


TREMONT LUMBER CO. 
ROCHELLE, LA. 





Production 67,796,000 59,933,000 61,884,000 
Shipments 73,018,000 56,676,000 64,876,000 
Orders 66,767,000 57,672,000 





Western Pine Summary 


[Special telegram to AMERICAN LuUMBERMAN] 


PorTLAND, Ore., Oct. 10.—The Western Pine 
Association reports as follows on operations 0! 


two weeks ended Oct. 6: 


Weekly average of identical mills, 
number, 123: 


average 


Production (weekly average for 
three previous years).......... 31,501,000 
Aver. per Week During 
—Two Weeks Ended 
Oct. 8,1934 Oct. 9, 193 
Production ......... 45,054,000 44,199,000 
Shipments .......... 40,299,000 41,577,000 
Orders received..... 40,827,000 40,295,000 
On Oct. 8, On Oct. §, 

1934 1933 

Unfilled order total 93,857,000 85,808,000 
Unsold stocks total 1,259,695,000 1,133,379,000 





64,951,000 


Inland Empire and California mills during the 


October : 


WasHI 
the gross 


Southern 
West Co 
Western 
Northern 
Assocli 
Hem 
Hard 


Hardwoo 


—— 


WASH 
Lumber 


Box 
N. W. ( 
Central 
Pacific 
Souther 
Plywood 
Egg Case 
*So. Rota 


*Compi 


— 
C. 
SAN 
lowing 1 
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Relation of Unfilled Orders to Stocks 


october 13, 


WASHINGTON, DD. 


AMERICAN LUMBERMAN 


Oct. 8.—Following is a statement for five groups of identical mills of 


the gross stock and unfilled order footages in thousand board feet, Sept. 29: 


No. of 

Mills 

thern Pine Association ik leila a iets Goce a aes an Kae 78 
west Coast Lumbermen’s Association........... 130 
ie JURE: oo-5 05 8b n20tede sexes 115 


Western 
Northern He mlock & 
Association— 
Hemlock 
Hardwood 
Hardwood Manufacturers’ 


Hardwood Manufacturers 


Gross Stocks 


1934 

381,450 
3B Hf 642 
1,215,006 


tes 


73,705 
98,307 


933,872 


Unfilled Orders 
1933 


1933 1934 
325,436 48,081 46,873 
864.630  229:712 196.302 

1,098,514 91.863 $8,287 

77,322 1,873 2,662 
99,790 4,429 5,967 
837,713 98,123 97,407 





Movement of Timber Products 


WasHINGTON, D. C., 





statement of identical plants to the 








Lumber Code Authority on the movement of timber products during August: 
Unfilled 
a Gross Stocks 
Unit of No. Production Shipments Sales Aug. 31 Aug. 31 
Box Measure Mills 1934 1933 1934 1933 1934 1933 1934" * 1933 1934 1933 
N. W. (Wis. Minn.) . " bd. ft. 15 2,445 4,505 2,320 4,296 1,938 4,047 737 «1,016 315 367 
EE iuieeecas sees bd. ft. 10 924 1,315 909 1,225 744 1,246 722 1.008 633 278 
I eicicic.aigis' xiv: M bd. ft. 26 24,201 29/044 24,902 291451 19,936 19.787 8,910 9,285 29,385 30,937 
Southern ........+- M bd. ft. 4 1,176 1,280 1,061 896 652 1,148 72 1,241 644 770 
> Package M sq. ft. 29 17,330 30,008 17,330 30,008 . 16,559 2,478 --» Mone none 
a... caine 4 118 165 11 82 none "59 mo data no data 115 53 
*So, Rotary Cut Lbr..M bd. ft. 19 3,665 2,452 2,765 2,671 2,061 1,175 2,238 389 none none 
*Compiled from Weekly Reports, 
° * iQ 4 d Detailed Distribution of Redwood 
Ca | ornia e woo E Shipments Orders 
Northern California*. ..10,577,000 6,731,000 
San Francisco, CALtr., Oct. 6.—The fol- southern California*... 3,729,000 3,042,000 
oe ee af ; oo Rtepeecemppesiane 150,000 158,000 
lowing information is summarized from the re- ae! .............: 8,843,000 6,608,000 
ports of 29 mills to the California Redwood Foreign ............... 2,145,000 3,165,000 
ssociati for August: e 
I i ll TE 25,444,000 19,704,000 


Percent of Wood 
Production Feet 
4,676,000 


Feet 


Production .... 25,930,000 


Oregon, 
tAll other States and Canada. 


*North and south of line running through 
San Luis Obispo and Bakersfield. 
+Washington, 


Nevada and Arizona. 





Shipments ..... 5,444,000 ] 4,941,000 
Plant use “31150005 10.6 390,000 7 
Orders— THE 
leceived 19,704,000 7.6 5,819,000 
On hand 24,946,000... 7,161,000 resuming 
Stocks on hand.283,625,000 15,144,000 


West SIDE 
its plant at Tuolumne, 
operations 
idle three years. 


LuMpBer Co. is repairing 
Calif., preparatory to 
next spring, after being 


51 
Gets Contract for 360 Houses 


SPOKANE, WasH., Oct. 6—The White Pine 
Sash Co. of this city, was awarded a contract 
last week for 360 houses by the Mason-Walsh- 
Atkinson-Kier Co., contractors of the Grand 
Coulee Dam. The first unit of the contract 
calls for about 150 3-room cottages with bath, 
60 5-room-with-bath cottages, a number of 12- 
room bunkhouses to house 24 men, foremen’s 
bunkhouses, as well as messhouses. The con- 
tract was estimated to total $200,000 or more, 
and calls for 3,000,000 feet of lumber. The 
houses are to be built sectionally in Spokane, 
and will be erected by the contractor’s group. 
Special derricks will lift the end, side and roof 
sections from trucks to the building sites. Six 
men will form a crew to erect each building, 
and such a crew will be expected to erect six 
cottages a day, the amount the contract calls 
for. 

The siding will be Ponderosa pine with 
sheathing; the floors will be native fir, with 
a subfloor and paper. Interior finishing will 
be Ponderosa pine. There is to be a front and 
back porch, the latter equipped with laundry 
tubs. Each dwelling is to be equipped with 
electric range, electric refrigerator, and is to 
have an electric heating unit in each room. 
Mason City is to be an electric city. 

In bidding for the contract, Henry G. Klopp, 
president of the White Pine Sash Co., had sev- 
eral of these houses built, complete in every de- 
tail, at the company’s plant. The contract will 
call for fifty additional employees, Mr. Klopp 
estimated. 

B. J. Carney & Co. were awarded a sub- 
contract for furnishing poles for the power line 
from Coulee City, Wash., to the dam site, some- 
thing over twenty miles distant. It is estimated 
that there will be in the neighborhood of 6000 
poles required. 











“We are not Chiselers” 


"We are not chiselers, never have been and never expect to be. 





l SALES REPRESENTATIVES 


We sold no lumber under code prices. Yet so much lumber has 
been sold by various subterfuges under the code minimums that we 
finally did what we thought was the honest above-board thing to do, 
namely, to file notice with the code administrators that in order to 
keep our men employed, it would be necessary for us to sell some 
lumber and that we proposed to sell at current prices.” 


Just telephone our nearest representative or 
drop him a card for immediate attention. 








ILLINOIS: Chicago Territory: 
Fraser-DeSale Lbr. Co., 11 
So. La Salle St., Chicago; P. 
Paddock, Springfield; A. W. 
Pearsall, Peoria. 

SOUTHERN ILLINOIS and St. 
Louis Territory: Hopkins 
Lumber Co., 7823 Greens- 
felder Rd., St. Louis, Mo. 

NORTHWESTERN IOWA and 
Sioux City Territory: Thos. 
Mould Lbr. Co., Sioux City. 

MICHIGAN: Claude G. Wirick 
Lumber Co., 402 Hanselman 
Bldg., Kalamazoo; Roy 
Paeerman, 617 Belmont Ave., 


MINNESOTA: P. H. Betzer, 
300 Wilmac Bldg., Minne- 
apolis. 


NORTH DAKOTA and North- 
western Minnesota: Murfin 
& Trace, Fargo. 


COLORADO, WYOMING and 
UTAH — Henshaw, Ell- 
wanger-McCaddon, 1301 Wa- 
zee St., Denver, Colo. 

TEXAS: W.F. Nelson, Dallas; 
Guy M. Chisolm, Amarillo, 
Northwest Texas and East- | 
ern New Mexico. 

INDIANA: Houghton Lumber 
Co., Indianapolis, Ind. 

NORTHERN INDIANA: Claude 
G. Wirick Lbr. Co., 402 


Hanselman Blidg., Kalama- 
zoo, Mich. 

NEBRASKA: Prestegaard 
Lumber C., Lincoln. 

SO. DAKOTA: L. W. Armin, 
Sioux Falls. 


IOWA, MISSOURI, KANSAS, 
OKLAHOMA: Gunter Lum- 
ber Co., Kansas City, Mo. 

WISCONSIN: A. F. Krapfel, 
Madison; W. A. Schneider, 
Plankinton Bldg., Milwaukee. 








MIXED CARS 


FIR, CEDAR, 
HEMLOCK, 

RED CEDAR 
SHINGLES 


Mumby Lumber 5 Shingle Co. 


General Sales Office: BORDEAUX, WASH. 
Mill A—Bordeaux, Wash. 
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Mill B—Malone, Wash. 
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Associations Plans and Activities 


Oct. 18-19—Georgia Retail Lumber & Building Sup- 
Ply Association, Piedmont Hotel, Atlanta, Ga. 
Annual, 


Oct. 19-20—Florida Lumber & Millwork Associa- 
tion, Floridan Hotel, Tampa, Fla. Semiannual. 

Oct. 25-27— Pacific Logging Congress, Seattle, 
Wash. Annual, 

Nov. 13-15-—-The Associated 
of America (Inc.), 
Tenn. Semi-annual. 

Dec. 4-5—Western Forestry & Conservation Associa- 
tion, Portland, Ore. Annual. 

Jan. 15-17—Middle Atlantic Lumbermen’s Associa- 
tion, Bellevue Stratford Hotel, Philadelphia, Pa. 
Annual, 


23-25—Western (Canada) Retail Lumbermen’s 
Association, Fort Garry Hotel, Winnipeg, Man. 
Annual. 
Feb. 6-8—-Michigan Retail Lumber Dealers’ 
ciation, Grand Rapids, Mich. Annual. 
22-23—-Virginia Lumber & Building Supply 
Dealers’ Association, John Marshall Hotel, 
Richmond. Annual, 


Industries 
Memphis, 


Cooperage 
Peabody Hotel, 


Jan 


Asso- 


Feb. 


Western Foresters Set New Date 


PorRTLAND, Ore., Oct. 6.—The deferred 1934 
annual meeting of the private, State and Fed- 
eral forest agencies which have for twenty-five 
years (under the auspices of their grand lodge 
or clearing house, the Western Forestry & Con- 
servation Association) held such conferences 
for the. purpose of co-operation as far as may 
be, is to be held at Portland Dec. 4-5. Private, 
State and Federal agencies from Denver to the 
coast, and Western Canadian agencies, will 
gather in Portland on this occasion. 


Wisconsin Dealers Hear National 
Retail's President 


MILWAUKEE, Wis., Oct. 8—The Wisconsin 
Retail Lumbermen’s Association was recent host 
to Spencer D. Baldwin, Jersey City, N. J., presi- 
dent of the National Retail Lumber Dealers’ 
Association, at a meeting which began with a 
luncheon at the Hotel Pfister. 

In his talk before the local group, Mr. Bald- 
win said that the Federal Housing Act was the 
means by which the retail lumber business might 
pull itself out of the doldrums. He said: 

We've got something in this housing act. 
It’s encouraging, particularly in that its ad- 
ministration is in the hands of men who are 
100 percent he-business men. 


Following President Baldwin’s talk, in which 
he also stressed the benefits of trade associa- 
tions to individual business concerns, Don S. 
Montgomery, executive secretary of the Wis- 
consin organization, led a discussion on Code 
affairs. 


Floridians Prepare Attractive Pro- 
gram for Semi-Annual 


TAMPA, Fra., Oct. 8.—Plans for the four- 
teenth semi-annual convention of the Florida 
Lumber & Millwork Association, to be held 
here on Oct. 19 and 20, rapidly are being 
whipped into shape. Secretary Frank Williams 
announces that the following speakers will ap- 
pear: Dr. Fons A. Hathaway, Jacksonville, 
State director Federal Housing Administration ; 
M. Harris Mitchell, Richmond, Va., secretary- 
manager Virginia Lumber & Building Supply 
Dealers’ Association; Joseph G. Rowell, Bir- 
mingham, Ala., secretary-manager Alabama Re- 
tail Lumber & Building Material Code Author- 
ity; Earl L. Woods, Orlando, co-ordinating of- 
ficer Florida Building Material Institute; Lee 
S. Trainor, Washington, D. C., chief engineer, 
construction department, National Lime Asso- 
ciation. 

The secretary hopes also to have representa- 
tives from the NRA and the National Lumber 
Code Authority address the convention. 

Director Asher Culp, of the Culp Lumber Co., 
Tampa, is chairman of the convention commit- 
tee and is assisted by Frank Cooper, of Knight 
& Wall Co., and George A. McDonald, of the 
Murphy - McDonald Builders’ Supply Co., 


Tampa. John H. Dolcater is chairman of the 
banquet committee, and Mrs. Greene Cannon is 
chairman of the ladies’ committee. 

Business sessions will be concluded in time 
for the football game on Saturday afternoon 
between the North Carolina State and Uni- 
versity of Tampa teams. 


"Youngest" Millwork Association Is 
Launched 


San Antonio, Tex., Oct. 8.— Possibly the 
youngest trade association in the country, as- 
sociated with the lumber industry, is the South- 
west Texas Millwork Association, which was 
incorporated Oct. 2, 1934. Organization, how- 
ever, was perfected June 25, 1934, and the as- 
sociation has been actively functioning since the 
last-named date. 

T. Didesch is secretary-manager of the 
new association. Mr. Didesch is very well 
known throughout the millwork industry, by 
reason of his former connections as technical 
director and assistant secretary of the Millwork 
Cost Bureau of Chicago, and as secretary and 
managing director of the Millwork Institute of 
California. 

The other officers and directors are: 

President—G. F. 

Granberg, Alamo 
Planing Mill. 

Vice president—J. C. 
Burleson, City Planing 
Mill. 

Treasurer—Frank G. 
Prassel, Prassel Sash 
& Door Co. 

Directors—G. F. 
Granberg, Alamo Plan- 








H. T. DIDESCH, 
San Antonio, Tex.; 
Secretary-manager of 
newly organized South- 
west Texas Millwork 
Association 





ing Mill; J. C. Con- 

vers, Steves Sash & 

Door Co.; A. D. Shaw, 

Shaw Bros. Manufac- 

turing Co.; Albert 

Schoenemann, Schulze 

Bros. Manufacturing Co.; F. G. Cech, F. G. 
Cech & Co. All of the above men are lo- 
cated at San Antonio excepting Mr. Cech, 
whose address is Corpus Christi. 

The territory of the association embraces the 
San Antonio, Austin, San Angelo, Victoria, Cor- 
pus Christi and Brownsville districts. 

The office of the association is at 1124 Milam 
3uilding, this city, where also are located the 
largest special-work plants of Texas. The as- 
sociation operates a Central Quantity Survey 
3ureau, and has undertaken to secure Code 
compliance within its territory. 


Vermonters Discuss Code, Elect 


Ranpo_eH, Vrt., Oct. 8.—The fourth annua! 
meeting of the Vermont Retail Lumber Dealers’ 
Association was held here on Sept. 27, with 
President Ernest V. Barre, of Brattleboro, in 


the chair. Mr. Barre had represented the Lum- 
ber Code Authority in Vermont, and was able 
to give the members a first-hand review as to 
the status of Code activities in the State through- 
out the year. This was followed by a talk by 
Orrin R. Buell, veteran spruce salesman, who 
is serving as Code administrative secretary in 
the State. Following luncheon. Code problems 
as they have developed at Washington were 
critically reviewed by Paul S. Collier, of Roch- 
ester, N. Y., secretary-manager of Northeastern 
Retail Lumbermen’s Association, and by Harold 
A. Bellows, a vice president of that organiza- 


tion. Recently Mr. Collier had been chosen 
secretary of the National Retail Lumber Code 
Authority, to succeed Frank Carnahan, resj 

Officers of the Vermont association for- the en 
suing year were chosen as follows: 

President—James M. Cosgrove, 
bury. 

First vice 
Manchester. ° 
Second vice president—R. E. Blake, Swan. 
ton. 

Secretary-treasurer—Earl B. 
land. 

Directors—R. E. Blake, Swanton; RB, A 
O’Connell, Rutland, and Roy W. De Merritt 
Waterbury. 


St. Johng- 


president—Leland F. Schlieder 


Smith, Rut 


Salesmen Plan for Annual Dinner 


MineoLa, N. Y., Oct. 8.— At the regula 
monthly meeting of the Long Island Salesmen's 
Association, held at Freeport, plans were jp 
augurated for the annual dinner and dance to he 
held at the Garden City Hotel, Garden City, 
L. I., on Nov. 17. The final golf game of the 
1934 season of the Long Island dealers and 
salesmen was held at the Brookville Country 
Club, Locust Valley, on Sept. 26, 74 members 
and their friends participating. 


Loan Rate Lowest in History, 
Get Out and Sell! 


Tacoma, WASH., Oct. 6—Warning Tacoma 
retail lumbermen and other merchants who sell 
direct to the building construction industry that 
they must vigorously emulate the selling meth- 
ods of automobile, radio and household appliance 
dealers, Spencer D. Baldwin, of Jersey City, 
N. J., president of the National Retail Lumber 
Dealers’ Association, addressed some two hun 
dred Tacoma retail lumber dealers, building 
supply men, house furnishers, plumbing and 
electrical contractors, and paint, wallpaper and 
glass dealers at the Hotel Winthrop here last 
night. The meeting was held under the joint 
auspices of the Tacoma Lumbermen’s Club and 


the Employes’ Wood Promotion Committee of J 


the Loyal Legion of Loggers & Lumbermen, 
Mr. Baldwin also made a spirited defense of 
the interest rate on modernization bank loans 
under the National Housing Act. He said: 

You gentlemen in the retail lumber trade 
and allied building supply lines must forth- 
with take your cue from the automobile 
salesmen and the people who sell radios and 
electrical household appliances. They don't 
wait until somebody walks in with plans 
and specifications and the money to pay for 
a job. They go out and find buyers and then 
offer them the inducement of instalment pay- 
ments. That’s what you've got to do if you 
are going to bring your businesses back, 
And the Federal Government has made it pos- 
sible for you to do so by legislation which 
enables commercial banks to forget the old 
limitations of demand or 90-day notes, and 
loan their funds on the instalment repayment 
plan. 

And right here I want to refute charges 
made recently by knockers to the effect that 
home loans under the modernization section 
of the Housing Act are at usurious rates 
The rate of interest can never exceed 9.7166 
percent per annum. Just compare that 
the 20 to 40 percent discount of real estate 
contracts that has commonly prevailed for 
years, or to the 12 to 25 percent rate on au- 
tomobile and electrical appliance loans that 
prevails right now. When you remember 
that these modernization loans can be had 
without endorsers or any other collateral, I'm 
here to tell you the interest rates are the 
lowest in history for this kind of loans. 

Corydon Wagner, president of the Tacoma 
Lumbermen’s Club, was chairman of the meet- 
ing. Addresses also were made by John Dower, 
president of the John Dower Lumber Co.; Wil- 
liam Miller, of Seattle, former president of the 
Western Retail Lumbermen’s Association ; Joht 
A. Ziemer, of the Loyal Legion of Loggers & 
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POULTRY NETTING 


The Original 
Straight-Line Netting 


Woven like farm fence 

Stretches perfectly to posts 
Requires no top-rail,no baseboard 
Saves user time, labor and money 
Rolls out flat 

Easier to handle and cut 


U. S. STRAITLOK Poultry Netting, 
with its straight, parallel line wires, its 
interlocked, non-slip joints, its uniform- 
ly spaced meshes and its smooth, even 
tension, has been the outstanding lead- 
er in its field for more than a quarter 
of a century. 


Today, it is first choice of buyers 
everywhere for more than 50 practical 
uses. Its ease of handling, its economy 
and its long, satisfactory service have 
won it consumer preference wherever 
poultry netting is used. 


U.S. STRAITLOK Poultry Netting 
is furnished in one and two-inch mesh; 
heights 12 to 72 inches; galvanized be- 
fore or after weaving. 


Insist upon U. S. STRAITLOK 
Poultry Netting! It costs no more. 


Ask your Jobber or write direct to 


Indiana Steel & Wire Co. 


Muncie, Indiana 
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Lumbermen; Herbert E. Post, Tacoma building 
contractor, and Frank J. Walsh, industrial engi- 
neer for the Tacoma Chamber of Commerce. 

Mr. Baldwin was a speaker also at the regu- 
lar luncheon meeting of the Tacoma Lumber- 
men’s Club, where he made a strong plea for 
observance of Code prices. 





New Oklahoma Association Joins 
Texans in Modernizing Broadcasts 


OKLAHOMA City, OKLa., Oct. 8—The Okla- 
homa Retail Lumber Dealers’ Association was 
formed at a meeting of 200 lumbermen, repre- 
senting 500 yards in Oklahoma, held here on 
Sept. 23. 

A substantial winter boom in the building 
business was forecast in talks made by George 
M. Zimmerman, Waco, (Tex.) lumberman, and 
E. E. Woods, secretary Southwestern Lumber- 
men’s association, Kansas City, Mo. 

A renewal of interest in the home stimulated 
by the FHA Better Housing Program and a 
national housing shortage, will result in the 
hiring of many men now idle in repairing, 
modernizing and building homes, the lumber- 
men predicted. 

». A. Foster, general manager Carey-Lom- 
bard-Young & Co., Oklahoma City, was elected 
president, and Harper Baughman, Ponca City, 
Okla., secretary-treasurer. 

The group decided to join with Texas lum- 
bermen in sponsoring a six-months series of 
radio broadcasts to aid the housing campaign. 
The broadcasts, originating in Dallas, Tex., 
and relayed from stations scattered over the 
two States, began Oct. 2 





Louisiana Dealers Discuss Direct 
Sales by Mills 


ALEXANDRIA, La., Oct. 8.—Satisfactory ad- 
justment of the problem of distribution of 
lumber by mills which by direct selling had 
created difficulty for retailers, was reached in 
a meeting here today of the Louisiana Retail 
Lumber & Building Material Dealers’ Asso- 
ciation. This problem dominated the program 
for the association’s semi-annual meeting, which 
was attended by over sixty lumbermen. Dis- 
cussion of control of such direct sales was led 
for the manufacturers by John Carter, spokes- 
man for the Southern Pine Association, ad- 
ministrative agency for southern pine lumber 
within the territory. Mr. Carter’s talks were 
supplemented by unofficial discussion by sev- 
eral manufacturers. 

P. A. Blanchard, New Orleans retail lum- 
berman, gave an interesting falk on certain 
phases of retail lumber selling, and a repre- 
sentative of the Federal Housing Administra- 
tion explained its objects and methods. 

Preceding the general meeting of the asso- 
ciation, there was a session of the State Retail 
Lumber Code Authority, which gave its atten- 
tion to routine business. 

Charles Carroll, of Alexandria, president of 
the association, presided over both meetings. 





Temporary Frame Schoolrooms 
Moved Economically 


BALTIMORE, Mp., Oct. 8.—One of the largest 
moving jobs ever accomplished in this city was 
completed early on the morning of Sept. 26 
and on several succeeding days, when the public 
school department managed to haul six frame 
school buildings, each 24 by 32 feet and 17 feet 
high, for miles through the streets to other loca- 
tions as a means of providing additional class 
room facilities where they were most needed. 
The buildings were placed upon foundations 
previously erected. The previous practice in 
moving these temporary schoolroom structures 
had been to dismantle them and transport them 
piecemeal. The entire expense of moving did 
not amount to more than $4,000. The shifts 
served to demonstrate the utility of frame con- 
struction, and its material economy. 








EX NETTING 


The Perfect i ied 
Hexagon Mesh Netting ap 


New, Lock-Twist Weave , ’ bf 
More uniform, more rigid J | i r.4 
Smoother, more even tension yf C bs 
Rolls out flat 4 ly 
Easier to handle and cut uf 3 
Neater; more satisfactory in use is Ss 
U. S. HEXLOK Poultry Netting— [Pa 


LOK Netting—creates new, unparallel- 2 


companion product to U. S. STRAIT- his j 
ed standards for hexagon fabric. ¥} 


The improved Lock-Twist Weave pro- a p 


. *. . - a 
duces a more uniform, more rigid net- 3aagay 
. . . . ; 4 * dj 
ting; neater in appearance, easier to fh J 
handle and sell, superior in service. It rye ¥ 


comes from the loom under smooth, af 7, 
even tension, lies flat when unrolled, 
cuts easily and without waste. Ye 

4 


U. S. HEXLOK Poultry Netting fills id 
a definite niche in your buying and sy) 
selling program. It is furnished in one ger 

and two-inch mesh; in all standard § 4 , 
heights from 12 to 72 inches; and, gal- a i/ 
vanized before or after weaving. Cou- 9g, 
pled with U. S. STRAITLOK, it en- flag 
ables you to fill every demand of your 
trade and meet every phase of com- @ 
petition. 







Ask your Jobber or write direct to 


Indiana Steel & Wire Co. 


Muncie, Indiana 
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New Truss U 


Beauty and 
Strength 


When wood pays its way, there’s a market 
for it. That’s the theory on which there has 
been introduced a new type of arch for public 
structures that require a large area of free space 
—such as dance, sports and exhibit halls, audi- 
toriums and churches. The pleasing results of 
using this new method are shown in the accom- 
panying photographs of the Community Audi- 
torium and Dance Pavilion of the Meadow- 
brook Park Co., at Bascom, Ohio, a town on 
State Route 18, between Fostoria and Tiffin. 
This auditorium is the main building of one of 
the best equipped recreational and amusement 
parks in north central Ohio. The photographs 
were furnished the AMERICAN LUMBERMAN by 
the inventors and patentees of this method of 





A view of the building as work progressed shows the method of erecting the 
dome and buttress trusses and side walls 


truss construction, H. L. and C. F. Loudenback, 
architects and engineers, of Sidney, Ohio, at the 
suggestion of Adam Trieschmann, of Crossett 
Watzek Gates, Chicago. The auditorium con- 
struction was begun on April 3 and completed 
on July 1 of this year. The full name for the 
new type of member used in its construction is 
Loudenback Patented Multi-Ply Sheathed 
Truss. 

That this attractive structure is paying its 
way, there is no doubt, for the paid admissions 
on Sunday—big night of the week for attend- 


nites 
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Rounded dome of this 
community building and 
auditorium at Bascom, 
Ohio, is supported by 
new type of wood arch, 
which makes _ possible 
pleasing architectural ef- 
fects 





ance at amusement parks—have been running 
over a thousand, or three to four hundred better 
than on corresponding nights of the previous 
year, according to H. L. Walter, manager cf 
the Meadowbrook Park Co. 

Acoustics is of course of first importance in 
an auditorium or music hall, and the users have 
been highly pleased with the results from the 
Loudenback truss, for it is of the closed type, 
as will be seen from the photographs, there 
being no pockets in the trusses to create eddies 
of sound and reverberations; and the effect of 
such closing is enhanced by the sound absorbent 
qualities of the wood used for wainscoting, ex- 
terior walls and roof. 

Profit to the owner is one of the chief aims 


of these specialists in assembly halls, so they 
have concentrated their attention on providing 
interiors that give the maximum floor space for 
the investment,and have exceptionally good 
acoustical properties, and good appearance in 
interiors, which is important in attracting 
crowds, and in interiors, to provide a pleasant 
setting for the enjoyment of users and aid in 
bringing them back. 

That such structures are well worth the at- 
tention of lumbermen will be seen from the fact 
that this one used about 140,000 feet of various 
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View of the other end of auditorium 


makes clear the structure of the 
promenade, interior main trusses and roof joist 


i 





This promenade, or roller skating course, is roofed by the buttress arches, 
and runs around the main free space 
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items cf softwood, and maple flooring in add. | 


tion. The designers list the principal material 
REDWoOOop— Feet 
ey Pere Se eee oeeee 28,574 
Roof joists and sheathing........... 24,92 
ae ee ee rrr 8,408 
SOUTHERN PINE— : 
Sub-floor, side walls, roof, sheathing 
i ee MO cco ch caveeswecaae ee 25,510 
Dimension for joists, studs...... -- 53,29 
40,703 
MAPLE— 
Se ee Ce eT 14,000 
154,703 


The job should prove of especial interest to 
retailers, because the material was all supplied 
by the Gem Manufacturing Co., manufacturer 


of woodenware, which also operates a retail 
yard business at Bascom, Ohio. 

Outside dimensions of the Meadowbrook Park 
auditorium are 168 by 88 feet. The interior 
flcor space provided is in the form of an oval, 
and the dimensions are 135 by 88, as the above 
total dimensions include a concession room 28 
by 43 feet at one end, and at the other end a 
group of service rooms measuring 16 by 4 
feet. As an arched promenade, 14 feet wide, 
runs around the interior, the inside free space 
surmounted by the dome measures 121 by 60 


The platform is within the main open space, and it does not break the run 
of the skating course-promenade 
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jeet, less that taken up by platform for —— 
and speakers, and dressing or rest rooms for 

. venience. 

a ain trusses, those that support the 
dome, have a span, measured horizontally, of 60 
feet between points of support. Roof supports 
over promenade are constructed integrally with 
main trusses, and the over all length of the 
main trusses, measured horizontally, is 88 feet, 
while the semi-circular ends of the building are 
formed of series of trusses (five at each end) 
set along radii Irom a center taken on the sec- 
tion where the straight side walls merge into 
the rounded ends. ' 

The main trusses are set on concrete piers, 
and the smaller outside buttress arches rest on 
the foundation for the outside walls. The main 
trusses support the dome, and the buttress 
trusses form an archway over the promenade. 

The triple arched main trusses are laminated 
from five plies of lumber, two plies being red- 
wood dimension stock, and three of inch red- 
wood. Each of the two plies of dimension, 
constructed of 2x10- and 2x12-inch, is made up 
of two cords, upper and lower, connected by 
x6-inch struts, all these cords and struts for 
a ply being in the same plane. Between the 
two plies of dimension, and on both sides of 
them, are three plics of sheathing or webbing, 
which’ are placed at different angles to secure 
the greatest strength against stresses from any 
direction. The five plies are bolted, spiked, 
nailed and glued together into one rigid unit. 

The returr end trusses, that arch the prom- 
enade, are made cf two plies of 114x10-inch 
redwood for cord members, with 1'4x6-inch 
struts, also of redwood, interposed between the 
cords, all members of cach ply of the cord being 
in the same plane, and on both sides of the two- 
ply cords there is a covering of 54-inch tongued 
and grooved redwood sheathing. 

The trusses support 2x8-inch roof joists of 
redwood, laid horizontally across the crests of 
the trusses, 20 inches on centers; over these 
joists are applied 74x6-inch redwood boards, 
tongued and grooved, and the whole is then 
covered with roofing. 

Outside walls are made of southern pine 
2x4- and 2x6-inch studs spaced 16 inches on 
centers, sheathed with 1x8-inch southern pine 
boards, cver which is applied waterproof build- 
ing paper, and then siding of California red- 
wood beveled shiplap. Inside plastering on these 
side walls is from floor to plate only; and to 
the level of the window ledges the plaster is 
covered by the side wall seats and their backs. 

Interior partitions around the orchestra or 
platform structure are of 2x4- and 2x6-inch 
studs spaced 16 inches on centers and plastered 
both sides. 

Floor joists are supported by 8-inch concrete 

walls spaced 8 feet on centers, and are 2x8- and 
2x10-inch southern pine, bridged once between 
bearings on walls; sub-floors are of 1x8-inch 
southern pine sheathing laid diagonally in her- 
ringbone fashion, and finish floor throughout 
is of 2-inch face hard maple. 
_ All interior finish, including wainscoting, sur- 
laces of trusses, sash, doors and frames, is Cali- 
lornia redwood, and this wood is combined with 
hard maple in the side-wall seats and enclosure 
railings. 

There is no question that men like the Lou- 
denbacks, who plan new beauty and service in 
wood, and the lumber retailers and manufac- 
turers who co-operated with them in supplying 
suitable materials, are right on the firing line 
in the lumber industry’s battle for sales. 





Discontinued Business—Gets 
Wholesale Lists 


MINNEAPOLIS, MINN., Oct. 8.—The North- 
western Lumbermen’s Association, with head- 
quarters in this city, has been advised that 
Gretschmann & Gretschmann, of Perkins, S. D., 
are receiving wholesale lists from lumber com- 
panies, although this concern is not now engaged 
in the lumber business, having discontinued its 
yard in August, 1931, 
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The greatest brush selling system 
ever devised -- The WOOSTER SAMPLER 






The Gaisties Can't Come Our (4 
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The Wooster Sampler and its simplified brush selling system as a sales 
booster and space saver has no equal. Ask your Jobber or write us. 


THE WOOSTER BRUSH COMPANY, Wooster, Ohio 











These Products 
Suit the 
Modernizing 
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to a Teel 


.. MILCOR 


Metal Ceilings 
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Metal Tile 
“Spanish” and 
*"American” 


Here is a profitable tie-up with the mod- 
emizing program! Both Milcor Metal 
Ceiling and Tile are particularly suitable 
for they can be applied right over the 
old ceiling or roof... for a beautiful 
new interior or exterior. CEILINGS AND WALLS 
Write for our catalogs on Metal Ceilings © mt 

and Tile. Free engineering service is of- 
fered on specific jobs. Send in sketch 
for estimating. 


Milcor Steel Company 





4150 W. Burnham St. 
Milwaukee, Wis. 
Canton, Ohio Chicago, Ill. 
Kansas City, Mo. La Crosse, Wis. 
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(Continued from Page 29) 


no one industry by itself, espe- 
clally if its product was in com- 
petition with that of other indus- 
tries, could have done much better 
by its labor than the lumber in- 
dustry did. I will be frank to say, 
however, that as the 
effect of lack of demand and over- 
capacity exerted its pressure, and 
from otherwise we 
permitted tumble, 
members of the industry did 
much out of labor. 


combined 


necessity or 
prices to some 
take 


too 


COMPETITION IN 
WAGE SLASHING 


To express this 
different way, I 

when some of the 
bers thought they 
bulging stocks 


thought in a 
am afraid that 
industry mem- 
could sell their 
only by cutting 


substantially under competitors’ 
going prices, one of their first 
moves was to cut the rates of pay 
of their workmen and pass that 
cut over to their customers. This 
was not only wrong from the so- 
cial standpoint but from the eco- 
nomic standpoint. I venture to 
say that there has been no factor 


so disturbing in price competition 


within our industry, and that 
nothing has contributed so much 
to cut-throat competition, as the 
fact that wages were not main- 
tained at a fair level, and partic- 
ularly the fact that there was no 
common rate of wages even within 
the regional divisions of the in- 
dustry If we are by co-operative 
effort to save ourselves, the most 
valuable element of any mutual 


agreement between lumbermen 
would be the maintenance of fair 
rates of wages at a uniform level 


within each of the various pro- 
ducing regions. And so without 


saying that we are in agreement 
with all of the labor provisions in 
our Code, we do say that it is bet- 
ter for the industry not only from 
social but from the economic 
standpoint that there be a control 
of maximum hours and minimum 
wages. Therefore on the matter 
of the labor provisions of 
Code we say by all means, 
serve them no matter what 


our 
pre- 
else 
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you preserve. 

Article VIII of our Code has to 
do with control of production. I 
need not recite the statistical 
facts which made it seem to the 
industry, at the time of the adop- 
tion of the Code, that control of 
production was necessary, The in- 


stalled capacity in the lumber 
business was so entirely out of 
proportion to what might reason- 


ably be predicted as a normal de- 
mand, that it seemed imperative 
that we adopt measures that would 
tend to balance production with 
consumption; limit the baleful 
effects of the piling up of inven- 
tories which could be sold only 
at ruinous prices, and thus make 
possible the maintenance of fair 
price levels. The proposed in- 
creases in hourly rates of wages, 
taken in connection with the pro- 
visions as to maximum hours of 
labor, made it certain that the 
costs of producing lumber in all 
would be radically ad- 
vanced, Unquestionably the fail- 
ure to maintain in the past a 
decent level of prices, and the vio- 
jent fluctuations which took place 
in those levels, were mainly due 
to overproduction. Aside from the 
fact that, at the inception of the 
Code, inventories were somewhat 
too high, control of production, if 
it had been administered in 
cordance with the dictates of the 
Code, would have been an almost 
perfect remedy for all of the evils 


regions 


ac- 


Which had prevented the mainte- 
nance of fair prices. If we had 
started with inventories which 


bore the proper relationship to 
current use, the proper application 
of the provisions of Article VIII 
would certainly have prevented 
any condition that would have 
made price cutting either neces- 
sary or attractive. 


NRA CONTROL A VALU- 
ABLE WEAPON 


What the industry itself has 
done in the administration of Arti- 
cle VIIT is now a matter of his- 
tory. We cannot go back and cor- 
rect the past mistakes or the 
effects of them. The fact of the 
matter is, however, that we did 


agree upon and were permitted a 
weapon, if it may be called that, as 
which would substantially have 
cured most of the evils in our in- 
dustry, and permitted us to pay 
the increased wages upon which 
we agreed. That this weapon has 
not been properly used is not the 
fault of the NRA or of anyone 
but ourselves. Our motives in fix- 
ing production quotas larger, not 
only than what consumption 
turned out to be, but larger than 
any considered thought should 
have predicted them to be, were 
largely to give labor more hours 
of employment. That was a laud- 
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theless to throw overboard control 
of production, and thus further 
neggravate inventory conditions 
which make the maintenance of a 
remunerative price so _ difficult, 


should be 


would in our judgment be a mis- immediate elimination of fixeg 
take. minimum prices, at least in the 

It is, however, our belief that lumber Divisions. We insist that 
neither wisdom nor necessity calls this is necessary in the interest 
for a continuance of production of fair play, fair competition 


control beyond the period of the 
present emergency. Furthermore, 
production control, in order to be 
either fair or effective, must be 
carefully administered, with due 
regard to the right of individuals 
to retain, generally speaking, that 
place in the industry which they 
demonstrated belongs to them. 


FOREST MANAGEMENT 
IS DESIRABLE 

Article X and the amendments 
to the Code which have been made 
pursuant thereto should be re- 
tained permanently. The _ prin- 
ciples of forest management and 
conservation which are embodied 
in these amendments, and the 
rules which have been drawn to 
carry them out, are not >" undue 
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Football Fame “Will Out," 
Say These Three Stars 


Westwoop, CAtir., Oct. 6.—Thirty-five years 
ago, Patrick John O'Dea, playing football on 
the University of Wisconsin team, established a 
record that has gone down in football history, 
marking him as the greatest kicker the Ameri- 
can game has ever seen. 

For years his fame followed him wherever he 
went, and plagued rather than aided him as he 
attempted to establish a law practice in San 
Francisco. Everywhere people wanted to talk 
football, rather than business, with Pat O’Dea. 

Fifteen years ago he disappeared. 

Pat O’Dea made his reputation at Wisconsin 
in 1897-8-9. 

Willis J. Walker, chairman of the board of 
the Red River Lumber Co., California’s great- 
est pine manufacturing company, was also a 
grid star of the 90’s. He played right tackle 
on the Minnesota eleven from 1893 to 1896, 
and was later to see his son, Leon, now in 
the sales department of the Red River company, 
play the same position for Yale 1917-1920. 

Naturally, Willis Walker has maintained his 
interest in the great game and knows its his- 
torv. He was familiar with the prowess of 
O’Dea, and remembers many details of impor- 
tant games of the old days. 

For the past fifteen vears, mild mannered, 
industrious and efficient Charles J. Mitchell has 
been an employee of the Red River Lumber Co., 
at Westwood, Calif. He, too, displayed keen 
interest in sports, particularly in football, and 





Photo taken at Westwood 


showing Red River 
Lumber Co.'s three former star football players. 


Willis Walker, R. T., 1893-94, Minnesota; Pat 
O'Dea, fullback, 1897-8-9, Wisconsin; Leon Walker, 
R. T., 1917-20, Yale 


appeared extremely well versed in its history. 
Some time last spring, in conversation with Mr. 
Walker, his secret slipped out and he admitted 
his identity to his employer. He is the famous 
Pat O’Dea of football fame. 

At first he was reluctant to let the public 
again know who he really is, but with Mr. 


Walker's urging, and especially after the Liter- 
ary Digest published a story quoting part of 
his wonderful record and the belief that he filled 
the grave of an unknown soldier in the late war, 
Pat agreed to let Mr. Walker give the story 
to the press. The story broke first in nearly 
two pages of the Sept. 19 San _ Francisco 
Chronicle and has been widely copied since. 

His many friends in Westwood, -where he is 
statistician for the Red River Lumber Co., sec- 
retary-manager of the Westwood Auto Club 
and Chamber of Commerce, a director of Larsen 
Volcanic Park Association and active in other 
civic matters, were overjoyed to learn of his 
fame. They gave a banquet in his honor, Mon- 
day, Sept. 24. 

Back at the University of Wisconsin, where 
his battered old headgear hangs as a tribute to 
his magic toe, they are planning a homecoming 
celebration this fall with Pat O’Dea as the guest 
of honor. 

Bill Leiser, sports writer for the Chronicle, 
quotes O'Dea as follows: 

Probably I was wrong. Mrs. Mitchell, that 
is Mrs. O’Dea, always thought I was, but ! 
wanted to get away from what seemed to 
me to be all in the past. As Pat O’Deal 
seemed very much just an ex-Wisconsin foot- 
ball player. 

He says from now on he is going to be Pat 
O’Dea for the rest of his life. And all of this 
came out because the head of a big lumber 
company is still a boy at heart and can talk 
about his football experiences of the “gay nine- 
ties” with more enthusiasm and sparkle in his 
eye than could be aroused in a discussion of the 
Lumber Code Authority. It’s a “grand” game. 
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FORDYCE-CROSSETT SALES CO. 


80 EAST JACKSON 
CHICAGO, ILLINOIS 


SOUTHERN OFFICE: FORDYCE, ARKANSAS 





Operating Pine and Hardwood mills, Oak Flooring factories and Lumber 
Treating plants at Fordyce and Crossett, Arkansas, we offer exten- 
sive resources and facilities for expeditious service in mixed cars of: 


ARKANSAS SOFT PINE 


SATIN-LIKE INTERIOR TRIM 
AND COMMON LUMBER 


+ a + 


ROYAL OAK 
FLOORING 


+ + + 


SOUTHERN 
HARDWOODS 


+ + + 








ws AND CLEAN, DRY, ODOR LESS Entrance Hall, Cape Cod Cottage, Chicago World's 


Fair... paneled in Arkansas Soft Pine Clear Finish 


WOLMANIZED 
LUMBER 


With adequate capacity for treating up to 
200,000 board feet per day, we are prepared 
to supply the trade in all items of Wolmanized 
Arkansas Soft Pine Finish and Common Lumber 
This Authoritative Stomp Certifies Trea? through which the consumer now may have CERTI- 
ment and Protection, and Appears on All FIED PROTECTION AGAINST DECAY AND TERMITES. 


Fordyce -Crossett Wolmanized Products 


CROSS ETT WATZE K GATE S INDUSTRIE S 
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has demonstrated 
that quality is a vital factor in 
sales. If you 


building retail 


want to make your sales in- 
crease year by year, we know 
you will be interested in the 
kind of lumber we are manu- 


facturing. 

We invite your inquiries on 
superior 
bill 


and special cutting particularly. 


virgin Longleaf of 


quality—all house items 


wt 


ORDNEY, EY, 














BURTON -SWARTZ 
CYPRESS CO. 
PERRY, FLA. 





Tidewater Red Cypress 


THE BEST 
OBTAINABLE 








The Largest Stock in the 
Entire Industry 





CUT-TO-ORDER TIMBERS & HEAVY JOIST H 

\) STEAM K D FINISH--BRIGHT DRY 
SHIPLAP FLOORING AND BOARDS | 
HIGH GRADE DIMENSION 
|. Mitts ATEDWARDS,Miss.& CANTON, Miss. | 


SALES OFFICE 


| MERIDIAN, MISS. 
sieiieciieien : 


| BURDETTE LUMBER COMPANY | 
| 
| 
| 








— 


ire us for quotations on 


Scuthomn Hardwoods 


CHAPMAN & DEWEY 


LUMBER COMPANY MEMPHIS 
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(Continued from Page 32) 
Herstein, vice-president of the Riechman 
Crosby Co., leading Memphis mill supply house. 
Advertising for the campaign is being handled 
by the advertising agency of Lake-Spiro-Cohn 
(Inc.), whose president, Bernard L. Cohn, is 
publicity chairman of the entire campaign. 


250 Loans in Wisconsin to Date 


MILWAUKEE, Wis., Oct. 8.—At a meeting held 
here today of members of the lederal Housing 
Administration industries division, with bank- 
ers, manufacturers, contractors, carpenters and 
others in the building trades, a State-wide drive 
to revive Wisconsin’s building industry and re- 
turn to work thousands of unemployed, got 
under way as this State’s part in the national 
housing project. B. J. Flynn, director of the 
Industries division, took charge of the cam- 
paign’s start. Speakers included D. R. Collins, 
industrial advisor of the FHA, Arthur M. East 
of the Industries division and A. Matt Werner, 
State director. 

In Wisconsin 32 committees have been set up 
to push the housing loan program, according to 
Mr. Werner. He said that 325 banking insti- 
tutions had signed up for modernization loan 
insurance. So far 250 loans have been made in 
Wisconsin. One outlying Milwaukee bank had 
made 69 loans. 


75 Percent of Nation's Banking 
Strength Now Behind FHA 

WasHINGTON, D. C., Oct. 8.—Banks repre- 
senting more than 75 percent of the total com- 
mercial bank resources of the country have ac- 
cepted contracts of insurance in order to make 
modernization loans, according to an announce- 
ment today by the Federal Housing Admin- 
istration. Resources of accepting banks exceed 
thirty-four billion dollars, 

That larger banks have accepted the contract 
of insurance more quickly than smaller ones is 
indicated by the fact that the number of ac- 
cepted commercial banks is 6,714, totalling 44 
percent of those eligible for contracts. 

The State of Washington, in which 82 per- 
cent of all eligible banks accepted contracts of 
insurance, headed the list of States in a rank- 
ing, by numbers, of the entire country issued by 
the Federal Housing Administration. 


"Furniture City" Falls In Line 


GRAND Rapips, Micu., Oct. 8.—Grand Rap- 
ids’ Better Housing campaign got under way 
Oct. 1, backed by lumber dealers, building and 
supply men, painters, bankers and prominent 
citizens. Aid of 200 FERA workers was se- 
cured to make a canvass of home owners. 

A citizens’ co-operative committee has been 
appointed, headed by John Hekman, prominent 
citizen. William Ederle, manager of the Grand 
Rapids Building & Supply Dealers Exchange, 
is general chairman of the campaign. 


Latest News Flashes on FHA 


WasHINGTON, D. C., Oct. 8—Some “high 
lights” from the Federal Housing Administra- 
tion’s latest news releases are: 

One San Francisco bank to date has made 
477 modernizing loans, totaling $185,000; a 
bank in Atlanta has made 107 loans, totaling 
$40,000; a small bank in St. Louis has made 
107 loans reaching a total of $46,000. 

A leading New York City bank, with 
branches, has made over 1,000 loans, with a 
total of $635,000. 

A large bank has informed FHA headquar- 
ters that the first monthly payments coming 
due on 103 loans had been met 100 percent 
perfect. 

Analysis of 1,000 borrowers shows approxi- 
mately 15 percent of the “white collar” class; 
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Late News Flashes on FHA 
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men who own their own establishments pre “cleveland 
10 percent; salesmen, corporation eXeCutives DENVER (1 
professional men, etc., ranging from 2 to 4 per. pet) Oc 24 
cent of the total in each class. ” ee 
As to type of work being done, thus far = 30; I 
heating and inside painting, redecorating and osueaNs 


plumbing head the list—each with about 15 per- § (Roosevelt) 
cent. Exterior repairs, roofing and Outside jamin Fran 
painting run almost equally at 9% to 10 percent penn) Oct. 


of the total jobs. Remodeling of kitchens, addi- ee 
tional rooms, bathrooms, lighting, cementing (Palace) C 
etc. account for about 3 percent. ‘i 
The average for modernizing loans thus far 
reported is $449; average income of borrowers | Nam 
$2,725 ; and average maturity of loans 95 
montns., 
Repair Jobs Reach High Poi Pais 
epair Jobs Reach High Point for |p "Hobart 
Year chairman 


$7,000,000 


SIRMINGHAM, ALA., Oct. 8.—In September, fnounced by 








342 permits were issued here, totaling $91,409, fat. 
the largest total for a single month this year | George 
All of these contracts were for individual home fcement C 
repairs. Estimates indicate that at least 359 pprothers, | 
per month would be a low estimate for the num- — An “Ad 
ber of repair jobs to be let by this one cor- poperate w! 
poration each month for many months to come, an Franc 
The FHA has been rather slow in getting fappointed 
* Klub. Thi 
hip of W 
ent of th 
A HANDBOOK OF INFORMATION i 3 22 
We, as dealers, want to take this [Cubs Ass 


opportunity to thank you and con- 
gratulate you upon the splendid pro- 
motional work you are doing toward 
putting over the Better Housing Pro- 
gram. We find the American Lum- 


Repot 
DENVER, 
tate direc 
eclared tl 


berman to be our best source of in- ™ _— 

i he loans 
formation on the NRA and the codes; aie 
in fact, we use your magazine as a jhouse-to-h 


handbook of information.—East Ar- 
kansas Builders Supply Co., William 
S. Pollard, manager. 
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started. Loans are not as easily secured, ac- United Si 
cording to the reports of retail dealers, as one Boommen 





would expect after reading campaign literature. 
Requirements in most cases seem to be such 
that the prospective borrower could have 
handled the same matter without the FHA if he 
had decided to make the repairs. The average 
home owner in Birmingham finds his present 
indebtedness, and lack of definite income, 4 
hindrance to securing the help needed to go into 
a program of repairs. 
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Regional Meetings for Manufacturers 
Are Scheduled 


WasuincrTon, D. C., Oct. 8.—To assist manu- 
facturers of building materials in planning for 
profitable participation in the Better Housing 
Program, the Federal Housing Administration 
has arranged a series of group meetings to be 
held in a number of cities. These meetings will 
reveal the “high-lights” of the general plan; 
while a question-and-answer forum will clear 


nothe 





Sat | 


up any details regarding which anyone may dd 
be in doubt. Manufacturers are invited to B°C% Se 
bring with them to these meetings their sales ation - 
and advertising managers, branch managers, ens B 
salesmen etc. and also to invite friends in other pinted é 
lines of manufacturing. The meetings are held hi cha: 
in convenient centers, to save manufacturers od C 
time and expense. m rid 
The original schedule covered meetings 1 str 
thirty-two cities, but nine of these meetings— B'S 5 
in as many cities—have already been held leav p-to-the 
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ing the revised schedule of those still to take 


place as follows: 
AmLaNTA (Atlanta Biltmore) Oct. 31; BALtI- 
MORE (Lord Baltimore) Oct. 22; Boston (Stat- 
jer) Oct. 15; BuFFALO (Statler) Oct. 23; CIN- 
qnnati (Nethe rland Plaza) Oct. 29; CLEVELAND 
icleveland) Oct. 25; DALLAS (Bake r) Oct. 29; 
Denver (Brown Palace) Oct. 17; DETROIT (Stat- 
r) Oct. 24; JACKSONVILLE (Mayflower) Nov. 5 
I pUISVILLE (Brown) Oct. 30; Los ANGELES 
(Ambassador) Oct. 26; MEMPHIS (Peabody) 
oct, 30; NEWARK (Douglas) Oct. 18; New 
ORLEANS (Roosevelt) Nov. 1; NEw YorRK 
(Roosevelt) Oct. 16; PHILADELPHIA ( Ben- 
jamin Franklin) Oct. 19; PiITTsBURGH (William 
penn) Oct. 26; PORTLAND (Multnomah ) Oct. 23: 
FICHMOND (John Marshall) Nov. 7; SALT LAKE 
(ry (Newhouse) Oct. 18; SAN FRANCISCO 
(Palace) Oct. 25; SEATTLE (Olympic) Oct. 22. 





Named Chairman of Finance 
Committee 


San Franciseo, Oct. 8.—Selection of Lewis 
Pp. Hobart, noted San Francisco architect, as 
chairman of the finance committee of this city’s 
31:000,000 Better Housing program, was an- 
nounced by Charles M. Cadman, general chair- 


an, 

George R. Gray of the Santa Cruz Portland 
Cement Co. and John R. Cahill, of Cahill 
Brothers, builders, were named vice-chairmen. 
An “Advisory Publicity Committee,” to co- 
operate with the committee in charge of the 
Kan Francisco Better Housing drive, has been 
appointed by the San Francisco Advertising 
(lub. This group will serve under the leader- 
ship of Walter A. Folger, assistant vice-presi- 
ent of the Pacific Telephone & i Co. 
nd a past president of both the San Francisco 
Advertising Club and the Pacific Advertising 
Clubs Association. 





Reports 100 Loans Completed 


Denver, Coro., Oct. 8—Thomas A. Duke, 
tate director of the FHA program, this week 
eclared that at least 100 Colorado loans have 
een completed; about half being in Denver. 
The loans average about $400 apiece. 

An army of volunteer workers will begin a 
ouse-to-house canvass this week. 


Huge Corporations Are Moderniz- 
ing Their Plants 


C., Oct. 8.—Following re- 
ent announcement of the president of the 
Frited States Steel Corporation that he was 
fecommending immediate expenditure of $18,- 
900,000 to modernize that corporation's plants, 
ederal Housing Administrator James A. 
foffett today made public the following state- 
ent by C. M. Chester, president General Foods 
orporation, New York: 
“For your information, we are about to re- 
tase orders for capital improvements in our 
lants totalling in the neighborhood of $300,- 
0.” 
These capital improvements by large indus- 
ial organizations are in line with suggestions 
ade by Administrator Moffett at a recent 
eeting of industrial and business leaders that 
Age corporations can set an example by the 
‘penditure of large sums of cash for moderniz- 
g their plants. 


Another City Will Dramatize Home 


Modernization 


Satt Lake City, Uran, Oct. 8.—Ralph W. 
odd, secretary Utah Lumber Dealers’ Asso- 
ation and manager of the Salt Lake Lumber- 
en's Bureau of Information, has been ap- 
inted a member of a committee which will 
Ave charge of a remodeling demonstration here 
hich calls for the bringing of some old, 
abby, run-down dwellings from the residen- 
al districts to one of the main business streets, 
here, step by step, they will be converted into 
p-to-the-minute homes. 


WASHINGTON, D. 





Philadelphia Launches 


Campaign 


PHILADELPHIA, Pa., Oct. 8.—The campaign 
for modernizing sponsored by the FHA has 
been launched in Philadelphia by the appoint- 
ment to the chief advisory committee of Amos 
Y. Lesher, of the Lesher Lumber & Millwork 
F. S. Underhill, of Wistar, Underhill & 
Co., and J. W. Oberholtzer, of Johns-Mansville. 


Co.: 


The other members are: 


Col. George W. B. Hicks, 
tor; Henry Allman, 
Allman; Thomas F. 
3uilders’ Exchange; 
retary Engineers’ Club; 
Cuneo Press; 
Quade, Ketcham & 
Newman, Philadelphia 


president 
Armstrong, 
Charles E, 


Thomas Latta, 
McQuade; 
Housing 


sr.; 
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sec- 
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Joshua Ash Pearson, Fidelity-Philadelphia 
Building; Arthur D. Smith, sr.; Joseph M. 
Steele, William Steele & Sons Co.; George S. 
Stuart, Builders’ Exchange; Horace Felton, 
Felton, Sibley & Co. 

Daniel J. Crawford jr., owner of the Penn- 
sylvania Hotel, has accepted the chairmanship 
of the campaign committee. 

Regional Director Edward P. Simon, of the 
eastern Pennsylvania division of the FHA, pre- 
dicted that dealers in building materials will 
benefit greatly from the FHA local campaign. 


EMERSON MANUFACTURING Co., manufacturer 
of wood specialties at Hooksett, N. H., is in- 
stalling a modern Moore reversible cross cir- 
culation fan kiln to dry various northern hard- 
woods and softwoods. The kiln equipment was 
manufactured by Moore Dry Kiln Co., Jack- 
sonville, Fla. 
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No. 55—4 cutter. 
8 LVER STEEL, 

“SEGMEN T 
GROUND.” Deep 
raker gullets. 14x 
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1934 masterpiece. 














No. 7i—2 cutter. 
SILVER STEEL, 
“SEG cNT 
GROUND.” 14x20 
ga. Extra roomy 
guilets. Super- 
fine temper, pol- 
ish, grinding. 
Runs long with 
little filing. 4, 
5, 6 and 6% 
foot lengths. 


ATLANTA, GA 
CHICAGO, ILL 


BRANCHES: 
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NOW — 





the lifting of the curtain reveals 


ATKINS NEW “BLUE END” 





Silver Steel ‘“‘ Segment Ground ” Cross-Cut Saws 


ATKINS has designed two NEW crosscut saws for expert 
loggers, on advanced principles and way ahead of the times. 


They are built to eclipse all other high grade saws! 


A real 


contribution to advanced logging. 


After severe trials in lumber camps with no name or mark of 
identification so there could be no prejudice for or against, 
these “Mystery” saws were acclaimed and definitely established 
as “the fastest and smoothest cutting crosscut saws ever made 
by anyone.” 


These ATKINS NEW “Blue End” SILVER STEEL, “SEGMENT 
GROUND” CROSSCUT SAWS, Nos. 55 and 77, do save labor 


and money and actually increase earning power. 


It’s in the 


steel, temper, design of teeth and workmanship. Try them! 
Order from your regular source of supply—or write to us. 


ae ATKINS AND COMPANY - INDIANAPOLIS, INDIANA 


MEMPHI 


NEW YORK. N 


TER 


y 


NEW 
KLAMATH FALLS. ORE 


ORLEANS LA PORTLAND, ORE 


SAN. FRANCISCO. CALIF PARIS. FRANCE 
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Plow Pine 


The Aristocrat of Structural Woods 


—the material that 
guarantees long serv- 
ice to builders and a 
steady, profitable busi- 
ness to dealers. It's 
| genuine Long Leaf— 
the strongest and most 
durable lumber. 


Wier Long Leaf 
Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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PROFITABLE 


Lumber dealers find NO-D-K profitable be- 
cause customers can protect exposed wood- 
work at low cost. NO-D-K protects not 
‘ only against decay, but also the attacks 
of termites. Write for full details—today. 


TENNESSEE EASTMAN CORPORATION 


KINGSPORT, TENNESSEE 

















CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 
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Out of the Woods 


I met an old fellow up north in a shack, 

Away from the railroad, some twenty miles back. 
I'd cut across country, a valley or two, 

As only a greenhorn would ever dare do, 

Till, fooled by a ridge that I followed awhile, 

I lost my direction, then wandered a mile, 
When all of a sudden, not noticed before, 

I came to his cabin and stood at his door. 


His welcome was honest, not any too glad, 

Was much like his cooking, not good and not bad; 
3ut pipes and tobacco, the sight of a fire, 

And any man softens. I sought to inquire 

The shanty’s location. “Don’t ever mind that,” 


I'll take you tomorrow to a trail you can use.” 


A man can’t keep posted like fellows like you, 
I’ve got so much fishing and hunting to do. 
Potatoes in summer, and wood in the fall, 

It takes all my time to look after it all. 

I’ve been so darned busy with matters of late 


And stopped buying lumber, and buying cigars. 
I cashed all my paper, I sold all my goods, 


When I say ‘provisions’ I mean I brought in 
A carload of anything put up in tin. 

And here I’ve been living, not fancy, I guess, 
3ut down in Chicago I might have had less.” 


He didn’t know Hitler, he never had heard 
About Mussolini, not even a word; 

And, what was the strangest about the affair, 

It seemed, when I told him, he didn’t much care. 
And, as for inflation, and unions, and codes, 
They matter but little unless you have roads. 
But, when I had told him, he said with a smile 


He took me next morning the crookedest trail, 
That led to the highway, that led to the rail. 
I’m back in the city, my business in town, 
And one day it’s up and another it’s down. 
But, only this morning, a knock on the door, 


I figure it’s time to come out of the woods.” 


We See b' the Papers 


Spain seems to have abandoned the guitar 
for the Chicago model of the ukelele. 

President Roosevelt says he has not aban- 
doned the idea of planting a “tree-belt” from 
Canada to Texas to end future drouths. 

However, he has not yet announced who 
will water the trees, or what he intends to do 
about the real cause, the Rocky Mountains. 

Socialist Sinclair says his scheme will end 
the business cycle, and he is right. There will 
be no more depressions. There is never any 
disease after the patient is dead. 

The business cycle is, after all, not such a 
terrible thing. We get rich during a boom, and 





wise during a depression. A man can afford 





Idaho— 


Ponderosa— 
California White 
and Sugar Pine 


Cedar and 
West Coast Products 


WHITE PINE 


Also 
Fir Wallboard 


William Schuette Company 


Office—220 Sth Ave. PITTSBURGH, PA. 








to lose his riches if he regains his senses. 


St. Louis, it seems, at first thought it was 
the lady who came out, but later decided it was 
the tiger. 








The other day while motoring we came upon 
a drunk who had killed himself and badly in- 
jured the woman driver of an approaching car. 
It seems he was on the wrong side of the road, 
and the lady interfered with his personal liberty. 


Either a vertical union or a horizontal union 
is all right with us, as long as some picket 





He said, “for you wouldn’t know where you are at. 
I thanked him and said, “Now I'll give you the news. 


“But, first, the depression, how’s that around here?” 
He asked, “What depression ?—and, say, what’s the year- 


I’ve not been to town since, let’s see, twenty-eight. 


“That year, you remember, folks stopped buying cars, 


And bought some provisions, and took to the woods. 


He guessed he would stay where he was for awhile. 


And in walked Old Whiskers: “I’m ready once more 
l'o make some investments, to buy me some goods— 


doesn’t try to knock 


: some Vertical 
worker horizontal. 


The largest class since 1921 has en. 
rolled in the agricultural course at 
University of Illinois. Maybe the farm. 
er has decided to try using his own 
brains. 


The difference is that, when Englani | 
went off the gold standard, it was , | 
force-out; we just stepped off secon 
base. 

We would better not brag too my) 
about our Constitution as long as the 
police are allowed to administer th 
third degree. 


aie 





When you hear some fellow complain 
about the depression, you might a 
him how he’d like to be in the building 
business, whose depression started jn 
1926? 


With Texas teams beating Purdy 
and Notre Dame, it seems that the star 
of empire has changed its general 
direction from west to south. 

We shall be in Quincy, Mass., on 
election day, and can’t vote. Now, if we 
were only in New York perhaps we 
could, 

The world’s series is over, but we 
still have to go through a lot of foot- 
ball. 

England had the better boat, the 
United States the better crew. Per- 
haps, after all, the difference in people 
does make a difference. 

Except in the metropolitan centers, 
every other man in America owns his 
home. And every other man ought to 
own one. 


The trouble now is that we sugar- ! 


coat everything. When we were a boy, 
a family was “on the town.” 

No radical is ever able to keep up 
with some other radical. 

Pat O’Dea, the greatest kicker the 
world ever saw, has been found engaged 
in the lumber business in California. A 
lot of wholesalers have always believed 
that, if the world’s greatest kicker wert 
ever found, it would be in the lumber 
business. 

DePauw, national champions, have not been 
scored on since 1932. Neither, it appears, have 
the Democrats. 


Between Trains 





| 


Granp Haven, Micu.—This town is a hun | 


dred years old this year, but from the way tt 
cut up at the Rotary meeting today you wou 
never have thought it. It was founded by 4 
minister, the progenitor of the famous Ferrys 
of this region. Many another town has Det 
found dead by a minister, perhaps because tt 
wasn’t founded by a minister in the first place. 
The sturdy Hollanders who settled western 
Michigan gave it two great things, thrift and 
piety. We believe, if we were going to settle 
in a town, we would ask to be shown the 
churches, and take a chance on the factories. 


Bay View, Micu.—If you don’t object to 


improving your mind while you are strengthen- J 


ing your body, Bay View is a good place to 
spend a summer vacation; and many hundreds 
do. This is the location of the famous Bay 
View Assembly. It has gone through five years 
of depression without going a dollar into debt, 
so it seems likely that there are a lot of people 
who care something about the health of theif 
minds. : 
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Says Promotion Work Is 
Needed in Europe 


WasHINGTON, D. C., Oct. 8—Never before 
have the American lumber exporters faced more 
critical conditions in the European markets, ac- 
cording to Axel H. Oxholm, chief of the forest 
products division, Department of Commerce, 
who has just returned from a three months 
study in Europe. The consumption of American 
lumber is at present at a low ebb. This is to 
be expected in view of unsatisfactory European 
business conditions. However, the American 
exporters are not receiving their full share of 
the European business, and this is mainly due 
to the lack of organized efforts among Ameri- 
can exporters. 

The American price policy has been particu- 
larly disastrous, and has caused the breaking 
down of the customary channels of trade in 
some countries. This has led to ruinous price 
cutting, leaving little or no profit to those 
handling American lumber. The trade has, 
therefore, in an increasing measure turned to 
other woods, and the position of the American 
lumber exporters in most European markets has 
been weakened. In contrast, the Canadian lum- 
ber exporters, particularly those of British Co- 
lumbia, have made remarkable progress not 
only in the United Kingdom, but also in other 
European markets. Through effective publicity 
and educational! work among dealers and con- 
sumers, the Canadian lumber exporters have 
gained a solid foothold in Europe, and the mar- 
ket has steadily expanded through the develop- 
ment of new uses for Canadian lumber. In 
previous years, American lumber interests were 
engaged in similar activities in Europe, but 
these efforts have partly been abandoned during 
the last few years, and much of the new Cana- 
dian business has been gained at the expense of 
American shippers. 


Artificial trade barriers, such as high custom 
duties and quota restrictions, have seriously in- 
terfered with the normal development of the 
American lumber market in several European 
countries. In many instances these markets may 
be restored if lumber is included in the proposed 
tariff arrangements with European countries. 

Immediate action is necessary in order to 
retain the present market for American lumber 
in Europe. Much of the territory temporarily 
lost to American trade may be regained, since 
the substitution for American lumber has not 
always given satisfaction, and the price question 
is not always the deciding factor among Euro- 
pean consumers. It would, therefore, seem that 
the American exporters could profitably direct 
their efforts toward enlightening the European 
trade in regard to the special advantages offered 
by American woods, and above everything estab- 
lish an organization of American lumber ex- 
porters so as to enable closer co-operation with 
European distributors. 


It must not be forgotten that in most Euro- 
pean countries the feeling is that it is not to 
the advantage of the trade to eliminate the 
American lumber exporters. On the contrary, 
the importing countries desire to draw on a 
number of sources of supply, and do not want to 
give any one country a monopoly on the trade. 
Present economic conditions in Europe have led 
to substitutions for American lumber, and other 
materials have made considerable headway. 
European forest products laboratories have, 
however, made considerable progress in develop- 
Ing new and more economical uses for wood 
and in several countries special organizations 
have been established by the trade to apply the 
result of laboratory research in practice. This 
is particularly true in the use of plywood and 
veneers, and above everything in the develop- 
ment of modern connectors for timber construc- 
tion. Gigantic radio towers and similar struc- 
tures wholly or partly built of wood are in evi- 
dence on the continent of Europe. In this work 
the European engineers and architects have 
Played a prominent part. The American lumber 
€xporters should closely follow these European 
developments in wood utilization. 
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WHY PUT UP WITH SAP-STAINED PINE 















WHEN 


LIGNASAN-DIPPED 
—Treated with Lig- 
nasan to prevent sap 
stain, this pile of pine 
(at right) came 
though the seasoning 
period bright and 
practically free from 
sap stain. 


oe 
Pee ae 


NY KIND of wood sells easier when 
A it’s free from ugly sap-stain. But 
pine, especially, must be clean and 
bright, as it is often used for natural 
finish. When dipped or sprayed with 
Lignasan solution, pine air-dries bright, 
and maintains its natural color. There 
is no “browning”’ or “‘yellowing”’ of the 
stock. Isn’t that the kind of pine you 
want? 

Lignasan controls sap-stain fungi on 
pine, sapgum and many other hard- 
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NOT DIPPED— This 
stained pile of pine 
lumber (at left) was 
stacked adjacent to 
the pile shown below 
...on the same day. 
Morethan 50Z of the 
sapwood areastained. 





BRIGHT, LIGNASAN-DIPPED 
PINE SELLS EASIER? 


woods. Is applied as a dip or spray in 
cold solution. Cost is small—mills re- 
port about 12c per thousand board feet. 
And you save on transportation and 
storage costs because Lignasan is the 
“‘highest-powered”’ anti-stain chemical. 
Only one pound is required to prepare 
fifty gallons of solution. 

The best way to get acquainted with 
Lignasan is to order a trial supply. 
Send coupon for details. Lignasan 
brightens sales as well as lumber. 


LIGNASAN 


REG. U.S. PAT. OFF. 


MADE BY E. 1. DUPONT DE NEMOURS & Cco., INC. 
NOW SOLD BY THE GRASSELLI CHEMICAL CO., INC. 
— a duPont subsidiary — 


POUNDED 1839 


GRASSEL|!) 


ASO. US. PAT. OFe, 





™ AL 10-13 


THE GRASSELLI CHEMICAL CO., INC., Guardian Building, Cleveland, Ohio 


GENTLEMEN: Please send me more information and prices on LIGNASAN. 
This is not to obligate me in any way. 
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Eastern Trade News | 





NLL LLL, 


[F. ya Caulkins| that no rate under $12 will be approved } 
KNEELAND - McLURG the Shipping Board, which is now warty 
Boston, MAss., Oct. 8—New England lum- with complete control of minimum rates. 


bermen are rapidly developing a line of joint Eastern Spruce.— The past week h 
action for dealing with the problems of lumber brought freer buying of yard schedules “ 
distribution in this section as developed because well as industrial lots, and with the -~ 
of the stubborn refusal of NRA to permit ueta down to 33 hours a week, unfille 
promised self-regulation within the industry. 04ers at the mills have shown a real jg. 
Lumber distributors in all corners of New ‘Tre#se,; The Northeastern Lumber Manutap. 
England are developing joint co-operative action — hag soa: peepee as tg agency 
to set up sane standards of practice. Two meet- aur "York pe pat ail poverty. its 
ings have already been held at Boston. The differential, of $2 below Code prices afte 
last one, on September 28, was attended by a shipments, has been agreed upon to hn 
special committee of ten from the New England all shipments of spruce by water. It wil 
Wholesale Lumber Association, and 29 retail probably be a week or two before this 
delegates from all six New England States, and Change will be approved by NRA and ay 
included Paul Collier and Harold Bellows of ¢e¢tive date set. This will favor all ship. 
Rochester, N. Y., manager and vice president ?°T* at ports in eastern Maine, Nova Sestis 
seanert wee! ma beh and New Brunswick. The Provincial mills 
te sointtayA of a er Lumber- are not greatly concerned, for they are find 
vermen’s Association. The wholesale associa- jing «a strong marke >; tate 6. oad 42 
~ ae Se tion poacbt as weg and the Ws wc a ts ae a Hag fone ies shleeneut to Maaeee ae 
SLL LLL hhh, welfare committee, Clifton F. Leatherbee, was home building has been left to private initia. 


a in the chair. The trade situation was discussed tive and is now in record volume. Eastern 


‘*KORRECT BRAND” 
AND BikcH” FLOORING 
has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 


desire to maintain ‘“‘Korrect Brand” reputa- 
tion guarantees this superiority. 


Try a car now and always be 
a "Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. 


TLL 


M 











sensus that unless NRA changes its attitude > f ‘ : a E ‘ 
radically, the lumber industry will be forced to uy OY" Code prices. The basic price for 
“ ’ : Noga dimension and random yard sizes, 8 inches 
create and operate under its own definitions as = and under and shorter than 16 feet holds at 
to the channels through which lumber may $33, and the 10-inch, if dry, sell at $37, and 
pass from producer to consumer. Mr. Cowles, the 12-inch at $39. Dry boards are scarce 
of Springfield, read the latest administrative at all mills, with the 6- and 7-inch very firm 
order X.49 which is NRA’s latest definition, @'! hyped fesse algo —e . above Code, 
: a classi liveries 2 7 ” and a 7-inch sell as high as $34@35. Five- 
UALITY timber, mod- |: oe oS inch and up covering boards, in random 
te “a a? ° . widths and lengths, are somewhat more ac- 
ington received during the meeting made it {ive at $28@29 : 
clear that NRA had withdrawn this definition, vniTaghiona 
leaving the subject matter open for further 
negotiation and consideration. Official spokes- inch, and $5.40 for the 1% inch, which latter 
men from each State voiced support for joint are used chiefly at interior points. For repair 
action, and Secretary Collier expressed the work and remodelling the yards are moving 
opinion that the parent retail organization in quite a volume of shingles—both white and 
, eu ee a | this territory, the Northeastern Retail Lumber- red cedars—and for the former they are pay- 
SSID INAS UipiaeeG@@ Mie4iaha@| men’s Association, which embraces all New in& $4.50 for the extra grade, and $3.75 for 
‘ = i England and New York State outside New clears per thousand, or $3.95 and $3.30 per 





ern facilities and 
careful manufacture — all 
Northern Hardwoods, 
Hemlock and some Cedar 
—let us quote on your 
requirements. Mixed or 
straight cars. 


Lath and Shingles.—tThere is a fair call 
for standard slab lath at $4.90 for the 1% 

















| NCOMRMeSS Neen! § York City, would gladly join hands with the “@uare. Tespectively. The lower grades are 
: . ' ; h : : little called for. For the West Coast red 
| aes : - wholesale group to throw the weight of this cedars the all-rail prices continue at $4.04 


eastern territory solidly against further de- per square for the 16-inch XXXXX, and $4.43 
G> AMON moralization of lumber distribution by NRA. for the 18-inch Perfections. The waterborne 
pl ») At the conclusion of a three-hour session, a lots from local storage sell at $4.18 for the 
HARD set of resolutions, prepared by a special com- 16-inch No. 1 grade, $3.62 for the No. 2, and 
mittee, calling for joint action and the appoint- $3-30 for No. 3. The Perfection grade is sold 
y >) iment of a central committee, was presented by OU, at all, Atlantic coast storage point 
Granville B. Fuller, of Brighton, and adopted month. Orders calling for mill shipment are 
MAPLE by a unanimous vote. Each regional retail peing booked at 45. cents 


: ° P under sto 
AND BIRCH group will now proceed to appoint an official prices. seis — 
member of this joint committee, and the whole- 


2 ° ; Pine Boxboards.—The box shops are not 
L_OOR | NJ CC sale group at a special meeting of the associa- busy, and are placing few orders for lumber. 


tion called for Oct. 16, will appoint an equal A fairly wide run of inch round edge sells 





ae 7, in detail from the standpoint of both the whole- = '™iIIs_ now oo — in Lange that will 
Ari Tarn Me sale and retail distributor, and it was the con- "edulre elsht to twelve weeks to fill. Dry 
| Northern Hardwoods org op inanggelir yes My Aa | 





Our new flooring plant is equipped number. To avoid delay in securing action up- at $16 at the mill yard, and, with the mills 
with the most improved type machines. on a local problem. it is provided that a com- operating only 33 hours a week, the best of 
You'll appreciate the better manufacture mittee of three or five be appointed by the re- the cut finds a ready market, while undesir- 
and superior quality of WELLS Flooring. tail organization in the home State. to act with able lots accumulate on the mill yards. Good 
Try @ car now at low prices. a like committee from the New England inch square edge is firm and active at $26. 
Wholesale Lumber Association. A_ general Maple Heel Stock.—At the shoe factories 

el WAWELLS meeting will be called as soon as all States there is increased activity, and a better out- 
LUMBER COMPANY have selected their representatives. — _There is little demand for heel stock, 
MANUFACTURERS = ever, though manufacturing of winter 
MENOMINEE MICHIGAN West Coast Fir and Hemlock.—The yards goods should be active at this season and 
. continue to draw heavily from storage lots the heel shops very busy. Some of the 

carried through the summer months, when larger shops are closed, and others are run- 

the cargo movement was at a standstill due ning with skeleton crews. Few sales of 


17 | y. R o 117 to the strike of longshoremen. Some mill maple have been reported, and the price 
our equirements For beta shipment orders have been placed during range for the standard No. 2 grade is from 


September, but the volume does not bulk $82.50@85. Some shippers are holding for 


large. Deliveries from the West Coast have $90, but report few if any sales at that 
Sg yr aed Basswoop been resumed, and total receipts at Boston figure. 
FT ELM—BROWN H—So A in September amounted to 17,733,605 feet, ° 
FT MAPLE which compares with 22,391,961 feet in Sep- Baltimore, Md. 
HEMLOCK AND WHITE PINE tember one year ago. But that was the larg- 


North Carolina Pine.—Now that the Lum- 


est total for anv single month since July ~ : : j 
ve ber Code Authorit has decided to retain 
AN BE PROMPTLY FILLED FROM THE 1929, when 23,565,049 feet was landed here. jinimum price provisions, there is likely to 
LARGE, WELL BALANCED STOCKS The average in September for the previous “’ j ay be 
fiv 12.227.617 feet. T be more confidence, and the buying maj 
ve years was ‘ neds here are no expected to take on more life. But activity 
OF THE changes in minimum Code prices ec. i. f. ter- 


minals, but there are frequent charges of in various lines calling for the use of short- 
VON PLATEN rs FOX COMPANY price chiseling, though no alleged offenders bent ts tants. 3 P 

have been taken to task by NRA. The inter- Georgia Pine.—The movement is still very 
AT coastal freight rate continues at $12, and small. The assortments here are restricted 
this will remain in force until Jan. 1 at least. to Probable requirements. 


17 | IRON MOUNAIN, MICHIGAN 17 All shipping companies must file their rates Douglas Fir.—The trade is still waiting for 
for 1935 before that date, and it is understood the development of a demand for West Coast 
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tocks in sufficient volume to make a fair 
s 


showing. aoe 

Hardwoods. —Complaints about chiseling 
are on the increase, and quotations often 
slicit the information that the potential 


puyer is able to provide for his needs at a 
material reduction in price. Though the fur- 
niture factories are stated to be fairly busy, 
distributors of hardwoods find it difficult to 
jand orders, because of the diverging views 
as to values, and this also applies to other 
consumers. Exporters state that they get 
advices from abroad that stocks are being 
tendered at $5 to $8 under the Code, and the 
unsettled conditions in Europe are retard- 
ing demand. Nevertheless lumber is being 
moved in considerable quantities. 


New York, N. Y. 


New York, Oct. 9.—The leaders in the re- 
tail trade in this section continue to concentrate 
thought and action upon the ever changing 
Code rulings and the efforts being put forth 
by trade leaders to discover practical ways and 
means of operating this very old industry. As 
one veteran dealer expressed it, “The NRA has 
succeeded in muddling all plans produced by 
the trade for rational trade regulation, and its 
latest attempt at producing a workable defini- 
tion of what constitutes ‘wholesale’ trade is 
ridiculous, and, were it not for the fact that 
NRA apparently has the political power to en- 
force its rulings, the proposition would be 
laughable. Novices in Washington, who have 
no conception of the processes of lumber manu- 
facture and distribution, undertake to write 
plans and specifications for the guidance of men 
who have devoted their lives to the business. 
3etween the stump and the consumer there has 
been no element of cost that has not been sub- 
jected to the competitive test and brought down 
to the lowest possible point. The wholesale dis- 
count covers an essential service, and the retail 
mark-up figure has been set by expert account- 
ants to cover average ‘overhead.’ ”’ 

W. W. Schupner, secretary-manager of Na- 
tional-American Wholesale Lumber Associa- 
tion, returned yesterday to headquarters in 
42nd Street from a week of strenuous activity 
in Chicago in connection with an important 
called meeting of Lumber Code Authority. He 
was joined there by President Myers, of Cleve- 
land; Dwight Hinckley, of Cincinnati, and W. 
H. Schuette, of Pittsburgh. The upshot of this 
conference was that the Authority, headed by J. 
D. Tennant, voted on Saturday to continue 
minimum cost-protection prices, both at the 
mills and in the distributing markets. There 
was real opposition to this line of action from 
some of the hardwood shippers, also from west- 
ern pine and some southern pine shippers, but 
the support of minimum prices was so strong 
that the Authority felt compelled to continue 
them in force. Mr. Schupner declared that 
“while we favored abolishing minimum prices 
on the ground that enforcement seemed impos- 
sible, we offered to co-operate further provided 
the Authority believed enforcement obtainable.” 
Mr. Schupner stated that “many divisions at- 
tending the Chicago conference were outspoken 
in their demand that a satisfactory definition 
of what constitutes ‘wholesale’ trade be adopted, 
and that the feeling was quite general that 
wholesalers should be brought under the Code.” 
There was apparently little confidence that 
NRA would adopt a definition of wholesale 
trade that would be acceptable to the industry, 
but there was strong belief that the Authority 
would call upon the NRA administrator to issue 
an order requiring all wholesalers to sign a 
contract of compliance before being allowed the 
wholesale discount. 

Trade at the yards in this metropolitan dis- 
trict continues sluggish, with orders confined 
largely to repair work. Deliveries from the 
West Coast were resumed during September. 
but did not bulk large. The feature of this 
movement at present is that most parcels ar- 
riving go direct to the buyer to fill orders. Con- 
signment of unsold lots is banned under the 
Code, but there appears to be no tendency to 
tush the restocking of storage yards, though 
the amount held here was greatly reduced dur- 
ing the strike of longshoremen. 
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Hundreds of operators 
have found that DOWI- 
CIDE is the only non-dis- 
coloring sap stain chemical 
that will permanently pre- 
vent the occurrence of 
both stain and mold fungi 
under the most severe con- 
ditions of seasoning. 


Let us help you solve 
your sap stain and mold 
problems. Write us today. 


DOWICIDE 


“DOWICIDE-DIPT”’ 


—YOUR ASSURANCE OF 


BRIGHT LUMBER 


WITH ITS 


FULL NATURAL BEAUTY and STRENGTH 











Distributed and serviced by 


THE CHEMICAL TREATMENTS COMPANY, Inc., New Orleans, La. 





Fully effective on both pine and hardwoods. 


Manufactured by 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICH. 




















by a Proven Preservative 


Untreated wood near 
the ground is always vul- 
nerable to attacks by 
termites (white ants) as 
Home 
owners are becoming 
quite familiar with this 
hazard. They want pro- 


well as decay. 


Termite damage 
at this point 
ean be stopped 


The only real 
assurance which can be 


tection. 








afforded them is the pres- 
sure treatment of lumber 
with a preservative of 
proven value. 


The damaging effect of 
on wood has 
been known for hundreds 
of years. A library could 
be filled with published 
discussions of this loss 


and methods for stop- 
ping it. But out of all 


the experience with ter- 


termite; 


mites and decay only two 
recognized standard pre- 
servatives have emerged 
—creosote oil and zinc 


chloride. AmCreCo lum- 
ber is available, pressure 
treated with these proven 
There is 


no question about the 


preservatives. 


effectiveness of such pro- 
tection. 





AMERICAN CREOSOTING COMPANY 








COLONIAL 
CREOSOTING 
COMPAN Y 


ME ORPORATED 





GEORGIA 
CREOSOTING 


en ae 








Seattle, Wash. 


West Coast Woods—Price uncertainty is 
the outstanding reason for comparatively 
poor buying. Local and national develop- 
ments regarding the Code, and particularly 
its minimum price feature, are being fol- 
lowed with the closest interest. Sentiment 
appears to be swinging from the belief that 
minimum prices will be dropped to “they'll 
probably continue for a while.” [At the 
lumber industry meeting in Chicago Oct. 5 
Lumber Code Authority voted to sustain the 
Code and continue minimum cost-protection 
prices.— EDITOR. ] 


Rail—Demand is scattered and light. Re- 
tail yard orders are few. The only railroad 
business is local, and there is not much of it. 
Industrial orders are small. Most of the 
business actually transacted is Government. 
Reports from the middle West do not as yet 
reflect much impetus from the moderniza- 
tion campaign. In Seattle, however, retailers 
are getting many orders as a result of FHA 
loans. 


Intercoastal—Some informants declare 
price is whatever the buyer wants to pay, 
because mills are hungry for business. 
$11.50 is declared to represent the market 
figure, instead of $16. Retailers are shy. In 
spite of the small lumber movement, ship 
space is none too plentiful, because of a 


large movement of general cargo, but indica- 


tions are that more space will be offering 
shortly. 
California—Buyers are holding off. The 


few orders are for rush delivery, 
that purchasing is hand to mouth. 


Export—Rates to China and Japan have 
reaclhied the highest figures in several years. 


indicating 


Baby squares move to Japan at $7.25, and 
large squares at $7.75, while lumber con- 
signed to Shanghai goes at a rate of $7.50, 


with the up river and northern ports bring- 


ing $7.75 and $8. These rates will obtain 
for Nevember and December business. The 
luraber movement to China is very good. 


Prices on ties for shipment to China have 
dropped from $12 and $12.50 to $11, one in- 
formant said. Japanese buying had been 
active up to a few days ago, when it fell off. 
Ship space for the Orient is scarce, because 
of a heavy grain movement, which will be 
over shortly. The United Kingdom is taking 
clears but no merchantable is moving. Con- 
tinental buyers are very inactive. Orders 
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October 


Market News from Anjeri 


from both east and west coasts of 
America have improved. 


South 


Logs—Good quality fir logs bring $10, $14 
and $18; small logs sell at $8 and $12, or $9 
and $13. Quality seems the most important 
consideration in fixing the price. The input 
of large logs has increased. Hemlock is 
searce and in much demand by pulp mills. 
Cedar supplies are still large; shingle cedar 
brings $7@9, and lumber cedar, $16. 

Shingles—Some mills are still oversold on 
2’s and 3’s, and these grades are so scarce 
that buyers have had great difficulty in ob- 
taining them. Shingle demand is less than 
it was a fortnight ago, partly because com- 
petiting Canadian shingles are again being 
sold, following a period of their withdrawal 
from the market because of exhaustion of 
the import quota. Stocks are still being 
reduced. Prices remain at the Code minimum 
level. 


Tacoma, Wash. 


West Coast Woods—Despite the fact that 
opinion here as to the value of price fixing 
provisions of the Lumber Code is divided, 
Tacoma lumbermen are virtually unanimous 
in the belief that the Lumber Code Author- 
ity’s decision to retain them, and see to it 
that they are enforced, will prove of imme- 
diate benefit to the market. Uncertainty has 
discouraged purchasing. Plants here con- 
tinued to manufacture up to the limit of 
their quotas, many shingle mills have re- 
sumed work, and additional loxyging opera- 
tions are getting under way. tail business 
continues steady and good, but there has been 
something of a let-down in water business. 
Most of the water shipments have been to 
the Atlantic Coast and the Hawaiian Islands, 
and consist of small parcels. Shipments to 
Eurdpe and South America have been light. 
An increased demand in Japan for lumber and 
logs is anticipated because of the recent dis- 
astrous typhoon in the Kobe and Osaka dis- 


tricts. New shipping rates of $7.50 on squares 
and $10 on logs have been established in 
consequence. The Chinese lumber rates have 


Patriarchal Burr Oak Shown at Fair 


ScHUMM, Ouro, Oct. 8.—A feature of out- 
standing interest at the recent Van Wert County 
Fair was a large burr oak tree butt displayed 
on a log truck and trailer by W. P. Robinson 
Co., a manufacturer of hardwood lumber and 
long timbers at this place. An interesting his- 
tory of this tree, which was bought and cut 
down by the Robinson 
company, was prepared 
by .T. W. Hinkle, of 
Rockford, Ohio, who 





The big oak log, loaded 
on’ a GMC truck and 
trailer, was displayed at 
an Ohio county fair, and 
a sketch of its history 
added the 


interest to 


showing 





has two circular cuts 
from the stump of the 
tree. Mr. Hinkle said: 
Eighteen years before Columbus discovered 
America, and 146 years before the Pilgrims 
landed at Plymouth Rock, a burr oak seedling 
started to grow in the uncharted primeval 
forest now defined as Logan County, Ohio, 
on the old Garwood Farm twelve miles north- 


east of Bellefontaine and now owned by T. F. 
Selck. 


In 1474 this little tree started from an 
acorn, and for 460 years it grew, its history 
being plainly told by the rings in the stump 


of this venerable forest monarch, which was 
felled on Aug. 15, 1934. This tree was seven 
feet in diameter at the ground, its branches 
towering aloft 150 feet, and at the height of 
65 feet two large branches were put out, 
having a spread of 85 feet. These branches 
were 35 feet long and from them spread out 
fourteen large limbs. Around this oak were 





100 ridges of bark, some three to four inches 
thick, and thirteen spur roots. A check of 
the rings showed that the tree made the larg- 
est growth in 1699 and 1754, and apparently 
was struck by lightning in 1804. The body 
of this tree was cut into four logs that scaled 
7,000 feet of lumber and 3,500 feet in the 
tops, with a total weight of over 63 tons. 


This big butt was brought to the Van Wert 


County Fair by the W. P. Robinson Co. on a 
new GMC truck and trailer. 


advanced from $6.50 and $8.50 to $7.50 and 
$10, respectively, on lumber and logs, Pro. 


duction during the last two weeks continued 
to run ahead of shipments and new business 


San Francisco, Calif, 


For the past month the lumber marke 
here has been unusually quiet. Buyers haye 
admittedly been holding off while awaiting 
word from Chicago as to the fate of NRA 
price-fixing. Retail lumber yards through- 
out this section are preparing for building 
activity expected to result from Federa| 
modernization and repair loans. Planing 
mills in the lower San Joaquin Valley, espe- 
cially in the Fresno area, are reported to be 
hiring additional hands. Mills and whole- 
salers of this district, however, are stil] 
somewhat skeptical of getting any big orders 
for themselves as a result of the repair cam- 
paign. Generally they feel that most of the 
money to be obtained from the co-operating 
banks will be used to purchase paint, plaster, 
wall-paper etc. for the most part. 


Portland, Ore. 


Now that it has been decided to maintain 
the minimum-price provisions of the Lumber 
Code, it is expected here that potential buy- 
ers will no longer wait for a general market 
break, but instead forward their orders. The 
industry here generally looks for a buying 
wave of some magnitude. Export demand was 
spotted last week, with South American in- 
quiries the most encouraging. Japanese busi- 
ness was unfavorably affected by high ocean 
freight rates, and a drop in the yen. Euro- 
pean business was quiet to fair. Government 
orders continue the major factor in the do- 
mestic market, 


Kansas City, Mo. 


Southwest Market—Lumber' sales _ have 
failed to expand as rapidly as expected this 
fall, in spite of various promotional cam- 
paigns to introduce and acquaint the public 
with benefits of the Federal Housing Ad- 
ministration’s loan plan. Last week sales 
dropped further below production levels, in 
spite of good démand from scattered sec- 
tions. Orders from retailers in this immedi- 
ate trade territory were scarce, but yards in 
southern States ordered liberally, in keeping 
with the improvement in the financial status 
of that section. Prospects for a good cot- 
ton crop, and distribution of cotton crop con- 
trol benefit checks, have resulted in the re- 
lease of funds for needed construction. 


Retail. 





Sales of lumber at 157 retail lum- 
ber yards in this immediate trade territory 
during August were slightly higher than 
for July, but fractionally below the volume 
reported for August, 1933. Dollar sales of 
all materials were 7.7 percent larger than 
in July, and 20.8 percent larger than a year 
ago. Lumber stocks as of Aug. 31 were 
smaller than one month or one year earlier. 


Industrial sales tended to increase last 
week, due to improvement in several lines of 
business. Sales to implement plants have 
been heavy. While motor car body plants are 
gauging needs carefully, orders have been 
for good amounts. The Oct. 1 moving season 
has brought an increase in retail furniture 
sales; and furniture manufacturers have 
placed orders to replenish their stocks. Heavy 
construction items and piling continue in 
good demand from Missouri River contrac- 
tors, who are rushing their jobs before winter 
sets in. 

Building.—Construction activity continued 
to lag in the majority of cities in this ter- 
ritory. Most August permits were for alter- 
ations and repairs. Estimated expenditures 


for construction during August were 22.8 
percent larger than a year ago. Awards for 
residential construction fell 28.4 percent 


short of August, 1933. 


Southern Pine probably was in better de- 
mand last week than any other species, due 
to the trade revival in southern States. Pro- 
duction last week was running ahead of 
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Industrial demand showed a slight 


orders. 
expansion. 

Western Pines were in slightly better de- 
mand, particularly uppers in 16-foot lengths 


and up. Most orders were for mixed cars. 
Railroads bought small amounts for winter 
needs. 

Douglas Fir was in good demand by indus- 
trial consumers, local representatives re- 
ported, while retailers still are showing little 
interest. Wholesalers reported good sales to 
Missouri River contractors for use in revet- 
ment work. 

Shingles and Lath both were in good de- 
mand at firm prices. Preparation for winter 
eaused buying of the former, while lath are 
in demand for alteration and repair work. 

Hardwood was in good demand by indus- 
trials. Furniture manufacturers and motor 
car body plants both bought liberal amounts 
for their fall needs. Sash and door business 
was good particularly at plants holding Gov- 
ernment contracts. 


Birmingham, Ala. 


Southern Pine—Possibility of a sudden 
price change tends to keep buying at a low 
level. Most of the orders are filled by truck 
shipments from nearby plants, and these are 


badly mixed and at Mill No. 2 prices, re- 
gardless of classification of selling mill. 
Yard stocks are becoming low and badly 


broken. Less than half a dozen 
Alabama have stock to take care of their 
immediate small needs. Mill stocks of all 
items above No. 2 common, except B&better 
flat grain flooring, are meager. There is 
plenty of No. 3 common in all sizes, as this 
item has been in poor demand for months, 
due to the Government using No. 2 common 
for subfloors and_ sheathing. Dimension 
stocks at large mills are heavy, as small 
mills have received the bulk of yard orders 
for dimension. Industrial buyers have re- 
mained out of the market for low grades, ex- 
cept to meet urgent needs. Timbers are in 
limited demand, most of the cutting being 
for export. Sash and door plants are buying 
largely western pine, and occasionally fir 
lumber. Molding is stocked in both southern 
and western pine. Red cedar shingles are 
being shipped largely by water through 
Mobile and New Orleans. Planing mills and 
concentration yards are buying limited 
quantities for remanufacture. 


Norfolk, Va. 


North Carolina Pine—There has been very 
little buying and there are really no signs 
that conditions will change materially ‘before 
early spring. The possibility of a return to 
open competition causes business men to feel 
uncertain as to just what is going to hap- 
pen, and they are buying only items abso- 
lutely needed. Price cutting or chiseling 
is still very prevalent. The box industry has 
been taking some lumber, but is not buying 
heavily. Business with the box people is 
much better than their purchases would indi- 
cate, and some buyers are apt to be caught 
short of lumber during the winter months, 


yards in 


when quick shipments are not easily obtain-. 


able even from this section. There has been 
a little better demand for crating lumber, 
and also for dunnage. The National Housing 
Campaign is making more progress than was 
expected. However, most of the jobs so far 
have been small and have not taken any 
quantity of lumber. For a while there was 
a pretty good demand for the better grades, 
but it has dropped off. B&better 4/4 by 
12-inch and rift flooring are good movers 
and are very scarce. Better than Code prices 
are being secured for these items, and 
further advances are looked for by millmen. 
Production has been very light, as rains have 
been very frequent throughout all the South- 
ern States, and the production allotment for 
October has been curtailed. Many small mills 
have gone out of business entirely, and 
Others will soon follow suit if they continue 
to sell their lumber to so called concentra- 
tion yards, or on a mill-to-mill basis, or to 
retailers who pay little attention to Code 


prices when buying. There is not much un- 
sold lumber on hand, but very active solicita- 
tion is being made for new business. 


Memphis, Tenn. 


Southern Hardwoods—Exports—There has 
been a marked improvement in export sales. 
English buyers have taken a nice volume for 
shipment within the next thirty to sixty 
days, and new business is being received 
daily. Following a recent court decision on 
price fixing, it is believed that there will be 
an even better demand from England, where 
hardwoods are needed. It is also expected 
that it will result in a better domestic 
demand. 


Domestic Demand has been exceedingly 
spotted. The best orders have been coming 
from the automobile group, while there has 
been a nice business from manufacturers of 
radio cabinets. Furniture demand has also 
shown some improvement. From retail lum- 
ber dealers there is a fair call, due to the 
improvements being made under the Housing 
Act. 


Production—Curtailment of allotments has 
kept many mills down for the past two 
weeks, and there will be but little production 
the rest of the year. 


Louisville, Ky. 


Southern Hardwoods.—Federal court deci- 
sions in the South, holding the NRA Lumber 
Code prices illegal and unenforceable, have 
had a tendency to stagnate an already dull 
market, for buyers are awaiting bargain lum- 
ber, while the lumber trade is trying to 
decide just what the future will be. Prices of 
southern woods are reported to be off and are 
expected to work lower, while those of north- 
ern and Appalachian woods hold well and 
are expected to continue to do so. Poplar, 
oak, ash, hard maple and walnut are rather 
firm, but magnolia, all gum items, soft maple 
and other southern woods are generally soft 
and easing. The industry is trying to get on 


a steady keel, but there is so much uncer- 
tainty just now that it is hard to figure 
prices. 


Buffalo, N. Y. 


The lumber trade shows no noticeable im- 
provement, buyers waiting for a clearer un- 
derstanding as to what is going to happen to 
Code prices, and are cautious about adding 
to stocks. The Government efforts to pro- 
mote home remodeling are creating some 
optimism, but it is generally felt that the 
full effects will not be seen until next year. 

Hardwood yards report no change from the 
summer dullness, but are looking for a little 
improvement to start soon, as consumers’ 


stocks are very low. The cutting of Code 
prices continues and is demoralizing to the 
trade. 


Western Pines demand is not showing any 
marked improvement. Retail stocks and 
those of consuming plants are in most cases 
much below average, but there is indisposi- 
tion to add to them. 

Northern Pine trade is slow, and the buy- 
ing is very largely confined to immediate 
needs. Yard stocks are everywhere small. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that rev- 
enue freight for the two weeks ended Sept. 29, 
1934, totaled, 1,287,767 cars as follows: Forest 
products, 46,023 cars (an increase of 6,023 cars 
above the amount for the two weeks ended 
Sept. 15) ; grain, 65,644 cars; coke, 10,500 cars; 
coal, 243,166 cars; ore, 46,098 cars; livestock, 
62,689 cars; merchandise, 328,604 cars, and 
miscellaneous, 485,043 cars. The total loadings 
for the two weeks ended Sept. 29 show an in- 
crease of 79,051 cars above the amount for 
the two weeks ended Sept. 15. 
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Sell More 


Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 


LUMBER AND ga $2.50 


MILLWORK LIST 
Send us 


Immediate attention by air mail. 
a trial job—will make money for you. 

We also make, sell and rent models made 
to your plans and specifications. We fur- 
nish house plans and material lists. Write 
for special low prices. 


Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bldg., Walla Walla, Wash. 





















ED CARS 


Our Specialty 


YARD. AND 
SHED STOCK 
Including Bevel Siding, 

Mouldings, Lath 
Shingles 


WHITE RIVERU 


LUMBER CO. 


ENUMCLAW, 
WASHINGTON 
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E. L. MclLallen, jr., secretary-manager 
Nickey Bros. (Inc.), Memphis, Tenn., was a 
recent visitor at Buffalo, N. Y. 


P. H. Bresnahan, sales manager of the J. W. 
Wells Lumber Co., Menominee, Mich., was 
named president of the Menominee Lions Club 
Sept. 19 at an organization meeting. 


E. W. Daniels, executive of the Harbor Ply- 
wood Corporation, of Hoquiam, Wash., left that 
city Oct. 2 for Chicago, New York and other 
middle western and eastern cities, where he 
will visit customers of his company. 


Kenneth G. McConnell, Frankfort, Ky., has 
been appointed State forester to succeed W. E. 
Jackson, jr., Lexington, whose term expired, 
The appointment was made by Eugene Flowers, 
commissioner of agriculture, and approved by 
Gov. Ruby Laffoon. 


Robert Matthes, secretary-treasurer Leybold- 
Smith Shingle Co., Mineral, Wash., has trans- 
ferred his official residence to Tacoma, Wash., 
where he has just purchased a new home. He 
will continue to make Mineral, the seat of his 
company’s manufacturing activities, his business 
headquarters. 


E. L. (Ted) Connor, formerly sales manager 
of the Huntting Merritt Lumber Co., Van- 
couver, B. C., well known in shingle and lum- 
ber circles on the West Coast, has joined 
Alan Rogers as a partner in the Alan Rogers 
Lumber Co., of Seattle, Wash. This company 
has arranged to act as representative of several 
of the best shingle and lumber manufacturing 
concerns on the Pacific Coast. 


Edward E. Westman, general manager of the 
Capital Plywood Co. and president and man- 
ager of the Washington Veneer Co., both of 
Olympia, Wash., is in the middle west and east 
in connection with distribution of the products 
of his companies. He left Olympia for Chicago, 
his first stop, by airplane Sept. 25. His trip also 
will take him to New York City. He expects to 
be away from Olympia about six weeks. 


John T. Dingle, of the J. T. Dingle Lumber 
Co., Velasco, Tex:, was in Los Angeles, Calif., 
during the latter part of September on a pleas- 
ure trip that had taken him to Chicago, St. 
Paul, Winnipeg, Vancouver, Victoria, Seattle, 
Portland, San Francisco and Los Angeles, with 
the Panama Canal, Havana, New Orleans and 
his old home in Orange, Tex., to be visited 
before his return to Velasco. Mr. Dingle is 
one of the pioneer retail lumber dealers of 
Texas. 


R. F. Pray, widely known sales manager of 
the Red River Lumber Co., Westwood, Calif., 
suffered a broken collar bone in an automobile 
accident Sept. 23, while returning from a busi- 
ness trip to San Francisco. The weather had 
been warm, and the highways still held heat 
when there was a sudden fall of snow and 
steam arose from the highways and obstructed 
his vision. His car slid off the road and turned 
on one side. Mr. Pray does not consider his 
injury serious. 


F. A. Anderson, manager of the Gloster 
Lumber Co., manufacturer of southern pine 
and hardwood at Gloster, Miss., has been hon- 
ored by the proposal that the CCC camp to be 
established near Gloster be named after him. 
A local newspaper points out that it was largely 
through his efforts that the Homochitto na- 
tional forest, one of the largest in the South, 
was established; and that he is a moving spirit 
in an effort to develop the Homochitto and 
Buffalo river valleys along the lines desired 
by President Roosevelt, so that the choice of 
his name would be a happy one. 


Prof. C. C. Delevan, of the New York State 
College of Forestry, at Syracuse, N. Y., who is 
on leave of absence from his teaching post, has 
taken a temporary position with the U. S. For- 
est Experiment Station, at New Orleans, where 
he will serve for the rest of the year. Accord- 
ing to announcement by E. L. Demmon, the 
director of the station, Prof. Delevan will be 
assigned to conduct some economic studies at 
Crossett, Ark., in connection with the selective 
logging program of the Crossett Lumber Co. 

George F. Cornwall, who was a member of 
a party that toured central Europe to inspect 
methods of logging, reforestation and other 
angles of the timber and lumber industries, at 
the Portland (Ore.) City Club’s luncheon last 
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old friends in the trade, and with 
visiting the Century of Progress 
Mr. Boyle points with considerable pride to the 
fact that he has been a subscriber to the 
AMERICAN LUMBERMAN for 54 years, and stijj 
awaits the receipt of each succeeding issye with 
avid interest. During this time he has seen 
many evolutions in the lumber industry, |, 
Pasadena Mr. Boyle represents some of the 
outstanding lumber manufacturers in the coyp. 
try and has built up a desirable clientele am 
lumber buyers in the West. 


Mrs. Boyle 
Exposition, 


ong 





Will Market Stained Shingles 


MINNEAPOLIS, MINN., Oct. 8.—The Twin 
City Hardwood Lumber Co., Minnesota Trans. 
fer, has announced the inauguration of a new 
division known as the Colonial Stained Shingle 
Co., which will be under the management of 
H. L. Joiner, formerly manager of the Twin 
City branch of the Weatherbest Stained Shingle 
Co. Under the “Colonial” brand the new com. 
pany will manufacture a good quality stained 
wood shingle in a number of different standard 





The first barge-load of 
Douglas fir timbers and 
rough lumber to reach 
Chicago via the Missis- 
sippi River and the newly 
completed inland water- 
way is here shown shortly 
after at the 
temporary North Pier 


it arrived 


Barge Terminal just east 
of Western Avenue. About 
5!/, million feet of fir 
left a West Coast port 
Aug. 6 and arrived Sept. 
5 at New Orleans, where 
it was up 
smaller parcels, and part 
of it was transferred to 


broken into 


barges for various desti- 
nations, including St. Louis 
and Chicago. Between 
2'/44 and 2!/, million feet 
were ordered by Chicago 
dealers, and in this first 
barge were about a quar- 
J. J. Chal- 
mers, secretary of the 
Lord & Bushnell Co., one 
of the Chicago con- 
signees, sees considerable 


ter-million. 





promise for lower priced lumber in this form of transportation, for rail shipment would cost 20 to 25 


percent more; it will be, he believes, a great boon to Chicago lumber consumers. 


Among the other 


dealers participating in the purchase were the Edward Hines Lumber Co., George Green Lumber Co., 
Sterling Lumber & Supply Co., and Douglas Lumber Co. 





week said: “In Germany we found private for- 
estry a genuine thing, with a tax system that 
doesn’t discourage; we found no one generation 
trying to cut off all the timber.” He cited cases 
where private forests had remained in a single 
family for more than 300 years, these being 
logged in almost primitive fashion. “Germans 
consider duty before vested rights in regard to 
their forests,” he said. “A living generation is 
entitled to all its fruits of the forest, but the 
capital is for generations to come. When timber 
is cut more is planted at a cost in many in- 
stances as high as $40 an acre. The owner 
knows that future generations will live off that 
timber.” 


Clarence Boyle, one of the pioneer lumber- 
men of Chicago, who now makes his home in 
Pasadena, Calif., was in the city during the 
past week, renewing acquaintance with his 


colors, these products to be marketed through 
recognized wholesalers and retailers of lumber. 
The company also will manufacture and sell 
“Colonial” shingle stain and will distribute zinc 
coated nails and unstained cedar shingles. _ 

Mr. Joiner says the new company will stain 
only 100 percent edge grain cedar shingles, the 
type which have proved their merit in the 
building field, for both roofs and side walls of 
new houses as well as for modernizing old 
homes. 

Mr. Joiner is an expert in designing modern- 
ization plans for old homes and his long exper!- 
ence, both in the production of quality stained 
shingles and their successful use in both new 
and old houses, can be helpful to dealers in de- 
veloping added volume in a field which has 
been more or less overlooked by the average 
retail lumber dealer. He will welcome the op- 
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Soyle rtunity of working with dealers along this or during the years Mr. Deal was associated 
ition oe other line that will help sell stained with it. 


> the ao Mr. and Mrs. Munn left Wichita by motor 
the shingtes- —SS— for California. They will stop en route to visit 
still relatives in Oklahoma City, Okla., Amarillo, 








Veteran Retailer Is Optimistic 

















with , ; Tex., and Denver, Colo. After a six months’ 
seen Sart LAKE City, Uran, Oct. 8.—“I see bright — vacation in California, Mr. _and Mrs. Munn 
In ae of hope shining through the dark clouds may return to Wichita to reside, although their T * 
~ the of the last four years,” Willard <0 plans for the present are indefinite. ry ° & ion for 
Oun- ioneer Salt Lake City lumberman, declared the - 
nong laa day in an interview. S$ illi d Hardwood 
Mr. Burton, now in his = year and ed ets Quarter Mi ion Ju gment Lumber 
oa ‘Carl B Salt Lake City, recently . Owned and 
father of Carl Burton, y, ) wned a 
president of the Utah Lumber Dealers’ Asso- for Fire Loss , Operated by CISAR ———— 
as sal » remembers when in < SPOKANE ’ASH. ct. 6—By a late court 2357 South Loomis Street, 
vation, said he remembers when in a boom SPOKANE, , y 3 ¢ 
“ne ‘t was not uncommon to order lumber in action in Okanogan County, the Biles-Coleman Telephone Conal 1830, 1881, 0116 
[win 19- and 15-car lots and sell it in the same Lumber Co. is authorized to collect $247,355.41 
rans. amounts. “The real estate crash in Salt Lake from the W ashington Water Power Co. for 
new “4 in 1897 just about wiped me out,” he said, damages sustained through loss of machinery. ° ° 
; City mm ‘Jj ; ’ 3 : ott 2 i : se : 
ingle “but I recuperated my losses as time went on. Also payable by the power firm is $933 for Anything ae 
it of Mr. Burton was one of the principal owners Court Tees. The jury set $120,855.41 as the 


win ‘ Burton Gardner (Inc.), which he helped to damages sustained through loss of machinery 
; jy of burto ue 4 ; : ° and $126.5 [ loss of 1 I d 1 I 
ingle organize Aug. 1, 1884, and which did millwork. and $126,500 tor loss of lumber an umber 
com. The firm later manufactured a combination lath products. ai} FROM 
ained ire fence which was shipped all over the 
band wire fence whic PI . . . CHICAGO STOCKS 
dard United States. The veteran lumberman helped Mill Will Have Long Life 
to form the Felt Lumber Co., and later, in 1923, 


: LAKE CHARLES. LA., Oct. 8. — Bass- 255 
was one of the principal organizers of the Mc- a Case, oA gh aha 720 H USS LU MBER co MPANY 


‘ “ : Lumber Co., has leased the old Krause & Man- 
Farland Lumber Co. He is _ well known m= agan Lumber Co.’s mill, which has been idle 1545 Fullerton Ave. 
§ lumber association circles, where he has a for several years. The mill is being repaired 
ie host ot friends. by Thrall & Shea, local millwrights, and will be 


placed in operation as a hardwood mill with a hw ENGELMANN SPRUCE 


Expert Talks on Wood Preservation daily capacity of 35,000 feet. The lessees have 





antl 











‘ a = . We own and represent exceptional quality stocks in 

= contracted with the Texas company for its Engelmann Spruce, Sitka Sp seen lament 

DALLAS, Tex., Oct. 8.—At a recent luncheon timber along the Calcasieu River north of Lake We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
meeting of architects, engineers, contractors and 


L ects, Charles, which will give this concern approxi- 

lumbermen in this city, the guest speaker was mately a 15-year cut. PAUL MILLER co. 

Dr. John G. Kreer, chief technician of the . General Offices: 308 W. Washington St., CHICAGO 

American Lumber & Treating Co., of Chicago, A ° R f ° } = : : J 

whose subject was “Wood Preservation.” The merican etrigerator irm 

meeting was sponsored by the Fordyce-Crossett e 

rae Sales Co. and was in charge of R. G. Hyett. Buys Canadian Spruce GILBERT NELSON & CO 

a | secretary of the Lumbermen’s Association of Merritt, B. C., Oct. 6—An order for 530,000 . 

5 7 . r ¢ c - y 

Texas. The speaker was introduced by W. M. _ feet of partly manufactured spruce for a United ° 

Lingo of the Lingo Lumber Co. of Dallas. States refrigerator company has been received Public Accountants 
Dr. Kreer devoted considerable attention toa by Nicola Pine Mills here, according to R. S. 332 S$. MICHIGAN AVENUE 


discussion of termites, how they operate and ap- Warr, manager. Previously an order from the 
) I ) 
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proved methods of exterminating them where same company for 200,000 feet of spruce had CHICAGO 
they have appeared and preventing termite at- been received. The orders will keep the mill TELEPHONE HARRISON 0366 
j tacks on buildings and articles of wood. in operation through October, and a section of 
Dr. Kreer is an outstanding authority on this the manufacturing plant will be kept operating 
subject and his talk was listened to with absorb- part of the winter season, it is thought. 
ing interest by all of those who were privileged ——— Builders’ Commercial Agency 
to hear him. a ee 
— Frost Industries Are Felicitated ESTABISHED 1890 
. e o ’ . 0 
Huttic, Ark., Oct. 8.—A recent issue of the 1321 Builders’ Bldg., 228 N. La Salle St., Chicag 
- ial Huttig News was devoted largely to a descrip- A rating guide to the Contracting trade of 
Houston, Tex., Oct. 8.— Solvay Sales ; ie -ceplbca reer ss 
Camenatien en Meta ee a gs Pann tion of the modern new mill erected by the Cook County and Cook County dealers 
er Tis , ‘ et ~, .. Union Saw Mill Co. to replace one destroyed by Telephone Randolph 4893 Collection and Mechanics Liens 
Pr ggg! manufactured 7 the a fire on Oct. 9, 1933, and to advertisements of 
rocess . has ne 2. a a ae , . “pba 
er Buildine oe . oe numerous concerns, extending congratulations to 
of enlles oa “ tr! hs f- “ifiti ; vill . he S ae ne the company on the completion of its mill and V P k R d R k 
> fii ben i “a poe: sone ia one co th, complimenting it on the courage and vision of est Pocket Kea y Kec oner 
: = oe SS Os ae SS = «slits owners. The Unien Saw Mall Ca. is the A useful vest pocket manual including a lum- 
Southwest and is a development in keeping with . : > ber ~alculator for standard sizes, log rules, 
Oe wir senenins wae to ee th largest manufacturing unit operated by Frost estimated weights of lumber and miscellaneous 
5 ing peo» 8 a vee oe r€ alkalt Consum- Lumber Industries (Inc.), with headquarters in usetul lumber tabulations. Prepaid, 50 cents. 
° j ; s les oO % Ss se ( ‘ Shreveport, La. _ 
ther om et OF the new Solvay plant at _F. W. Scott, president of the Union Saw Mill American Lumberman 
Co., ar gee ouge, A, 1S now well under way anc Co. and vice president of Frost Lumber Indus- } 431 So. Dearborn St., CHICAGO, ILL. 
: - 2 gr that this plant will be in opera- tries (Inc.), long has been recognized as an 
1on early in 1935. 





outstanding leader in community work and in 
ee ee the development of a program of conservation 


+ « 
ugh Honored by His Fellow Citizens and protection that will assure practically an Keep em Going — 























, ; a indefinite supply of timber for his company. “ ” 
= Wicuira, Kan., Oct. 8—Frank D. Munn PP" a The HOUSING ACT has started 
sell § has disposed of his business interests here, re- things — Be ready with 
zinc "ge as president of the United Sash & Door Hymeneal OCKWOOD 
, 0., of Wichita, and left Oct. 3 for California . . SCAN ee 
. ° ay 2s — ~ CRAIG-REGAN.—The marriage of Miss 
r~ Before he left he was honored at an informal Mary C. Regan, daughter of Mrs. Georgia OAK FLOORI NG 
pe luncheon Oct. 1 at the Hotel Broadview. The Hyatt Regan, of New Orleans, to Ronsid 8. SOFT TEXTURE UNIFORM COLOR 
the the : * . ge ‘raig, of Springfield, Mass., was celebratec : ; 
s of luncheon | Was given by the lumber interests ot Sept. 29 at the St. Andrews Episcopal Church, Ask for Stock and Price ~ co 
| old the city in recognition of Mr. Munn’s 36 years in New Orleans. The bride jhas been em- —s “~< pentag ti Bh + 8 en 
S ot citizenshi : : ployed at the U. S. Southern Forest Experi- y. Exch. g- ; " _ 
he hz — and the large and important part ment Station for the past ten years. Mr. 
ern- as had in the business of the city and in Graig is a graduate (1921) of the New York 


et Tom Me. Dede cee ttent of the T. M. Deal and has been connected with the U8 Forest’ _C) TIMBER ESTIMATORS O 


ined 





umber ( 7 t t t . cual Service since 1927, and ha the ot ag 

O., Served as toastmaster and cChair- Forest Experiment Station for the past three 

_s man. Mr. Deal was associated with the United years, studying tax reverted lands. JAMES W. SEWALL 
neat sash & Door Co. previous to the organization GASKILL-ROSS.—Edwin A. Gaskill, man- Timber Cruises and Valuations 

las of his lumber company in 1900. Mr. Munn, who ager of the Suncrest umber Co., preveee- JAMES W.SEWALL PHILLIPS & BENNER 
rage was aide “i, - , ville, N. C., and Miss Martha Ross, daughter a uttan Block, 

a ‘at president of the United company the past ¢¢ Mir. and Mrs. Odell Ross. of Waynesville, oe coun —_ Astee>, Gatiate 

eight years, was the secretary of the company were united in marriage Sept. 1. 








Lumberdom Considers Its Course Under the Code 


(Continued from Page 26) 
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econ- 
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4. Those who have been enjoined or in- 
dicted, or who have had a Federal investi- 
gator call on them, or who for some other 


reason are 
to them. 


in fear of what is going to happen 


adhered to the 
money thereby and 


Code 
don't 


who have 
have lost 


5. Those 
but who 
like it. 

“Each group makes an impressive show- 
ing,” Mr. Dixon said, “and if they all got 
together they would make an even more im- 
pressive showing.” 

Early in the meeting Friday morning, 
there was comment upon a morning news- 


paper's account of Donald R. Richberg’s 
speech at the National Press Club in Wash- 
ington, and because the speech was based 
upon his article in Fortune, Major Mason 


read the more significant parts of that state- 


ment. In the afternoon, while the Authority 
was drafting a message to Mr. Richberg 
asking for a clarification of his speech, the 
following telegram was received from him: 

Understand Chicago papers interpret my 
speech yesterday as indicating end of price 
fixing and production control which may be 
disturbing to lumber conference Fact is I 
denied any suggestion of sweeping changes 
but stated many business men were disillu- 
sioned concerning production control and 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











'DAVENPORT 
HOTEL 


Spokane, 
Washington 
Complete hotel and 
dining service. In- 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
Prices are most 
moderate. 


Rendezvous of 
Lumbermen of 
the Northwest. 




















Expert Lumber Pricer 


HIATT’ and Simplex Price Book 


They price by the piece 
SIMPLE—PRACTICAL — LOGICAL 
Save time, make friends, avoid arguments 
Pricer $5. Simplex Price Book $2.50 


Full information on request. 


L.W. HOLLEY & SONS °: 9 
HOLLEY BLDG. _DES MOINES. IOWA 
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price control 
industry, 


benefits and that, industry by 
these problems would be worked 
out. To which I added: “There is no doubt 
of the necessity in some specific instances 
of preventing destructive price cutting. 
There is no doubt of the necessity sometimes 
of putting some controls on production.” 
Most important of all, I explained that new 
Recovery Board was primarily charged with 
administration and recommendations of pol- 
icy, so that no one should be disturbed by 
correct or incorrect reports concerning my 
individual opinions, 


Is the Aim Straight? 


A draft of the new proposed wholesale 
regulations, briefly described earlier in the 
conference, was read by Carl Bahr, secretary 
of the Authority, and there was extensive 
discussion on the merits of the plan. Among 
those who spoke were W. W. Schupner, sec- 
retary of the National-American Wholesale 
Lumber Association, New York City; Ralph 
Hines, president of the Edward Hines Lum- 
ber Co., Chicago; Emmett B. Ford, of the 
Mengel Co., Louisville, Ky.; Dwight Hinck- 
ley, of Cincinnati, Ohio; D. R. Forbes, at- 
torney for the National Wholesale Lumber 
Distributing Yards Association, Washington, 
Db. C.; G. D. Rose, of Dubuque, lowa; and 
Fred Ludwig, of Reading, Pa. There did 
not seem to be much opposition to the plan 
itself—that will doubtless appear when the 
order comes up for public hearing—but the 
wholesalers clearly suspected that it might 
result in cementing more firmly such evils 
as already exist in distribution. Mr. Bahr 
and Major Mason both explained that this 
is meant to cover just one specific problem 

that of making wholesalers in some way 
legally amenable to Code price provisions— 
and that it does not affect any other phase 
of the situation; they were quite sure that 
its effect would not extend any further, but 
wholesalers and retailers are not so sure. Mr. 
Rose said, “I wish I was sure.” He fears it 
will cause even more retailers to demand the 
wholesale discount—a practice which he and 





Will Continue Battle Against 
Minimum Prices 


After the decision of the Lumber Code Au- 
thority to retain minimum cost-protection prices 
in the Lumber Code was announced at the 
Stevens Hotel, delegates from the West Coast 
held another meeting and determined to con- 
tinue the fight to eliminate this provision from 
the Code. They appointed A. E. McIntosh, 
of the Seaboard Lumber Co., Seattle, Wash., 
chairman of a temporary committee to organize 
the opposition sentiment not only on the Coast 
but also in other producing regions, for a 
concerted attack against cost-protection prices. 
The other members of the.committee are: 

Roy Sharp, Mountain Lumber Co., Tacoma, 
Wash.; Morris Jones, Jones Lumber Co., 
Portland, Ore.; E. C. Stone, Stimson Mill Co., 
Seattle, Wash.; C. H. Kreienbaum, Reed Mill 


Co., Shelton, Wash. Advisory members— 
Hugh Brady, Brady Lumber Co., Seattle; 
G. E. Karlen, Karlen-Davis Lumber Co., 


Tacoma. 

Mr. McIntosh announced that his group was 
“neither surprised nor discouraged” at the out- 
come of the meeting, but that the “fight has 
just begun,” and these men “will by all orderly 
means within their power carry on, both in 
the national capital and on the West Coast.” 
They expected to send to Washington a com- 
mittee composed of Frank H. Ransom, of the 
Eastern & Western Lumber Co., Portland, Ore., 
Homer W. Bunker, president of the Coos Bay 
Lumber Co., San Francisco, Calif., and W. B. 
Nettleton, of the Nettleton Lumber Co., Seattle, 
Wash., as an “advance guard” to let the Na- 
tional Industrial Recovery Board know that 
this group has 62 percent of the Division’s 
production enlisted under its banner. 
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other leading retailers recognize Must } 
stopped—and will increase the encroachmen 
of manufacturers and wholesalers upon low 
ical retail markets. Mr. Hinckley fears thy 
it will tend to make more secure the retail 
stay order as the only definition of a whole. 
sale sale. Mr. Schupner suggested that sine. 
this plan promises to be much more Speed 
in action than that now used to enforce price 
compliance, the contract plan should also be 
followed with sales by manufacturers, 

The last action of the open meeting ya 
the hearing of an appeal by the trustees of 
the Washington-Oregon Shingle Associatioy 
against the ruling of the National Contrg 
Committee, concerning the method of pro- 
duction allocation. C. J. McGrath as secre. 
tary presented the association's petition 
(from the board of trustees), and R, P 
Arklay, of the American Shingle Co., Ray. 
mond, Wash., and H. A. La Plant of the 
Skagit Mill Co., Lyman, Wash., explained 
that the reason for the petition was that the 
capacity of a shingle plant is measured by 
the number of machines, and that under the 
“past performance” plan favored by the con- 
trol committee the apportionment gave a 
comparatively greater allotment to machines 
in some plants than in others. H. J. Bailey. 
of the Saginaw Timber Co., Aberdeen, 
Wash., vice president of the association, said 
that the appeal should be denied, for there 
would be no shingle industry at all if it had 9 
not been for the trade promotion done by 
these mills with past-performance preference 


eanaatil 


Acid-Proof Paints for Dry Kilns 


Lumber manufacturers who are wrestling 
with the problem of leaky kiln roofs, dry kiln 
walls cracking or mortar joints crumbling, or 
steel work inside the kiln or metal doors rust- 
ing away, will be interested to know that this 
deterioration now can be stopped before ex- 
pensive repairs are necessary. Realizing the 
need for protective } 
acid - proof _ paints 
ind plastics suitable 
for dry kiln use, 
the Moore Dry 
Kiln Co., of Jack- 
sonville, Fla., and 
North Portland, 
Ore., is now manv- 
facturing a special 
line of paints which 
it is claimed stands 
up under acid con- 
ditions, the high 
heat and humidity 
found in dry kilns. 
The manufacturer 
says: ' 

It takes special heat, acid and water resist- 
ing paints to protect dry kilns. Ordinary 
paints will not, for these conditions quickly 
break down such paints. As a result of many 
years of experience and of laboratory re- 
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search, we now manufacture ‘“Moorekiln 
Paints” in our own paint department. They 
are the best paints money can buy for dry 





kilns, yet they are priced low and are eco- 
nomical to use. 2 
The special dry kiln paints manufactured 
by this company are “Rooftite” for kiln roofs; 
“Walltite” for brick, tile or concrete walls; 
“Kilncoater” a preservative for inside and out 
side of kiln buildings of wood construction; 
“Metalcoater” protective paint for metal work 
inside or outside a dry kiln; “Plastic,” for re 


pairing large cracks in kiln walls and roofs fj 


It also manufactures “Endtite,” a special color 
less paint for protecting the ends of timbers, 
wide boards, dimension stocks, logs etc., 10 
prevent end checking. 

Complete information about the different 
“Moorekiln” paints and their uses is given 
a descriptive bulletin, No. 3305, which may be 
had by writing to the company. 
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LUMBER MARKET REVIEW 


Southern States Consuming Good Amounts of Pine But 
Distributors Postpone Ordering 


Southern pine production has recently been running 
about twenty percent below last year’s, and in the week 
ended Oct. 6 new bookings made a gain on the output. The 
mills on Sept. 29 reported considerably lower stocks, and 
better filled order files, than on corresponding date of last 
year. In the principal markets for pine, the southern States, 
consumption has undoubtedly increased, for cotton sales 
and acreage reduction compensation are enabling farmers 
to enter the market for the first time in years. Price un- 
certainty has, however, led distributors to hold back orders 
as much as possible. It is felt that decision to maintain 
Code minimum prices will result in a better flow of business 
from the South, and also from northern and eastern yards, 
for late fall needs. There has been a good demand for 
construction items, contractors pushing work on public 
projects to get them as far ahead as possible before win- 
ter. North Carolina mills report also a good deal of hold- 
ing back among both retailers and box manufacturers, 
though the latter are active enough to be reducing their 
lumber stocks; and a similar condition prevails in the 
Southeast roofer section. 


Western Pines Get Good Demand for Public Projects; 
Larger Call for Building Needs Expected 


The report of the western pine mills for the two weeks 
ended Oct. 6 makes a rather good showing in comparison 
with the corresponding date of last year, for unfilled or- 
ders are about ten percent larger. Mill stocks, however, 
have increased by about the same percentage. Current 
bookings have been maintained at last year’s level. A good 
deal of business is originating in Government projects, es- 
pecially dam construction and CCC camps. The Federal 
campaign is making itself felt at retail yards in demand 
for higher grades and millwork, especially in western 
States. But both millwork manufacturers and retailers 
have been hesitant about entering the market because of 
uncertainty about maintenance of Code prices. Reports 
indicate, however, that stocks of both these buying groups 
have become depleted, and the recent decision of the Code 
Authority to retain. the minimums should result in their 
entering the market for larger amounts. 


Domestic Buying of Coast Woods Has Been Hesitant 
Because of Price Uncertainty 


Owing partly to a considerable reduction in West Coast 
output during the two weeks ended Oct. 6, this amounting 
to about 6 percent at identical mills, total bookings were 
only 4 percent below the actual production; but there was 
also an increase in the bookings, because of a gain in off- 
shore and local sales that more than offset declines in do- 
mestic rail and cargo trade. 


Retailers in rail territory have been holding back every 
possible order because of their uncertainty regarding main- 
tenance of Code prices; and it is felt that now the Authority 
has taken a definite stand in support of minimums, there 
will be a considerable improvement in business. A dou- 
bling of local purchases is evidently a result of the Fed- 
eral repair campaign, and this is depleting also stocks of 
yards in the middle West, so that they will soon have to 
come to the mills. Recent orders have been largely for 
Government projects; railroad buying is slow. 


In the intercoastal trade chiseling of prices appears to 
be rampant; but the rate is held at $12, with prospects that 


it will continue at that level during 1935. Yards report in- 
creased sales for repair work, but are not inclined to round 
out stocks so late in the season; and uncertainty about 
prices has kept storage yards from replacing the stocks 
used up during the stoppage of receipts. Atlantic coast 
longshore troubles appear to have been ironed out. Cali- 
fornia demand is improving as a result of the repair cam- 
paign, but uncertainty about future mill prices has so far 
kept the mills from getting any benefit. 


The most active export market for Northwest woods is 
South America. High trans-Pacific rates make Oriental 
buyers hold back, as these result from a temporary short- 
age of ship space. Europe has been buying small amounts 
of merchantable, but an already bad financial situation has 
been made worse by recent political disturbances. There is 
undoubtedly a good deal of price-cutting on exports. 


Northern Pine and Hemlock and Northeast Spruce Sales 
Are Running Above Output 


Northern pine sales have been running about one-third 
larger than mill output, and heavy shipments have been 
depleting stocks. Mill sales show the direct influence of 
an increase in purchasing by farmers in the grain States, 
21 percent larger lumber footage having been bought in 
August than in the corresponding month last year, despite 
the ill effects of the drouth in some sections; and nearby 
mills benefited especially at a time when yards were de- 
laying purchases until the last minute, because of price 
uncertainty, and then wanted quick deliveries. 


Northern hemlock business has been larger than at this 
time last year; the mills have considerably smaller stocks, 
but few unfilled orders, because of the hand-to-mouth na- 
ture of the buying. Production is a good deal larger than 
last year, when it reached a very low level. 


Northeast spruce mills, with operations down to 33 hours 
a week, have had no difficulty in selling their output. Dry 
stocks of some items are scarce, and these bring above- 
Code prices. The effective date for allowing the $2 dif- 
ferential on Canadian waterborne lumber has not been set, 
but the Canadians are said to be finding so good a market 
in England that they will not desire to ship large quantities 
to the American side. 


Hardwood Consumers Using Up Stocks as Hesitancy 
Over Prices Keeps Them Out of Market 


Hesitancy about making future purchases has been espe- 
cially felt in the hardwood market, for the bulk of the out- 
put goes to large industrial concerns that are keen buyers. 
It is understood that many transactions have been put 
through on a basis of less than Code prices. In the foreign 
market, enforcement of minimums has been extremely diffi- 
cult, and its, at least temporary, failure here may account 
for the gain in export business. The mills have been further 
harassed by an attempt by railroads to advance hardwood 
rates. Automobile and furniture plants have been taking 
only fair amounts. Millwork and flooring manufacturers 
are believed to be benefiting from the housing campaign, 
but have not been doing much buying. Some industrial 
groups, and especially implement and radio factories, find 
business improving. The tendency of most consumers to 
postpone ordering is resulting in depletion of their stocks, 
and in some cases these are said to be unusually low; for 
instance, on Sept. 29 flooring plants reported 13 percent 
smaller stocks than on the corresponding date last year. 
Hardwood output is at a low point because of curtailed 
quotas, and may be further reduced by winter rains. 


Statistics, Pages 50-51 — Market Reports, Page 62-65 — Prices, Pages 70-72 
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WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Association by members during the period 
Sept. 1 to 13, inclusive. Averages include 
both direct and wholesale sales, and are 
senes on specified items only. Quotations 
ollow: 

Ponderosa Pine 
5 /4x8” 6/4x8” 
Serects, S2 or 4S— 1x8” & wdr & wdr 

C Select RL ...... $40.97 52.20 $40.50 

D Select RL...... 36.70 46.11 47.5 
SHor. S2S— No. 1 No, 2 

SFO cases crteasereneedonuaca $29.23 $22.34 

6/4 ss Gril th © ea Be . 29.28 23.31 
Com~™ons S82 or 4S No, 2 No. 3 

 *7 4) ae $20.10 $18.32 

[ote Me esbhesbeadeaaee 24.83 19.54 

ee Se Gly SUPE bo cdesscdoceneees 13.57 

Idaho White Pine 5&6/4x8” 
Set rers. S2 or S4S— 1x” & wdr 
en SEs no evxecwenwans $44.19 $67.25 

PPE SEES cet awaaus swede 40.06 52.06 
Commons, S82 or 4S— No.1 No. 2 No, 3 

i os scans capa $32.24 $24.87 $19.27 

Co) gi oe 60.18 35.30 22.50 

BO. 4, GFE, TREE) coc rc%eccecccecen 14.53 

Sugar Pine 
1x8” 5/4x8” 6/4x8” 
Serrcrs, S? or 4S—& wdr. & wdr & wdr 
ee > See $60.75 

C Select RL ...... $61.55 54.35 $50.10 

D Select RL...... 50.00 47.37 47.47 
Suor, s2s— No. 1 No, 2 No. 3 

Se’ seeeonweneeeee $35.85 $27.18 
¢  seecesnsseness 34.13 27.40 $19.75 
BPG «a2é6asaus donnie 47.16 29.85 22.00 
Larch—Douglas Fir 
Dimsneton Me 5, BES «siocctcrasesetowe $19.18 
Dimension No. 1, 3xG6-87 .....02+ cecvses 18.68 
Boards, No. 3 S20r4S 1x8”.......ccccece 15.51 
Flooring, vert. gr. C&btr. 4” RL....... 32.53 





WESTERN SITKA SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Oct. 9.—The following 
prices for mixed earlots prevailing today: 


are 


Finish— Factory stock— 
DAE sceseees $55.00 i 22.00 
1x4” ......4-- 36.00 6/4 sical acta ¥73.00 
1x5—11” ........ ON ed aes 27.50 

coeee $42.50 @ 44.50 | ER 

Bevel siding— ty uence iaionasdtel of: ot as 

Dr sevens ene OO! FR oa iat ; 
%x6” Flat gr. 24.00 Lath .......... 4.00 
1%x6” Vert, gr. 27.00 Green box 15.00 


| 





OAK FLOORING 


Following are carlot quotations, Memphis 
basis, on oak flooring: 


}x2%” }ix1 1%” 3% x2” %x1%” 
Clr. qtd. wht...$102.00 $84.00 $70.00 $54.00 
Clr. qtd. red.... 86.00 75.00 60.00 54.00 
Sel. qtd. wht... 71.00 64.00 48.00 46.00 
Sel. qtd. red.... 65.00 58.00 48.00 46.00 
Clr. pln. wht... 71.00 62.00 55.00 47.00 
Clr. pln. red... 68.00 60.00 48.00 47.00 
Sel. pln. wht.... 65.00 52.00 47.00 39.00 
Sel. pln. red.... 65.00 52.00 46.00 40.00 
No. 1 com. wht. 50.00 43.00 35.00 34.00 
No. 1 com. red.. 50.00 43.00 34.50 34.00 
ee. B COMM ccive 3.00 21.00 18.00 18.00 
%x2” %x1l%” x2” 
Clr. qtd. wht....$ 80.00 $80.00 $90.00 
Clr. qtd. red.... 74.00 74.00 80.00 
Sel. qtd. wht.... 62.00 60.00 65.00 
Sel. gtd. red.... 62.00 60.00 64.00 
Clr. pln. wht... 66.00 65.00 71.00 
Clr. pin. red... 65.00 65.00 67.00 
Sel. pln. wht... 63.00 61.00 65.00 
Sel. pln. red.... 62.00 61.00 58.00 
No. 1 com. wht. 42.00 42.00 41.50 
No. 1 com. red. 42.00 42.00 41.00 
No. 2 com...... 2.00 22.00 19.00 


New York delivered prices, on Johnson City 
base may be obtained by adding to the above: 
tor t?-inch stock, $8.50; for %-inch, $4; for 

-inch, $5. 

* Chieage delivered prices may be obtained 
by adding to the above: For }t#-inch stock, $6; 
for %-inch, $3; for %-inch, $3.50. 


RED CEDAR SHINGLES 


Seattle, Wash., Oct. 6.—The following re- 
vised minimum prices on red cedar shingles, 
per square f. o. b. mill, become effective 





July 20: 
To THE TRADE— No.1 No. 2 No. 3 
| lille De Sere ea aes er $2.55 $2.01 $1.67 
a) are 2.69 2.01 1.42 
Se” €6 DE GE) cvcces 3.18 2.01 1.57 
18” (B/B%) cccccecee 2.79 2.12 1.52 
Dimensions— 
Sn? ctecrehen 2.94 2.40 
(6”-5/2%4"-18) 3.18 
ze WHOLESALERS (Less discount)— 
Ghitibiaetaxceue 2.35 1.85 1.51 
18” Ste. cndene nanos 2.47 1.83 1.20 
Se £6 Bee. GE iccnscs 2.88 1.76 1.32 
BS” COVED coccicvas 2.57 1.93 1.34 
Dimensions— 
CE yy ae 2.74 2.24 
(6"-5/2%4"-18) ..... 2.96 


Mixed Cars—Add 15 cents per square where 
shingles are shipped in mixed cars—except 
when mixed with cedar lumber. 

Kiln Dried Shipments by Water—For kiln 
dried shingles shipped by vessel, add 15 
cents a square for 16- and 18- inch; and 20 
cents a square for 24-inch. 





WESTERN RED CEDAR 


Seattle, Wash., Oct. 6.—Prices for red 
cedar siding in mixed cars, new bundling, 
to 18 foot, f. o. b. mill, are: 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 





Se Oe cconcéconvae tases ver 63%, 
Lieting $3 and OVEF ...cccccccscccccce 58%, 
Series 7000— 

EAGR WOES BG oan cccccccccceccoscs 63%, 
pe ee ee rrr 58%, 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 
Da” Ssankwsneaeewnes ecedaaseWnanwnwebeee $0.31 
Dt siswhhsdwewe sewed bees weneseneeenla 37 
Me. 6eottbnsadendeaceewaneKeunenaawade 52 
Seattle, Oct. 6.—Average prices of 1ogs: 
Fir: No. 1, $18-17; No. 2, $15-13; No. 3, 
$10-9; Peelers, $24. 
Cedar: Shingle logs, $7-8: lumber 108s, 


Hemlock: Nos. 2 and 3, $8-12. 


[Special telegram to AMERICAN LuMBERMAN] 
Portland, Ore., Oct. 9.—Log market qu0o- 
tations: 
Yellow Fir: No. 1, $16; No. 2, $12; No. 3, $8 
Red Fir: $12. 
Shingle logs, $10-11; 
$17-18; camp run, $8.50@10. 
Hemlock: Nos. 2 and 3, $8@9. 
oth No. 1, $17-16; No. 2, $13-12; No. 3 


lumber 10858, 











Beveled Siding, %-inch 
, Clear a? ed “ ” 
CORON ciccvcsneneves $20.50 $18.50 $16.00 
SINC ccccscccccece 24.50 20.50 18.00 & 
SPEER. tito Gaamnane 25.50 23.50 19.00 ? 
Clear Bungalow Siding %-inch 
TE: cachet sey Che erie bbb hate ee en el $35.00 
EE “Arenicentedan we ahaa ee nae neewee 45.00 
CP KA kekwetnes. . noagedradevaaceeen 57.00 
Finish, B&better, S2 or 4S, 8-18’ 
S825 or S48 
_ or Rough 
DS Sith REA eeOERSEES Eee Ree $37.00 
ir etal tian Gen ht & sean BAe oe ented 37.00 
SE ask oa's Oe wat dca'e Mo, ea'o-y wm bare me Ree Or 47.00 
TL 5. ill <a 42: Su tn ce airigpn eect iae ga ay os se aheiehacmecales waco) 67.00 
SE Gb db. whee ea R ee we Khe 72.00 
SE li Shee bch 5 Sacabasg the te Gel Ww ade sae en wee SER 77.00 
EE ad db, den ae ee mba w ees. dame eee ee 82.00 
PE, wecnuarsdearneesaw ans kc aw enki 87.00 
Coting or Flooring, B&better, 4-18’ 
DE Shidgneavcncdneeee weave b ene edincween 22.00 
64 es ddtawab dice odilas nck wine weceuee 25.00 
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WHAT a Plan for 





“THE GREATEST OPPORTUNITY 
WE EVER HAD.” 








ae 


HE letters are pouring in now. 
We’re getting swamped. Every 
day a new batch, bigger than the last. 
And almost all of them say two things 
. say them over and over again. 
First, that the National Housing Act 
is the greatest single impetus given 
to the building business since the War 
... Second, that the Flintkote Plan is 
the most complete selling plan now 
in operation under the N.H.A. 


You’ve never seen anything like 





this Flintkote Plan! Every conceiv- 
able approach to the market is cov- 
ered. Every element in the Plan is 
aimed unerringly at the exact center 
of the target—sales in the N.H.A. 
field. It is essential to every aggressive 
dealer, contractor, roofer. 


We have no fear of contradiction 
when we say that any firm which ag- 
gressively follows the Flintkote Plan 
will get the livest prospect list and 
the most cash sales that it has had in 


AMERICAN LUMBERMAN 





N.H.A. Business 


say Flintkote Dealers everywhere 


Juy 
iy 
se OE Ry 
Fhe mom 
pes seers he 
ee tte ©, 
“~s “Rhee < 
i 


- J 


x 


Ture AM! Bear? COMPAN 


FE Rsesoe nares, Pew 
Ci er ee eee re Me ee 





many years. And its momentum will 
carry farinto 1935. Write or telegraph, 
immediately, for this up-to-the-min- 
ute material. The Flintkote Company, 
50 West 50th Street, New York. 


FLINTKOTE 


DEPENDABLE 
ROOFING 
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OBITUARY RECORD 





LESLIE B. PINDER, 28, of Effingham, 
Kan., a bridegroom of seven weeks, was in- 
stantly killed the morning of Sept. 25 when 
he picked up a live wire at the William Sut- 
ter home two miles west of Effingham. Leslie 
Pinder was associated with his father, Robert 
Pinder, in the lumber business at Effingham. 
tobert Pinder is manager of the Effingham 
Lumber Co. Leslie Pinder had gone to the 
Sutter farm, where remodeling work is 
being done on the house, with material. It 
was misting rain and his hands and feet 
were wet, as was the ground. He picked up 
the ground wire running from a current box 


leading into the house; the dampness made 
a perfect conductor. Leslie Pinder was held 
in the highest regard as a young business 
man and citizen. He was city clerk of 
Effingham and an active member of the 
Masonic lodge. His father, Robert Pinder, is 


a former mayor of Effingham. The deceased 
moved to Effingham with his parents from 
Havensville, Kas., when a small boy. He was 
educated in the Effingham public schools and 
after graduation from the Atchison County 
Community High School attended Baker Uni- 


versity at Baldwin, Kas., and the University 
of Kansas. Mr. Pinder is survived by his 
widow, his parents, two brothers and one 
sister. 

J. W. MecWILLIAMS, 55, of Fort Myers, 
Fla., formerly one of the largest lumber 
operators in Florida and owner of extensive 


timber holdings and other properties in Char- 


lotte and Lee counties, died recently at a 
hotel in Mobile, Ala., where he had gone on 
a business trip. Death was caused by a heart 
attack. Coming to Fort Myers in 1924, Mr 
McWilliams purchased large timber tracts 
and built the Slater sawmill, largest lumber 
mill in the State, which he later sold to Dow- 
ling & Camp (Inc.). Previous to coming to 
Fort Myers, he operated a lumber mill at 
Tifton, Ga. His land holdings in this section 
are said to have aggregated 125,000 acres, 
and he also had extensive interests in Mis- 
sissippi, and recently had been to Tampico, 
Mexico, where he had been planning for ex- 
tensive lumber operations. Mr. McWilliams 


was a native of Fulton County, Georgia. 
sides his widow, he leaves one 
old daughter. 


KARL ARMSTRONG, 68, died at San An- 
gelo, Tex., Sept. 12. He had resided there 
since 1906 at the home he built when first 
he and his brother, Frank, established a lum- 
ber business there. Mr. Armstrong was born 
in Alabama. In 1880, the oldest of the broth- 
ers, W. G., came to Texas and entered the 
lumber business. Later his brothers John, 
J. , Karl and Frank followed, and in the 
80's they established the firm of Armstrong 


3e- 
three-year 





& Evans, in Dallas. Then after six or eight 
years in Dallas, Karl and Frank Armstrong 
moved to McKinney, establishing the Cam- 


eron-Armstrong Co. 
was then settling 
four years. 
a stay 


Western Collin County 
up, and they stayed there 
Then they went to Hillsboro for 
lasting from 1896 to 1906. As the 


CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of Trade, 
for the four weeks, Sept. 3 to Sept. 29, inclu- 
sive, and for the year to date, Jan. 1 to 
Sept. 1, 1934, with comparative figures for 
the corresponding periods of 1933: 








Receipts 
Ship- Above 

Lumber— Receipts ments Shipments 
Sept. 3 to} 1934 60,050 23,758 36,292 
Sept. 29 {1933 75,654 28,885 46.769 
Inc. or dec..... -15.604 — 5,127 §—10,477 
Jan. 1 to/1934 681.050 221,822 459.228 
Sept. 29 {1933 690,977 228.664 462,313 
Inc. or dec...... — 9,927 — 6,842 8— 3,085 
Shingles— 
Sept 3 to! 1934 16,660 14.414 2,246 
Sept. 29 f1933 20,603 18,072 2.531 
Inc. or dec.. : 3,943 3.658 §— 285 
Jan. 1 to!19%4 117.596 115.799 1.797 
Sept. 29 {1933 140,298 120,844 19.554 
Inc. or dec... —22,802 — 5,045 §—17,757 


*Shipments above receipts. 
§Last figure in each group gives difference 
between 1934 and 1933 net receipts. 


MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f.o.b. floor- 
ing mill basis, during the week ended Oct. 6: 

First Second Third 
ide de eel a ae $67.55 $55.53 $43.01 








movement of population spread westward 
and lands began to increase in value, they 
moved to San Angelo, starting 28 years ago 
the lumber yard at 68-70 North Chadbourne, 
the place it is still located. Later Karl and 
his brother Frank and the late J. D. McCol- 
lom established the McCollom Lumber Co., at 
Miles, later locating yards at Eden and 
Paint Rock. Karl Armstrong was vice presi- 
dent of this company at the time of his 
death, and was vice president of the Arm- 
strong Lumber Co. Surviving him are his 
widow, three daughters; two sons, John and 
William H., who are associated in the busi- 
ness; two sisters and two brothers. All lum- 
ber yards in the city closed early on the day 
of the funeral in tribute to his memory. 


FRANK W. HASELTON, 76, 
Ill., passed away Oct. 7 at Piermont, N. 
Mr. Haselton had been spending the summer 
months in New Hampshire. Mr. Haselton 


of Effingham, 
H. 


was known to lumbermen over a large part 
of Illinois. He started as a salesman for 
Soper Lumber Co., white pine, in 1880, and 


was on the road for over fifty years. During 
the last ten years as salesman he represented, 


among others, the T. H. Garrett Lumber Co., 
and the South Arkansas Lumber Co., of St. 
Louis, and Barnes & Mauk of Seattle. He 
returned in 1931. Mr. Haselton had made his 
home in Effingham for over fifty years. He 
was a most honorable man and a leading 
citizen. He was a prominent member of the 
Masonic order. 





MRS. EGLINTINE NICKERSON, 64, wife of 
Capt. Osear C. Nickerson, of the Nickerson 
Lumber Co., Chatham, Mass., and mother of 
Joshua A. Nickerson, manager of the com- 
pany’s branch yard at Orleans, died Sunday, 
Sept. 30, at her home in Chatham, following 
a year’s illness. She was born in the adjoin- 
ing town of Harwich and was married to 
Capt. Nickerson in 1895. She was active in 
church affairs and was a director in the Cape 
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Cod chapter of the Red Cross and of the lo 
Visiting Nurse’s Association, a member 
the Eastern Star and former treasurer of th 
Chatham Women’s Club. She is survived by 
her husband, one married daughter and fow 
sons. . 
JOHN SIEVERS, head of the H. oO. Seiffe 

Lumber Co., Everett, Wash., and a forme 
resident of Davenport and Eldridge, lon 
died at his home in Everett on Sept. 29. Me 
Sievers was born in Avoca, lowa, and began 
his business career aS manager of the Seifert 
lumber yard at Eldridge. He later went ts 
Davenport in the same capacity, and Was 
transferred to Everett, Wash., about thirty 
years ago, where he had since resided. Sur 
viving are his widow, and three sons, all at 
home. 


HENRY B. MICKENS, 66, formerly asso. 
ciated with the Brooks-Scanlon Lumber (po 
at Eastport, in the Bahama Islands, ap; 


since 1933 until recently at Foley, Fla., ding 
in a hospital at Jacksonville, Fla., Sunday 


afternoon, Sept. 30, following a short illness 
He had been residing here for the last four 
months. Mr. Mickens, who was a native of 
Louisiana, leaves four daughters, five gongs 
16 grandchildren and 3 great-grandchildrep 


EDWARD BP. LACOUR, 62, secretary of the 
Monmouth County Building & Loan Assogig. 
tion, died Sept. 27 at his home, 26 North Fifth 
Avenue, Long Branch, N. J. He had been 
connected with the Chandler & Maps Lumber 
Co., and later organized the Gifford, Lacour 
Cranmer Lumber Co. Surviving him are his 
widow, three children, two sisters and two 
brothers, 


EDWARD G. 
Ashley Lumber 
suddenly Oct. 5 
Canada. 


ASHLEY, 59, owner of the 
Co., Attleboro, Mass., died 
while visiting in Montreal, 
A heart attack caused death. The 


remains were transferred to his home jp 
Holman Street, Attleboro. Mr. Ashley was 
born in Taunton, Mass. He leaves a widow 
and one son, 


SID CARLTON, 59, president Carlton Lun- 
ber Co., Tyler, Tex., died Sept. 22 following 
a brief illness. He owned extensive business 
property at Tyler and elsewhere in Texas, 
and was prominently identified with the 
business and commercial life of this section, 
Surviving are six sisters, 


Among the Lumbermen’s Clubs 


Manitowoc Club Re-elects Officers 


Manitowoc, Wis., Oct. 8—The Manitowoc 
County Lumbermen’s Club re-elected John 
Schroeder, of this city, president, at its annual 
meeting Oct. 4. All other officers were also 
renamed and include: Arnold Rusch, Reedsville, 
vice president; Herbert Schroeder, Manitowoc, 
secretary; Henry Schmitt, Two Rivers, chair- 
man of the arbitration board. It was announced 
that this lumbermen’s group is operating under 
Code provisions. 


Mill Employees’ Club to Study 
Manufacturing 


Loncview, WasH., Oct. 6.—The Weyer- 
haeuser Club, an organization of employees and 
executives of the Weyerhaeuser Timber Co., 
began its second season of activity this week 
with a meeting at the clubroom in the Weyer- 
haeuser plant cafeteria Monday night. Wallace 
Irwin, who was president of the club last year, 
presided at the initial meeting. Harry Morgan, 
assistant manager of the Longview lumber divi- 
sion of the Weyerhaeuser company, reviewed 
the club’s activities last year and gave an out- 
line of the program for the coming year. As 
the first phase in the educational program, Mr. 
Morgan said, lumber values will be studied from 
the standpoint of grades. This will be done 
under the direction of Archie Bain, Weyer- 
haeuser head grader. 

President Irwin declared that the club had 
demonstrated its value to both employer and 
employee. Its program this year, he said, will 
be more specific and practical, and will deal 
with lumber manufacture. Present plans also 
contemplate holding a dance every month, with 
the proceeds to go to the club’s library fund. 
This dance will be in charge of a social com- 
mittee, to be appointed later. 

New officers will be elected at the club’s next 
meeting, to be held Oct. 15. 





Memphis Golf Annual Enjoyed 


MEMPHIS, TENN., Oct. 8.—Frank Crager, one 
of the hardwood industry’s best golfers, was 
declared champion at the sixteenth annual tour- 
nament of the Lumbermen’s Golf Association of 
Memphis, which was held on Thursday, Oct. 4, 
over the course of the Colonial Country Club, 
Memphis. Crager shot a 76 and 81, for a total 
of 157 in the thirty holes all-day play, and won 
the trophy presented by President Frank B. 
Robertson, of the association. Runner-up was 
Mark H. Brown, Lake Providence, La., who 
shot two 79’s for the second best score. 

Seventy-eight golfers teed off in the annual 
event and played the thirty holes, so this was 
one of the best turnouts of recent years. 
Luncheon was served the members at the clu’: 
house, and in the evening the annual banque 
was held and the trophies awarded. Frank B. 
Robertson presided at the banquet, and Joe 
Thompson arranged the entertainment, which 
was a take-off on the Hardwood Manufacturers 
Institute, the Code enforcing agency. 

New officers elected for the new year were 
Paul Rush, president; A. S. Kelly, Helena, 
Ark., vice president ; and E. J. Heffernan, Mem- 
phis, secretary-treasurer. Directors named were 
McEwen Ransom, F. B. Robertson, and R. H. 
3odine. 

There were thirty-three trophies awarded. 





Arkansas Committee Visits 
Lumber Plant 


TRUMANN, Ark., Oct. 8—Twenty Arkansas 
manufacturers inspected the plant of the Poi- 
sett Lumber & Manufacturing Co. here Sept. 
25 and 26. The committee will visit the plants 
of the Southern Lumber Co. and the Bradley 
Lumber Co., at Warren, Nov. 20. The group 
was entertained at a dinner, and Ed. I. Mc 
Kinley, sr., State commissioner of labor, was 
the principal speaker. 
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HE BUSINESS RECORD 








Business Changes 





JOIS Talnut—W: sumber & Supply 

NOIS. Walnut Ww alnut Lum 

odulchased by Arthur Shearburn. 

; INDIANA. Indianapolis—Ervin-Valdenaire Lum- 
Oe succeeded by Valdenaire Lumber Co. 
Indianapolis Forbes-Hubbard Lumber Co. name 
ang Forbes Lumber Co. 

change apolls Hoosier Lumber Co. changed name 


orge M. Willis Co. 
ah nr 3urden—Long-Bell Lumber Sales Cor- 

ation yard here has been purchased by W. M. 
ae lan of Cambridge and his brother-in-law, G. W. 
eoeall of Williamsburg. The new owners were 
Te rciated in a lumber yard at Cambridge which 
ass0Cestroyed by fire several months ago. Mr. 
Harlan who had charge of the Cambridge yard, 
abe in charge of the yard at Burden. Mr. 

rell also owns @ lumber yard in Williamsburg. 
Teaneas City—Shannon & Bloomgarten Planing 
Mill assets sold to Louis Dreier and company has 
been reorganized. The company will be known as 
the Shannon Sash & Door Co. 

MASSACHUSETTS. Waltham—Controlling in- 
terest in Waltham Lumber Co. has been taken 
over by Harry J. Harding of the Hutchinson Lum- 
ber Co.. Lynn, Mass., with others, who have rein- 
corporated as Waltham Lumber (Inc.). ae... Oe 
Kelly, who organized and for many years operated 
the Waltham Lumber Co., will continue as manager. 

MICHIGAN. Petersburg—Hixon-Peterson Lum- 
ber Co. leased the Lyons Lumber Yard here and 
will handle a complete line of lumber, building ma- 
terials, farm implements ete. 

NEW YORK. Salamanca—Salamanca Construc- 
tion Co. name changed to Kammire Lumber Co, 
by Donald J. Kammire, who recently acquired the 
interest of C. C. Cheney. 

PENNSYLVANIA. Emporium—Emporium 
ply Co, succeeded by John Rauer, jr. 

Wvyncote—Landenberger & Jones 
J. L. Landenberger. 








Sup- 


succeeded by 


Incorporations 


FLORIDA. Panama City—Northwest Florida 
Lumber Corporation. Incorporators: P. A. Roll, 
W. L. M. Tobin and others. 

Panama City—Phillip & Moorman Lumber Co. 
G. J. Philip, L. J. Cotton and Philip A. Roll 
directors. 

ILLINOIS. Chicago—Eagle Tank Co., 10 So. 
La Salle St.; manufacturers of tanks. 

INDIANA. Indianapolis—Louisville Tie Co., 1050 
Consolidated Building; to do a general tie and 
lumber business. Incorporators: Ray S. Tuell, 
William A. Febley and Lowell Ash. 

MICHIGAN. Detroit — Gillespie Lumber & 
Supply Co., 11779 Cloverdale Ave.; $15,000. Frank 
E. Gillespie, 18045 Birchcrest Drive. an incorporator. 
Detroit—H. T. Jenney Co., 11847 East Vernon 
Highway: $8.000. Will handle building materials. 

NORTH CAROLINA. Raleigh—Burke-Goldston 
Lumber Co.; $50,000. Chartered to buy and sell, 
at wholesale and retail. lumber and lumber prod- 
ucts. Incorporators: -_ | Goldston, A. W. 
Goldston and H. A. Burke. 


OHIO. Dover—Modernization Co. of Dover: to 
do a general building and contracting business and 
to license the use of patented modernization 
equipment. 

Solon—Solon Sash & Manufacturing Co.; 
ufacture and deal in screens, boxes, sash, 
and woodwork of all kinds. 
_PENNSYLVANTA. 
tio Hoffman-Goldy Lumber Co. President, J. 
Frel \eMurray; vice president and manager. 

Hoffman: secretary and treasurer, Clifford 

Buildings. machinerv and other equip- 

nd stock of former West End Lumber & 
bly (o. purchased. 





to man- 
utensils 


Williamsport, Newberry Sta- 


T sy Irving—Dallas 
rat s5.000 


Shepard 


Countv Lumber 
Incorporators: W. A. Ring, 
rd Cc. G. Weber. 


WASHINGTON. Seattle — Goodwin Johnson 
(Inc.): $10.000 To handle timber products. In- 
tornorators: Goodwin J. Johnson, William McMahan 
and Dan Farl 
_ Seattle—Alan Rogers Lumber Co.. 
ing: $25,000 Incorporators: 
Connor and E. W. Bnndy. 


Cor- 
V. 8. 


Llovd Fuild- 
Alan Rogers, E. L. 


Casualti 
asualties 
ARKANSAS. Selma—Barrett 
sawmill suffered fire 
insurance 
_CALIFORNITA. 
Co. lumber 


Bros. Tumber Co. 
loss of about $4,500, with no 


Reach—Patten-Blinn 
shed of branch yard here 


Hermosa 
offices and 


Were destroyed by fire, with loss estimated at 
$10.000 

Nubieber—Gooch & Watson sawmill. C. F. Gooch 
residence. 75.000 feet of lumber. cook hovse and 
other huildines were destroyed by fire with esti- 


mated loss of $40.000. 


LOUISIANA. New Orleans—Schill T.umber Co. 
plant completelv destroyed by fire. Ruildings were 
valued at $5.000 and stock at $10,000. 


No insurance. 


p> ISSISSIPPT. Laurel — Pascagoula Hardwood 
sh eeg eet mill suffered fire loss estimated at 


' OHTO. Portsmouth—H. Leet Lumber Co. storage 
seine destroyed by fire with loss estimated at 
25.000 Main building and another storage shed 
Were saved. Partly insured. 


WASHINGTON. Tacoma—Pacific Millwork Co. 


sash and door factory destroyed by fire. 
Tacoma—Tacoma Planing Mill Co. destroyed by 
fire. 


WEST VIRGINIA. Welch—Bright & Davis Lum- 
ber Co. plant destroyed by fire with loss estimated 
at $25,000. partly covered by insurance. Loss in- 
cludes building and stock, as well as much valu- 
able machinery. 


CANADA. Ontario. Goderich—Part of the lum- 
ber mill of the Goderich Manufacturing Co., in- 
cluding a quantity of hardwood lumber in the dry 
kiln. was destroyed by fire, with loss of $10,000. 
tebuilding will start as soon as insurance adjust- 
ment is made. 


New Ventures 


CALIFORNIA. Los Angeles—Bay-Murray 
301 N. Ave. 19; furniture manufacturing. 

Los Angeles—Knaster Furniture Manufacturing 
Co.. 1150 South Los Angeles St. 

Los Angeles—Maiman Furniture Manufacturing 
Co.. 1730 West Jefferson Boulevard, has engaged 
in business under management of Saul Maiman. 

INDIANA. Hobart—Hobart Service Supply Co.; 
lumber and coal yard. Under supervision of 
William Mitchell. 


KANSAS. Russell—Houston-Doughty WLumber 
Co. of Newton will build an office and yard here. 

KENTUCKY. Somerset—Chaney 
Co. opening lumber yard here. 

OHIO. Warren—Fuel & Supply Exchange (Inc.), 
handling building supplies and fuel, will open in 
about three weeks. 


PENNSYLVANIA. Philadelphia—John E. Har- 
ris has leased premises at 14-20 W. Thompson St. 
and will open a lumber business. 

TEXAS. Trinity—Stahlman Lumber Co. with 
main office at Dallas, will open a lumber yard here. 





Co., 


Bros. Lumber 





New Mills and Equipment 


CALIFORNIA. Cutler—E. J. Moffett and Henry 
Kempf constructing sawmill here, where they have 
purchased 1,000 acres of timberland. 

MICHIGAN. Wakefield—R. Connor 


Co., Marsh- 





field. Wis.. will erect a sawmill near this place, 
at a point called Connorville. 

CANADA, Nova Scotia. Antigonish—J. D. Mc- 
Lellan plans a woodworking plant here, to cost 
about $35.000. 

Quebec, Three tivers—Lebori Process Tumber 
Industries (Ltd.) plan a plant her to cost about 


350.000. 

Quebec, Drummondsville—Eagle Pencil Co. (Ltd.) 
plans a $35.000 addition to its plant. 

Quebec, Montreal—Altimas Lumber Co. 
plans a forest products manufacturing 
cost about $37,000. 

Quebec, St. Agathe de Monts—Laurentian Wood 


Products Co. (Ltd.) plans plant to cost about 
$45.000. 


(Ltd.) 
plant to 





Large Northern Mill, Cut Out, 
Goes on Auction Block 


VirGintA, Minn., Oct. 8.—Auctioning off the 
equipment of the old Virginia & Rainy Lake Co. 
here, once the largest northern pine sawmill 
(costing $10,000,000) was completed Sept. 26. 

Closing deals for a mere fraction of the 
property’s original value, Ted Leby, Chicago, 
disposed of tons of machinery, logging chains, 
wire, piping, winches, scrap brass, scrap iron 
and other items. Several hundred persons, in- 
cluding about two-score professional buyers 
from Chicago, Kansas City, Detroit, Minneap- 
olis, St. Paul, Duluth and other middle West 
points, followed the auctioneer. Leby sold items 
such as the planer building, which contains 375 
tons of structural steel, five smoke stacks 150 to 
185 feet in height, traveling crane, a steam 
shovel, 597 gross tons of narrow gauge rail, 
seven steam locomotives, six electric locomo- 
tives and 32 flat cars. 

Modern powerhouse equipment, including 
transformers, generators, boilers, converter 
units, switchboards. huge boilers, and nearly 70 
motors of various horsepower, were auctioned. 

Then 2.000.000 feet of lumber, five lumber 
trucks, lathes, saws, steam engines, office fix- 
tures and hundreds of items of miscellaneous 
eauipment went on the block. Fourteen thousand 
four hundred and twenty-five pounds of insu- 
lated cable sold for $735. One hundred and 
seventy large window sash with 28 panes each 
sold for 11 cents apiece, while 12 cents each 
was paid for 214 pieces of 10-foot heavy 
logging chain -with hooks attached. 











f How to Figure Costs for Advertising | 
' 


In Classified Department 








Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line, 


Count in the _ signature. 
counts as two lines. 


No display except the heading is 


Heading 


permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 


Salesmen 


WANTED—COMMISSION SALESMAN 


With good connections to sell Red Cedar Shingles 
to wholesalers in territories south and west of 
New York. 

Address “‘G-70,” 








care American Lumberman. 





WANTED: COMMISSION REPRESENTATIVES 


Cc. D. Johnson Lumber Company wants reliable 
wholesale and commission representatives in terri- 
tories not now covered. Write 330 American Bank 
Bldg., Portland, Oregon. See advertisement on 
page 11. 





Employees 


WANTED—YARD MANAGER 
in South Central Minnesota. 





For point 
Protestant. 
Address “‘G. 99,’’ care American Lumberman. 


Must be 





WANTED—SALES MANAGER 


For short leaf mill. Salary $200 month, to be in- 
creased after satisfactory results are proven. State 
age; married or single. Send references past 10 
years; state fully experience. 

Address “G. 84," care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in a paper that reaches the people 
who would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Il. 





Employment 


CAPABLE WHOLESALE LUMBERMAN 
18 yrs. yellow pine mill and wholesale experience— 


bookkeeping and accounting, handling sales desk 
specializing selling industrial trade, and assistant 
sales manager. 


. Address “H. 26’ care American Lumberman, 
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Employment 


SALES MANAGER 
Experienced Lumber Salesman, seeking change, 
would like to make new connection with manu- 
facturer as Sales Manager or District Sales Man- 


ager. 
Address “E. 96,” 





care American Lumberman. 


LOGGING SUPT. OR LOG BUYER 

Age 42. 20 yrs. exp. Any size operation. 
anywhere. Not afraid of difficult job. 
Address “G. 35,” 





Will go 
Good ref. 
care American Lumberman. 


COST ACCOUNTANT AND BOOKKEEPER 


9 yrs. experience, A No. 1 ref. Will go anywhere. 
A. M. VOSS, 1701 Valmont St., New Orleans, La. 








POSITION WANTED IN ROCKY MT. STATES 


By Lumberman, 20 years as executive. Adapted 
to Retail and Wholesale business; Mill-Work, Saw- 
Mill, Architecture, Plans and Designing: Estimat- 
ing and Construction. Competent and thorough. 
Address ‘“‘G. 48,” care American Lumberman. 





MILLWORK ESTIMATOR—DRAFTSMAN 


10 yrs. Supt.—exp’d on mach.—cabn’t. detailed 
millwk. Registered Structural Engineer b’ld’g 
constr’'n. Could make small investment. 


Address “G. 61,” care American Lumberman. 





WTD. POSITION AS YARD MANAGER 
Of retail yard in Neb., S. D., Colo. or Tex. 
exp. A-1 ref. Would consider position 
wholesale lumber company. 
Address “G. 87,” care American Lumberman. 


8 yrs. 
with any 





SALESMAN, ESTIMATOR & MANAGER 


Young married man with 11 years Northern and 
Southern experience in all phases of retail Lumber 
and Building Material desires position; go any- 
where. teferences furnished. Write JAMES T. 
RUSH, 607 Hampton St., Camden, 8S. C. 





BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 


By using the classified section of the 
American Lumberman. The classified ads 
are read by both the buyers and sellers. 
A quick way to dispose of anything you 
want to sell. 

Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Il. 





SITUATION WANTED 


Thoroughly experienced retail manager and sales 

representative. Good education, fine references, 

age 42. 
Address “G. 81,” 


care American Lumberman. 





OFFICE MANAGER OR ASSISTANT MANAGER 


11 years’ experience. Can handle sales, shipping. 
accounting, credits, collections, etc., also retail 
lumber systems. Married, 34 yrs. old. 

Address “G. 79,’ care American Lumberman. 





COST ACCOUNTANT—ESTIMATOR 
Expert C. B. A. Millwork Estimator. Well grounded 


cost accountant. Ten years’ experience in mill- 
work. 
Address “‘G. 80,” care American Lumberman. 





EXP’D LUMBERMAN WANTS POSITION 
Accountant-auditor cr bookkeeper: also sales. Can 
take entire charge busy lumber office. A-1 ref. 

Address “G. 78,” care American Lumberman. 





PRACTICAL RETAIL LUMBERMAN 

Over 20 yrs. expr. in all branches; 
and collector. Prefer Mich. or Wis.. 
sider central west. 
Address “‘G. 90,” 


good salesman 
but will con- 


care American Lumberman. 





EXPERIENCED SALESMAN 
Wants line of mill work to sell in Maryland, 
ware and New Jersey. Com, basis. 
Address “G,. 97," care American Lumberman, 


Dela- 


Lumber and Dimension 


ORGANIZING CHAIN OF BUILDERS 


Of small homes in many cities want lumber direct 
from mills. Utilize much short and unmerchant- 
able. Stock lists, prices, specials, cash discounts 
appreciated. 

SMITH SYSTEM, Portageville, N. Y. 











WANTED 
4/4 Oak Tie Sidings, No. 1 common and better, 
rough dry. Advise what you have and price. 
Address “G,. 96," care American Lumberman. 





Retail Lumber Yards 


WANT TO BUY A GOOD LUMBER YARD 
I am in position to pay cash 
I. 











M. PORTERFIELD, 211 Polk Street, Bur- 
lington, Ia. 
WANTED TO BUY LUMBER YARD 

In town of 1000 or more. Kansas preferred; would 
consider Nebraska. 

Address “G. 82,” care American Lumberman. 

WILL BUY 

Retail Lumber, Coal and Building Material Yard 

Address ““G. 100,” care American Lumberman. 


in town 1,000 or more. Southern Wisconsin. 


_ Logs 


CASH FOR WALNUT 
American walnut stumps, logs, burls, and crotches 
purchased in truck or carload lots from all terri- 


tories. 
WESTGATE WALNUT CO., 5115 Winthrop Ave. 
Chicago, Illinois 


Timber and Timber Lands 


WANTED—SAWING OF ANY KIND 
Have a new roller bearing mill. Can saw logs up 
to 36 in. 
Address 











“G. 75,”’ care American Lumberman. 
BOUND COPIES OF THE MANUFACTURERS’ 


Lumber Code may be obtained from the AMERI- 
CAN LUMBERMAN, 431 S. Dearborn St., Chicago, 
Ill. Price 10 cents. 


Used Machinery 


WANTED TO BUY 


shingle mill in good condition; also veneer 
Send details, including location, for prompt 








Used 
lathe. 
reply. 

Address “G. 93,” care American Lumberman. 





TIMBER SIZER WANTED 


Capable of handling 12 to 16” high by 24” wide. 
THE DOUGHERTY LUMBER CO., Cleveland, Ohio. 





WANTED 
A second hand or rebuilt No. 177 Yates American 
Double Surfacer or equal. Give complete specifi- 
cations. 
Address “G. 98,” care American Lumberman. 





CASH FOR OLD LOG BAND SAWS AND GANGS 


$30 to $40 per ton, delivered. 
MINER HOE WORKS, Meridian, Miss. 





WANTED—USED LUMBER LIFT 

Will buy for cash ,B00d used lumber lift. 
rise of at least 15’3” 

ATLANTA OAK FLOORING COo., Atlanta, Ga. 


WANTED TO BUY 
Shimer or —— shiplap heads. Also cut-off saw 
table and gudg 
ADIRONDAC K LUMBER CO., Wells, N. Y. 


Prefer 








BOOKKEEPER—SHIPPING CLERK—SALES 


Yng. man, 7 yrs. exp. in lumber and bldg. mat’l; 
conversant with grades in Northern and Southern 
woods; make all statements of books; handle cred- 
its; go anywhere Very reas. salary; references. 


Address “H. 25,"" care American Lumberman. 





LOOK AROUND AND SEE 


If you have some second-hand machinery, logging 
equipment or anything used in the lumber world. 
Want to sell it? Advertise in the classified sec- 
tion of the AMERICAN LUMBERMAN, 431 58. 
Dearborn St., Chicago, Ill. 








Ch 
‘Mc 





Business Opportunities 


FOR RENT—CONCENTRATION YARD 


Excellently located in central Mississippi with 
abundant stock of pine and some excellent hard. 
woods; fully equipped with big American machine 
cut-off, trimmer, three sheds, Moore Kiln, black. 
smith shop, office, four laborers’ houses, two Rood 
dwellings; about eight acres, with five-car SWitch 
about one million feet of pine on hand, lumber noy 
handled on beautiful margin. 

Address “‘G. 94,” care American Lonbermis 





FOR SALE—6 FT. BANDMILL COMPLETE 


Going proposition; splendid location in Mississippj; 

truck logs cheap; good reason for selling. Attrag. 

tive price. 
Address “G,. 95,” 







care American Lumberman, 





FOR SALE—WOODWORKING SHOP 


Well equipped and well located. 
F. M. LEPLA, Palatka, Fla. 


ONE BOX FACTORY COMPLETE, 
Along with 3,000,000 to 4,000,000 ft. of lumber, 
and 3,000,000 to 4,000,000 ft. of standing timber, 
being offered for sale on a reasonable basis, 

Address “G. 62,” care American Lumberman, 


Retail Lumber Yards 


IN FINE TOWN OF 2500 


A Parsain. Want cost on stock, but will sacrifie 

75% on real estate for quick sale. Operated by 

present owner over 45 years. Wish to retire. 
Address ‘‘E. 92,’’ care American Lumberman, 


EXCELLENT OPPORTUNITY TO PURCHASE 


Well established Lumber-Coal-Feed and Building 
Supply business in small town, 100% location ff 
Capitol District, New York State. Nice profit 
right thru depression. A-1 reason for selling. 
Address “E. 99,’’ care American Lumberman, 




















BUYERS AND SELLERS 
AT YOUR SERVICE 


The Want and For Sale department will help you 
to get what you want. 


Have you something to sell? Tell us what you 





























want to sell or send your advertisement. We will In six excit 
carry the message to the people who are buyers. position th 
Everybody wants something or would like to sell. Bat the bot 
Send your advertisement to the AMERICAN 4 
LUMBERMAN, 431 So. Dearborn St., Chicago, Il. fp ‘te moder 
glistening 
this photo 
P finishing + 
eo 
Lumber and Dimension  f' «i 
Swill be the 
FOR SALE ization car 
Birch, maple and basswood. 
EARL CARSON, Hobart, N. Y. Upper Ric 
LUMBER FOR SALE Administr, 
8 M feet of 2” Flitch sawed dry Hickory, 12 feet B movie an 
long, average width 12”. . 
WALTER HOWARD, 983 Carew St., Springfield tells the 
Mass. lamediah 
their wor! 
Logs markable 
industry ¢ 
AMERICAN WALNUT FOR SALE modernizi 
The cream of production from all territories. 
Stumps, logs, burls, and crotches. Mead 
WESTGATE WALNUT CO., 5115 Winthrop Ave. early a 
Chicago, Illinois the soutt 
apparent 
Trucks and Tractors Jes 
again, wi 
TRACTORS FOR SALE ready to 


Caterpillar Holts, crawler type, size 6 ton or No. 3, 

adaptable to the lumber business, slight usas® 

ready to drive, price $350 each. Also one 10 e 

No. 665, like new, $750; location Fort Bragg, N. 
Oo. C. EVANS, Mt. Sterling, Ky. 


